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ISAT ROGERS BROS, 


ORIGINAL ROGERS SILVERPLATE 








NO OTHER SILVERPLATE HAS THE BACKGROUN) 
THAT 1847 ROGERS BROS. HAS 
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Background of Advertising 
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Background of Pattern Popularity 
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Background of Quality 
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Background of Controlled 


Distribution 





TODAY’S WINNER 
THE NEW TREASURE CHEST 
FREE with purchase of 1847 Rogers Bros. 


sets until A ) R | L 3 Oth only 







AND REMEMBER: 
CONTROLLED DISTRIBUTION 


on 1847 Rogers Bros. silverplate has elim- 
inated unfair competition — the retailer 
closes the sale — makes profit. 
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THE JEWELERS’ RIGHT-HAND MAN 


























Greater Profits 




















As time goes on Easter becomes more and more important to 
every jeweler. This year Easter occurs late (April 21st) and this 


late date gives promise of a better business. 


Prepare your stock to satisfy the wants of your customers by a 
generous use of the pages of the B. A. & Co. catalog, from which 


every item ordered comes to you promptly. 


Every piece of merchandise selected and backed by a well-known 


house. 


BENJ. ALLEN & CO., inc. 


The Silversmiths Building 
10 SO. WABASH AVE. CHICAGO, ILLINOIS 
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SPEAKING OF THE JEWELRY TRADE « « « 


Wy itliam D. McNeil, 


chairman of the National Retail 
Jewelry Code Authority, Inc., and 
president of the American National 
Retail Jewelers’ Association, returned 


early in March from a trip to the 
Pacific Coast, where he was a guest 
at the annual convention of the Cali- 
fornia Retail Jewelers’ Association 
held at Los Angeles. In commenting 
upon his trip he said: 

“Conditions in the retail jewelry 
trade are showing improvement, and 
retail jewelers in the Middle and Far 
West are optimistic about spring busi- 
ness. I found little, if any, of the 
pessimism which is so common here 
in the East. 

“Retail jewelers generally are in 
favor of the Code of Fair Competi- 
tion and wish to have it extended. 
This applies particularly to the small 
retailers, who report many benefits 
from the Code. 

“I had the pleasure of addressing 
groups of jewelers in a number of 
cities. en route and was impressed 
with the hopeful change in attitude 
which I encountered.” 


4d 
"Sie has been a 


lot of talk about the elimination of 
the wholesaler,” said T. B. Freeman 
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in his interesting article, “The Fu- 
ture of Wholesaling,” published in 
Credit and Financial Management. 
“The wholesaler of general merchan- 
dise is a permanent and important 
part of our American scheme of dis- 
tribution. Large retailers perform 
many wholesale functions for them- 
selves and entail a wholesaling ex- 
pense. The independent retailer is 
with us to stay and he needs a good 
wholesaler. His expenses are usually 
enough lower than that of large re- 


tailers to offset the slightly higher 
cost of his goods. 

“Investigation, research, and study 
disclosed to the large wholesaler that 
the relationship between him and his 
customer must also undergo a radical 
change. It became very apparent that 
the wholesaler needed to protect his 
kind of distribution by making his 
customer a better distributor. The 
problem very quickly resolved itself 
into these three important factors: 

“1. To offer the merchant only 

what he should buy. 

“2. To sell him what he had to 

offer him. 

“3. To teach him how to keep 

store. 

“From intimate association with the 
largest wholesaler, I can say that no- 
table progress has been made in solv- 
ing all three.” 
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ln a broadcast 


over WMCA, Samuel Feldman, 
president of the New York State Re- 
tail Jewelers’ Association, in com- 
menting on the recent Gold Clause 


Decision by the United States Su- 
preme Court said: 

“IT do not anticipate that this de- 
cision will result in the immediate re- 
appearance of boom days, and I doubt 
if any of us would like to see such a 
sudden change, for it would not be a 
healthy sign and would only bring 
trouble in its wake. 

“While dealers in precious metals 
and gems are naturally pleased with 
the turn that events have taken, it is 
the stabilization of public confidence, 
and the great benefit to business in 
general that we regard as the greatest 
advantages growing out of this de- 
cision. 

“The jeweler, of course, as a mer- 


chant dealing in these precious metals 


and gems, has always known that his 
wares are of enduring value and that, 
regardless of the economic policies of 
governments, financial panics and 
even world-wide depressions, articles 
of fine jewelry will always represent 
fair value received by the consumer 
for his investment. 

“Tt is a well-known fact that from 
time immemorial, whenever curren- 
cies were threatened, wise business 
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men converted their holdings into 
precious metals and gems. 

“T can safely say at this time that 
when the jewelers of the State of 
New York meet in convention on 
May 27 and 28 of this year at the 
Hotel New Yorker, New York, 
proper and adequate resolutions will 
undoubtedly back up the President of 
the United States for the stand he 
has taken in the gold question, as 
well as the action that was taken by 
Congress in upholding the President’s 
program.” 
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F ive hundred dollar 


telephone orders are a rather rare 
occurrence these days, but once in a 
blue moon they do happen. Such a 





transaction took place on the open- 
ing day of the Executor’s Sale which 
the Hardy & Hayes Co., Pittsburgh, 
Pa., conducted recently. 

A woman customer from the coun- 
try, who had visited the store prior 
to the holiday season and purchased 
some chinaware, saw the opening an- 
nouncement of the sale in the news- 
papers. During her visit she had 
looked at some silver services, but 
had not made any selections. 

“How much are the silver ser- 
vices?” she inquired in telephone 
communication with her favorite 
clerk. 

“Those thousand dollar sets are 
being offered at $500,” he replied. 

“All right, send me one,” she said, 
and the transaction was closed. 

The company, as is well known, 
has a reputation for handling nothing 
but quality merchandise. For years 
this has been emphasized forcefully 
in all of their advertising. And this 
woman customer had been made to 
realize this. The entire sale was a 
big success. 
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+ 
LLeching back 


over a long career in the jewelry 
trade, sixteen years of which were 
spent as a traveling salesman, Mon- 
roe Engelsman, New York, offers 
some excellent suggestions for travel- 
ing salesmen. He says: 


a 


“Always show stock in as attrac- 
tive a way as possible. 

“Avoid any unnecessary contro- 
versy or friction which may create 
a bad feeling between salesman and 
prospective purchaser. 

“Keep in touch with local news 
about the towns visited and use 
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this information to advantage in 
visiting customers. 

“Always be courteous and al- 
ways control impatience. 

“Never criticize competitors’ mer- 
chandise and never speak ill of any- 
one. 

“Always keep appointments 
promptly. If this is impossible, 
telephone your client.” 


Whe likes to enter 
a dark and dingy store? The answer 
is “Nobody.” Arthur J. Sundlun, of 
A. Kahn, Inc., Washington, D. C., 
and member of the Retail Jewelers’ 
Code Authority, declares that every- 
body agrees on that point in discuss- 
ing the advisability of keeping a store 
well painted and lighted at all times. 

“There is more reason for a jewel- 
er to keep his place of business in 
excellent condition than for many 
other retailers,” he says. “Just as 
beautiful gems need a beautiful set- 
ting, so does valuable jewelry need 
an attractive background. Customers 
who come into the average jewelry 
store are certainly more apt to be- 
come purchasers if they are pleased 
with their surroundings than if the 
store is dark and unkempt.” 

It is particularly important to dis- 
play merchandise advantageously at 
this time, Mr. Sundlun points out, be- 
cause of the widespread interest in 
investment values. 

“In improving and modernizing a 
store,” Mr. Sundlun states, “if it is 
necessary to limit expenditures, it is 
well to consider that light paint, ap- 
plied to walls and ceilings, will make 
more difference in the appearance of 
a store than the addition of new win- 
dow draperies or new floor coverings. 

“Another excellent reason for un- 
dertaking store improvements at this 
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time,” says Mr. Sundlun, “‘is the fact 
that if the jeweler does not have 
money to spend for this purpose, he 
can borrow up to $2,000 from his 
bank or a building and loan associa- 
tion under the Federal Housing Ad- 
ministration plan. 

“I have made it a special point,” 
Mr. Sundlun says, “to see that our 
store is painted and decorated along 
modern lines, not only to make it 
attractive but for sound economic rea- 
sons. Paint with fine light-reflecting 
properties makes it possible to use 
fewer electric light bulbs and yet 
have perfect illumination. A light 
paint on basement stair walls is a 
safety device that minimizes acci- 
dents. And it is well known that the 
use of light-tinted paints on radiators 
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will increase the heat radiation as 
much as seven or eight per cent. 
There is no doubt that in many ways 
proper painting is an investment 
which actually pays dividends.” 


4d 

Ponnin is coming 
of age, aesthetically,” according to 
Emil Kohn, of Theodore A. Kohn & 
Sons, 608 Fifth Ave., who remarked 
recently upon the growing apprecia- 
tion in this country of the beauty of 
fine design in jewelry. 

For 50 years Mr. Kohn has viewed 
the panorama of changing tastes and 
preferences for jewelry in the United 
States. His recollections go back to 
the early 90s, aptly termed by him as 
the “Period of Vulgar Display.” 

“In those days people bought dia- 
monds more for ostentation than for 
the intrinsic beauty of gems or jewel- 
ry,” he said. “The rapid develop- 
ment of industry since the Civil War 
had led to the making of many large 
fortunes, and these nouveau riche 
longed for a practical expression of 
this achievement, so that all the world 
would know—and, naturally, they 
chose the diamond as the insignia of 
great wealth. Then our newly grown 
‘society’ began touring Europe, visit- 
ing the museums and galleries, buy- 
ing rare objects of art to adorn their 
homes. With leisure time came an 
awareness of the finer things of mate- 
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rial life, of the fine arts, and of the 
beauty of jewelry rather than its in- 
trinsic worth. The Colonial Exposi- 
tion in Paris, in 1900, really began 
an ‘artistic reformation’ here, which 
led to unusually fine developments in 
jewelry design. The work of La- 
lique, eminent Parisian jeweler, was 
an inspiration to many American 
members of the craft, with the result 
that from that time on jewelry of 
real beauty began to be produced in 
this country. Then, with a younger 
generation growing up in an environ- 





ment of ease and refinement, and 
with the means to satisfy the desires 
of the artistic side of human nature, 
going abroad, returning with really 
tasteful ideas of jewelry and other 
things, the jewelry in which fine de- 
sign was of importance equal to the 
value and quality of the stones used 
found a ready market. 

“Today, the design of a piece of 
jewelry is often the major factor in 
making a sale. We have now come to 
a fruition of the growth of the art 
movement here, and it means that to- 
day, more than ever, the jeweler must 
combine the qualities of an artist 
with those of the merchant, if he is 
to deal with the truly educated tastes 
of the modern, cultured American.” 


"Phe important place 
-of trade associations in developing 
proper self-regulation in business is 
emphasized by the Trade Association 
Committee of the Chamber of Com- 
merce of the United States. In a spe- 
cial report to the Chamber’s Board 
the committee says: 

“The continuance of trade asso- 
ciations, and more particularly their 
continuance as voluntary organiza- 
tions, is vitally necessary in the in- 
terest.of self-government and self- 
regulation in industry, and in such 
form and in such manner they can 
serve an important and indispensable 
part in promoting the recovery pro- 
gram. The establishment of sound 
and beneficial policies in industry and 
the solution of its major problems 
must rest largely upon industry it- 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for April, 1935 


self. These aims can best be accom- 
plished through continued utilization 
by industry of the services of volun- 
tary trade associations. The extension 
and coordination of such cooperative 
effort in the public interest should be 
furthered by industry.” 

The committee expressed the opin- 
ion that many of the activities carried 
on by code authorities are valuable 
and beneficial and the benefits accru- 
ing therefrom should be retained by 
and made available to industry, but it 
was pointed out that code authorities 
are limited in their field of activities 
and that they are under government 
control and supervision. Respecting 
the functions of trade associations the 
committee said: 

“The experience of the past two 
years has demonstrated conclusively 
that voluntary trade associations have 
a vital and essential purpose in pro- 
moting and maintaining industrial 
self-government. Research and _ pro- 
motional work, the extension of effi- 
cient management, and the establish- 
ment of fair trade practices, the col- 
lection and dissemination of facts re- 
lating to the particular industries, 
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—A college professor was delivering a 
lecture on the science of thinking. 


—Following the lecture, a great many 
people went up to congratulate him. 


—Among them was a young woman who 
enthusiastically remarked: 


—‘Doctor, | have read all of your books 
and have attended many of your lec- 
tures; and out of your books and lec- 
tures | have mastered the power of 
concentration.” 


—‘Splendid,” replied the professor, 
“and what are you concentrating on 
now?” 


—The young woman answered: “Oh, 
on a dozen things!” 


—MORAL: During 1935 resolve to con- 
centrate on only one thing—your job. 


President. 
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and, in general, the proper considera- 
tion of economic subjects constitute 
essential and proper activities of trade 
associations. Associations can prepare 
and present to their members, to leg- 





islators, governmental officials and the 
public authoritative information, use- 
ful in tending to combat unfair legis- 
lation and unfair business practices.” 


Crowns A. Fernley, Secretary 
of the National Wholesale Jewelers’ 
Association, calls attention to reports 
reaching the association which indi- 
cate a very real concern over what 
is regarded as a growing tendency 
to misbrand various articles of jew- 
elry and the abuses which result 
therefrom. In a letter to members 
of the association he says: 

“The processing of gold over sil- 
ver or the base metals is said to have 
caused a substantial increase in the 
practice. Such articles are being 
stamped 10K, 14K, or 18K, thereby 
creating the impression in the mind of 
the buyer that he is purchasing a 
solid gold article of the karat indi- 
cated. 

“Tt is felt that the practice is not 
only a violation of the Stamping 
Laws, but one that is so deceptive it 
will eventually undermine the confi- 
dence of the public in the industry 
long accepted quality marks. Evi- 
dence of this is said to be found in 
the fact that complaints about such 
articles are increasing in number. 

“Many contend such articles are 
really gold filled and should be so 
marked and feel that steps should be 
promptly taken to prevent the spread 
of this practice throughout the trade. 

“Tt has, therefore, been suggested 
that our members insist that the 
quality of the merchandise they pur- 
chase be specifically mentioned on the 
invoice and that it be definitely writ- 
ten out whether the articles are 10K, 
14K or 18K, etc. Also that clear 
cases of misbranding be brought to 
the attention of the Jewelers Vigi- 
lance Committee, Inc., Attention G. 
H. Niemeyer, 82 Fulton St., New 
York.” 








How many lines of watches 
should the average jeweler carry? 

What price ranges in each line should be stocked ? 

What should be the turnover aimed at for these lines? 

Obviously, there is no conclusive answer to these ques- 
tions, no cut and dried formula guaranteed to produce 
profits if followed religiously by jewelers of all types and 
sizes. But on the other hand, each jeweler, to be success- 
ful in merchandising watches, must ask himself individ- 
ually these questions, and answer them in terms of a 
definitely determined policy, if he is to derive the right 
profits from his watch department. 

The plan of operation of the watch department de- 
scribed in this article, and the methods employed in 
answering these questions, are all based on the experience 
of a single jeweler. They illustrate, not a system to be 
used by all jewelers alike, but rather the principles with 
which he attacked the problem, and a record of the results 
which may be achieved. , 

First of all, the price range of watches salable in the 


territory of this merchant extended roughly from about. 


$15 to $150. Of course, he stocks a few watches both 
above and below this range, but the large volume of his 
business lies within these amounts, and it is these watches 
which we will consider. 

The stock includes four well-known lines, two Ameri- 
can and two Swiss. The first American line in his stock 
offers chiefly watches from $15 to $35. The other, from 
$35 up. In the Swiss lines, one ranges from $22.50 to 
$75; the other from about $24 to $40. Each line offers 
a good selection of the best moving styles. Besides the 
advantage of having plenty of styles to show, the jeweler 
believes in having several numbers from each manufac- 
turer, so that one number, which if shown alone would 
stand out in the customer’s mind, will not be identified 
with the same watch in a price-cutter’s window, thus 
lessening this unfairly competitive hazard. 

Taking’ ladies’ wrist watches as illustrating the prin- 
ciples involved, let us study the stock book. All these 
watches are entered separately on pages restricted to 
timepieces of this type. The first of these pages lists 
watches selling up to $10. The next page lists watches 
from $10 to $15. Thus a page for all watches within a 
price range of $5 is kept; the next one shows those from 
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CHECK UP 


Which Ones Are Selling 
and Why ? 





$15 to $20, then for watches retailing from $20 to $25, 
and so on. After the page for $55 to $60 watches, a ten- 
dollar range continues up to $80, and then each page 
jumps $25 in range until the watches of $250 and over, 
including diamond watches, are reached. 

A new page is started each year for each of these 
classes, and merchandise which has not been sold is 
brought forward. What is the value of these records? 
They mean that at the end of the year the jeweler can 
at a glance compute his turnover for any of these classes 





| 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for April, 1935 














It takes a little time—thi 
business of keeping accurate 
records. And for those who 
can’t see its necessity and 
value, it’s an awful bother. If 
you have any doubts yourself, 
recall about ten of the most 
profitable and efficiently oper- 
ated stores you know of, and 
the next time you see their 
owners or managers, ask them 
what turnover obtains in wom- 
en’s wrist watches, in fancy 
rings, in flatware. More than 
likely, they'll be able to tell 
you off hand. And that knowl 
edge of their own business 
the why of their success. 
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YOUR WATCH SALES 


of watches, and see which lines in which ranges are selling 
best; which type of watches he ought to stock more of, 
and which less. 

A graphic way of illustrating this idea is as follows: 
At the end of the year, say, 1934, suppose there are 30 
watches listed on the page for watches selling from $60 
to $65, representing stock on hand as of Jan. 1, and pur- 
chased during the year. Dates of sale for 20 of these 
watches have been entered during the year, indicating 
that there are 10 watches left in stock. From the top line, 
at the extreme left of the page (see illustration), the 
jeweler marks in green pencil a line downward to the 
20th line, representing sales. For the remaining distance 
he continues the line in red, down to the last purchase 
entry, representing watches still in stock. 

Stock into sales gives turn—thus, 30 divided by 20 
equals 1.5, or a stock turnover of one and half times 
during 1934 for ladies’ wrist watches in this price range. 
This figure is entered at the top of the page, in a colored 
ink, and the same pricess carried out for each price range 
in all types of watches. 

Examining these pages at the end of the year, the 
following experience is at once clear: Watches in the $10 
to $15 class, 50 in stock, 150 sold, stock turn—3 times: 
$15 to $20, 100 sold, 33 in stock, turn—3 times: $20 to 


STOCK RECORD - 1934 
PRICE RANGE 450-460 


LADIES’ WRIST WATCHES 


$25, 35 sold, 15 in stock, turn—2.3 times; $25 to $30, 
75 sold, 30 in stock, turn—2.3 times ; $30 to $35, 60 sold, 
10 in stock, turn—3; $35 to $40, 42 sold, 18 in stock, 
turn—2.3. This analysis, carried out for the entire watch 
stock, should be a valuable guide to the jeweler when 
buying watches. As shown in the illustration, the line 
which is selling best is at once seen by a glance at the 
“description” column of the stock book, and will recall 
to the jeweler some of the reasons why, in his opinion, a 
particular type of watch sold better or not as well as the 
others in the same price range. It gives him the best 
possible statistical picture of the preferences of his cus- 
tomers in watches. 

It is to be expected that the best turning watches will 
be more or less concentrated within certain price limits. 
This sets a standard which should be met by every watch 
which he buys which fits into these classes. Of course, 
expensive diamond watches, in the case of this jeweler, 
could not, and were not expected to, turn as fast as the 
others. Sales of this kind, although infrequent, require a 
good selection available for display, and the turn to be 
considered as normal here should be measured with this 
factor considered. Also, when a certain price range of 
watches shows inactivity, the first thought should not be 

(Turn to page 57) 


: e 


Dept. 7-C 
Tian —-15 




























































































Dateof Running Case Date Selling 
Purchase Number DESCRIPTION Style Number Cost of Sale Price 
1933 | 650 | A Grandnnnuinn [Mod | 3694562 |$26.00 $52.50] Sm 
a“ 652 rE eee u 74-6230! | 26.00 | Wanch6 | 52.50 
a 65¢ rir’ Sees « | (46909 | 27.00 54.00} | S$ 
a 653 rk Te aap " 2976452 | 26.00 52.50}  \o0 
6 | 656 XM “Wake mui. | Bagustte’| 1243362 | 29.00 | fume7 | 58.50) [Lb 
"« « | 657 I a 78§2371 | 29.00 | Yune7 | 58.50) | D 
dy 658 x< Wake ww. tht . [ $351 62 26.00 Way 6 55.00 ee 
#(2 | 659 B Brandicunnn. | Bent | 2345911 | 27.00 | mayt¢ | 54.00] 
“* « | 660 ew aera “ ¢413¢/2 | 30.00 59.00| | 
5 | cel C Wether | WMode':| 1979431 | 30.00 | Sept | 59.00) | 
Syt4 | 662 C Wath ww ; 32419977 | 26.00 | 5250 
« « | 663 i ae ee u 41397/3 | 28.00 | Ock10 | 55.00 N 
« « | 66¢ Catia: 2234151 | 26.00 55.00 
S4t6 | 665 NX Mahe ue ai | Ononey| 3342/56 |. 29.50 | Sept10 | 57.50 s 
«_« | 666 XK Make w— : 4452671 | 28.50 | Sept:10 | 57.50 T 
Ot ¢ | 667 XK Watthun....~ |“Timay | 90¥20/2 | 28.00 55.00 re) 
« » | 66 e Saree “ 3144501 | 26.00 | Dece.12 | 52.50 Cc 
Wor. 5 | 669 DB wesw ren. | Neutimé| 323760) | 26.00 | Tee.12 | 5250 K 
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Mothers’ Day Window Display at the I. Reyman Jewelry Store 


A between season holiday, 
“Mothers’ Day” has presented puzzling problems to the 
retail jeweler ever since it has been on the calendar. 
Dealers who have capitalized it successfully have care- 
fully studied the feminine point of view. Fortunate is he 
who has at his right hand one of the gentler sex who can 
advise him as to the best maternal appeal. 

There is one notable exception to this statement, how- 
ever, the house of I. Reyman, at Port Chester, N. Y., 
for its owner and director, Mrs. Florence Reyman, is 
her own advisor. One of the many reasons why she has 
for years made her “Mothers’ Day” trade important and 
profitable is because she is a parent herself. Left a widow, 
she took over the business of her late husband and by her 
initiative and energy has made it one of the best stores 
in her neighborhood. Her methods are well worth con- 
sidering, for they are 24 karat in theory, and her 
“Mothers’ Day” promotion especially has passed the acid 
test of practical experience. 

One of the first steps she took was a study of this occa- 
sion and why it was not of such value to many jewelers 
as it might be. ‘Mothers’ Day,” the second Sunday in 
May—falling this year on the 12th of that month—it will 
be recalled, was originated some years ago by a promi- 
nent society woman of Philadelphia. She suggested that 
it be observed by making gifts and also by the wearing of 
white carnations. The florists, through a most efficient 
national publicity bureau, impressed the idea that the way 
to express filial affection was to “Say It with Flowers.” 
The candy makers followed suit with the idea of “Sweets 
to the Sweet,” or words to that effect. Between the 
venders of floral wares and confectionery the jewelers 
have found it hard to get into the picture. 

“Flowers!” says Mrs. Reyman. “Certainly, why not? 
In every Mothers’ Day window display I make, I feature 
things to put them in. Silver vases, silver centerpiece 
containers, or fancy vessels of other materials are shown. 
I am not so sure that it is good for all mothers to have 
candy—it is hardly suitable for slenderizing. However, 


88 


I always put appropriate hollowware for holding candy 
into the window—bonbon boxes, bonbonieres and such. 
“What is the mother of today like?” asked Mrs. Rey- 
man, and then, as many women do, she answered her own 
question. “She is not the dear, old-fashioned lady of the 
Whistler picture. She wears no camel’s hair imitation 


Cashmere shawl over her shoulders; neither does she sit 


all day with her beautiful hands folded in her lap gazing 
at vacancy. The modern mother is up and doing, She 
goes places. She plays bridge, visits the theaters and the 
movies, attends parties and keeps right up to date with 
her daughter. I have never put into our windows a 
Whistler mother but have always shown a woman of 
mature age attired in the latest mode. Some of my cus- 
tomers have suggested that, since I have helped them so 
much to choose gifts for their mothers, I put my own 
picture in the window this year. I may do it.” 

Mrs. Reyman includes in her “Mothers’ Day” show- 
ings powder boxes, silver or gold plated compact holders, 
manicure sets, comb and brush sets, cosmetic containers, 
and even fancy lipstick holders. No gifts of that kind 
have ever come back for exchange, from which fact she 
deduces that no mothers were shocked by them. Neither 
are they adverse to rings, brooches, necklaces and bracelets. 

“Silver is always an acceptable gift for Mothers’ Day,” 
adds Mrs. Reyman. “Tea sets, relish trays, dishes for 
nuts, and complete sets of knives, forks and spoons have 
been leading features. Every woman likes silver, either 
sterling or good, heavy plated ware. For generations the 
silver that mothers have received has been handed down 
as heirlooms. I have found that customers who feel they 
cannot afford to buy costly merchandise are likely to buy 
some inexpensive silver gifts, and I have always carried 
a good stock of them. Some even are only a dollar apiece. 

“On the serious side of life,” remarked Mrs. Reyman, 
“it is well to feature religious objects in the Mothers’ 
Day displays. We have done especially well in selling 
rosaries of various types, mostly of pearls and of similar 
materials. Nothing expensive, as the highest prices reached 
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A SALES EVENT - 





In this article Mrs. Reyman outlines the plan she has successfully used in increas 

ing Mothers Day sales Flowers and confectionery are all very well,” says 

Mrs. Reyman, ‘but they soon fade or vanish. ‘When you give your mother a pres 

ent,” she tells customers sive her somethin nal that she will appreciate P \ 

and cherish as a lasting token of your love.’ | try to sell something which indicates - j 
that a great deal of thought has been given to its selection f 


by 
JOHN WALKER HARRINGTON 





Girl Scouts Observe Mothers’ Day 





are in the neighborhood of $25. There is a good demand 
in Port Chester for such articles, as much of the popula- 
tion is of the Roman Catholic faith. Such sales, as you 
see, are due to local conditions. However, we have other 
goods adapted for mothers of other religions and find this 
part of our business valuable.” 


Asked how she promoted a Mothers’ Day program, 


Mrs. Reyman replied, “By beginning early.” 

“This business,”’ she stated, “has been in existence for 
more than 30 years. It is well known in Port Chester, 
and naturally we have many customers with whom we are 
well acquainted. I can therefore speak to the younger 
generation as a friend and ask them what they are going 
to give their mothers in May. I do not wait until May 1 
to do it. Every person is likely to make some kind of a 
well-chosen gift to his or her mother, if reminded of it 
in time. People who do not plan ahead are likely to buy 
something in haste at the last minute, which may not be 
especially fitting. These beforehand suggestions of mine 
seem well received. The customers really welcome them. 
Many at once ask me to help them select something and 
have us lay it aside even weeks in advance. The gift may 
be a ring, or an attractive wrist watch, if mother has 
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none. I endeavor to sell something which the mother can 
see is not only up to the minute in design but indicates 
that a good deal of thought has been given to its selection. 
If I do not know her very well or have never met her, 
I ask questions until I learn what she likes or what she 
needs and will please her. 

“Often I find customers who were thinking of giving 
their mothers things which are useful—a bit too useful. 
When I sense they have such intentions, I try to dissuade 
them. There is no point, for instance, in giving mother 
an electric washing machine, no matter how good it may 
be. She may accept it with much thanks, but after all 
what does it mean? 

“‘Tyon’t do anything of the kind,’ I say. When you 
give your mother a present, do not let it be an article 
with which she can wash your clothes. Mother has had 
enough hard work bringing up a family. It would be 
much better to send the wash to the laundry, anyway, 
and give her a rest! After that opinion I may be able to 
sell a set of silver. Silver does not come into the merely 
useful class because its possession carries with it certain 
traditions. Household silver is always appreciated by a 
woman. It conveys feeling. Every gift made on Mothers’ 
Day should have a sentimental significance. It should be 
in every way personal and should have the quality of 
lasting remembrance. Flowers and confectionery are all 
very well, but they soon fade or vanish.” 

Mrs. Reyman believes that Mothers’ Day represents a 
trait of human nature which was displayed for ages be- 
fore the present observance was so named. Feasts and 
ceremonies akin to it were known among the Greeks and 
Romans and among European nations long before the 
Roman conquest. As the love for parents is universal, 
only a reminder is required for it to find expression in 
gifts. Her interest is not merely commercial, but springs 
from a desire to be of service in fostering a custom actu- 
ated by one of the finest motives of humanity. That is 
the true inwardness of her success in this field of the 
holiday promotions. 

There are some. jewelers who do not know how Moth- 
ers’ Day first came to be observed and how the idea has 
now become almost universal. Under various names 
Mothers’ Day has existed for many years. A study of 
the origin of present existing observance should be made 
by every retail jeweler who desires to promote selling on 
Mothers’ Day. 

The window shown above was dressed by Mrs. Rey- 
man’s son, Solon H. Reyman, who has made a study of 
such installations. Eventually he will be in full charge 
of the business. 











Trade-In Merchandise 


HE acceptance by retail jewelers 

of old watches or other articles of 
jewelry to be traded in at definite 
values as part payments for new mer- 
chandise, in order to increase sales, 
has been a common practice in our 
industry for years and particularly 
during dull periods. 


This method of sales promotion © 


has often included the advertising in 
newspapers of set prices for old ar- 
ticles irrespective of their intrinsic 
value. This has created a condition 
which is not in keeping with the high- 
est standards of merchandising. 

The unscrupulous jeweler some- 
times has opportunity to get more in- 
trinsic value from the gold in a fine 
watch case than he may offer the 
unsuspecting purchaser as a trade-in 
allowance. 

In order to rectify this condition 
in so far as possible, the National Re- 
tail Jewelry Code Authority at a 
meeting held at the Code headquar- 
ters in New York on March 12 ap- 
proved the following paragraph: 


No retail jeweler shall adver- 
tise or offer a minimum, a maxi- 
mum, or a uniform allowance as 
the trade-in value of a watch or 
other article or articles of jewel- 
ry, but such allowance shall be 
the actual intrinsic value of the 
individual watch or other article 
or articles offered in such trade, 
determined by actual inspection 
by the retail jeweler so advertis- 
ing or offering. 

This paragraph will be offered as 
an amendment to the Code of Fair 
Competition for the Retail Jewelry 
Trade at the next public hearing at 
Washington, D. C., and in our opin- 
ion should have the support of the 
retail jewelry trade at large. 

Most jewelers have every inten- 
tion of dealing honestly with the pub- 
lic when they advertise a trade-in 
sale. They give their customers the 
definite allowance advertised on the 
purchase price of a new watch, but 
the man who fails to see the advertise- 
ment purchases the same kind of a 
watch at a higher price. It may be 
argued that that is his misfortune, if 


he has a watch which he could have 
traded in and did not see the adver- 
tisement. But nevertheless, he cannot 
be given the same consideration. An- 
other man may bring in a watch in a 








FLYING OVER INDUSTRY 


—Ever fly over an industrial city at night? 

—It’s an inspiration—especially if there is 
any industry. 

—Flying back from St. Louis recently, | 
passed over several industrial cities after 
dark and until midnight. 

—Way down below | could see many lighted 
factories, smoke coming out of chimneys, 
blast furnaces in action. 

—The little world seemed to be busy—un- 
usually so, in comparison with conditions 
of a year ago. 


—We expect industry to carry on during day- 


time; but when factories are working at 
night there seems to be only one explana- 
tion—better demand. 


—Possibly we are well on our way out of 
the late lamented (?) depression. 


—At any rate, the world seems perfectly 
normal viewed from way up in the air. 


y OE hs an 


President. 











fine gold case, but he gets no more of 
an allowance on the trade-in than 
does the man who submits a watch 
which cost him a dollar. 

Is it not better business practice to 
allow the intrinsic value of the trade- 
in on the purchase price of the new 
article? We believe it is. 


a 
Destroy Smuggled 
Watches 


HE jewelry and watch trades gen- 

erally will be glad to learn that 
Congress is again considering the 
joint resolution which permits the 
Secretary of the Treasury to destfoy 
watches smuggled into this country 
and forfeited instead of having them 
sold at auction. As told in another 
column of this issue, this resolution 
was introduced some time ago by 
Representative McCormack of Mas- 
sachusetts and is now in the hands of 
the Committee on Ways and Means. 

A similar resolution was passed by 
the House and Senate last year, but 
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was vetoed by President Roosevelt 
just before the adjournment of Con- 
gress. In vetoing the act the Presj- 
dent said that it had been disapproved 
at the solicitation of the Treasury 
Department and that the whole sub- 
ject of disposal of smuggled merchan- 
dise was being studied. It was hoped 
that a better method than the one 
provided in the bill could be evolved. 

It would appear that no other 
method of disposing with smuggled 
watches has yet been evolved, or at 
least made public. In view of the 
harm which the auction sales of 
snuggled watches has done to the 
jewelry trade in the past and at pres- 
ent, the President should accept the 
solution covered in this joint resolu- 
tion if it is again passed by these two 
national houses. 


Definite Quality Terms 


HE NRA Consumers’ Advisory 

Board has referred to the Ameri- 
can Standards Association the de- 
velopment of an entirely new system 
of terms for describing grades and 
qualities of commodities. Their study 
has revealed a condition THE JEWEL- 
ERS’ CIRCULAR-KEYSTONE has often 
referred to; i.e., the fact that much of 
the terminology now in use in the busi- 
ness world means one thing to the 
seller and a very different thing to 
the buyer. For as they say “if the 
buyer takes the words at their face 
value, he is frequently mislead into 
believing that the goods are one or 
two grades higher in quality than 
they are in fact.” 

The Consumers’ Advisory Board 
says in its report on general business, 
that “it is its belief that agreement 
upon a model method of designating 
quality would constitute one impor- 
tant step toward a common language 
for buyer and seller and the elimina- 
tion of much unfairness between pro- 
ducer and consumer. The Board is, 
therefore, requesting the American 
Standards Association to undertake 
the development of such a model 
terminology with the cooperation of 
the consumer, commercial and govern- 
mental groups concerned.” 
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The Elimination of Trade Evils 


ELIMINATION of the retailing-wholesaler, as well as of 
the dishonest auctioneer and all other forces that undermine 
the ethical merchant and normal distributing structure of the 
trade. 
THE quotation shown above is one of the most important planks in the platform of 
: bs JEWELERS’ CIRCULAR-KEYSTONE and deserves the support of every branch of 
the industry. 

The elimination of the retailing-wholesaler has been advocated by us for years. The 
subject has been a topic before many jewelers’ conventions and reams of resolutions have 
been passed condemning this evil. Conditions have improved to some extent but there is 
still work to be done. The Codes of Fair Competition outlaw the practice. Stricter enforce- 
ment is needed. 

The dishonest auctioneer is a menace to the trade. He should be driven from the 
industry at once. ; 

Other forces that undermine the ethical merchant and normal distributing structure 
-of the trade include violations of the fair trade practices set up in the various codes. The 
codes are “the Law of the Land” and those who disregard the fair trade provisions are 
pirates preying on honest merchants. The guns of ethical merchandising have been trained 
on these pirates and the war must be waged to a successful finish. 

To accomplish this result there must be united effort. It is the duty of every honest 
member of our industry to lend his assistance to the Code Authorities to this end. 

The nine compliance Divisions of NRA recently set up should greatly speed disposition 
of complaints referred to this division by Code Authority officers. 
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June is the most popular 
wedding month and 
every alert jeweler is 
looking for window dis- 
play suggestions. Here 
are some that can be 
used to advantage for 
this selling season. Study 
the descriptions of the 
different window ar- 
rangements and adapt 
them to your display 
space. It will help in- i 

crease your sales. 
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Below—Get your share of the Jun 
wedding business by planning ahead t 
make your displays as attractive as 
possible 
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Retail jewelers in all 


sections of the country are looking ahead to the spring 
and summer trade with renewed hope. Easter, Mothers’ 
Day, graduations and the June wedding season all hold 
promise of renewed business activity and much depends 
upon the way in which merchandise is presented to the 
purchasing public. 

The purpose of semi-permanent or temporary back- 
grounds are to bring out the merchandise more forcibly, 
or, in other words, to create an atmosphere that will 
glorify the product on display. The fundamental purposes 
of all displays are as follows: 


A—Directly to sell merchandise 
B—Indirectly—through suggestion 
C—To attract attention 

D—To create desire 


This accomplished, you have executed your share of 
the advertising program, namely, the window display 
medium. The display must first of all be orderly and 
simple, it must mean something, and it must also be 
timely and appropriate. In order to accomplish this you 
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will have to apply the principles of art in getting your 
form and color effects, also seek to introduce new ele- 
ments in form, color, arrangement, grouping and open 
space between groups as often as possible. The principles 
of art leave a very wide latitude for originality. The 
skillful display man or dealer who decorates his own win- 
dows as a rule studies every display suggestion that comes 
to his attention. 

It is quite essential that you attain a very wide and 
thorough knowledge of the range of vision in order to be 
able to prepare and install good trade-producing displays. 
You see scores of windows and their displays along the 
streets of any city every day, and upon careful observation 
one will find that very few are constructed with the idea 
that there is a law governing the range of vision. 

For a display to do its full duty it is absolutely neces- 
sary that it conform with the laws and it is up to the 
display man or merchant to make his display of such pro- 
portions as to overcome any structural disadvantages of 
the window, if possible. 

Very few of those who pass your place of business have 
their thoughts centered, or interest aroused, in your store. 
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They are hurrying to attend to business and have very 
little time to look at an ordinary show window full of 
goods. People are accustomed to show windows, they are 
on every hand. Therefore it is foolhardy to presume that 
their attention can be attracted by ordinary means. The 
average jewelry store, in my estimation, presents a very 
mediocre front when it comes to merchandise displays. 
As a rule they all have the same earmarks which usually 
consist of a jumbled-up mass of jewelry and what-nots 
thrown into a heap, or more or less of an endeavor to try 
and see how much can be placed in a window without 
putting it on top of other articles. No spacing, no indi- 
vidual grouping, no open space in between the various 
articles, and in all just a mass of everything. 

On the other hand, a great many stores lack the equip- 
ment to display their wares properly, which is entirely 
unnecessary, as there are no end of practical jewelry fix- 
tures, etc., now on the market at very reasonable prices. 
There is no excuse for a merchant to go without proper 
equipment for displaying his wares when he can make 
them or have them made by some local carpenter. The 
accompanying suggestions are very good examples as to 
























. 


what can be accomplished if you have the ideas at hand. 
Such sets as these, if made up properly, will last indef- 
initely, due to the fact that they can be refinished in the 
nature of repainting and recovering with materials from 
time to time. In fact, you can change the color scheme 
each season of the year. By this method your displays will 
always look different. The initial cost of these settings 
can be governed according to the amount you wish to 
spend. After this you can make the alterations every two 
to three months for a few dollars. 

Let us presume that most all jewelry stores have per- 
manent or semi-permanent backgrounds which correspond 
with the general scheme throughout the interior of the 
store. This naturally is quite necessary in order to pro- 
vide a backing for the merchandise on display. However, 
these backgrounds do not fulfill all the display require- 
ments for the proper presentation of the merchandise, as 
there will have to be provisions made for temporary set- 
tings, pedestals, platforms, fixtures, draperies, etc., in 
order to present the merchandise in a timely, attractive 
and appealing manner. 

(Turn to page 73) 


The graduation window 
at the left is described 
in Scheme A in the text 
Try this plan in your 
store window. 
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SPRING SELLING IDEAS FOR 
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ITH the opening of the baseball season just ahead, 

a plan tried by a Western retail jeweler which 
proved successful is of particular interest. The player on 
a minor league team in his city who was first to make a 
home run during a regularly scheduled game was given 
a wrist watch. The plan was advertised in the local news- 
paper and the watch displayed in the show window. A 
photograph of the player who won the watch was dis- 


played in the window as soon as the contest had been 
decided. 








Motegi PLAN” is the answer of a Western 


| _ ee eS ak jeweler to the increasing desire of people for 
4 =a = jewelry items, even though there is not enough cash avail- 
i i ' JEWELERS able. Under this plan, patrons can buy quality jewelry on 
| 





a credit basis. At the same time, the jeweler is protecting 
himself. First the concern investigates a customer’s credit. 
If it is good, the budget plan of payment is suggested. 
The first endeavor is to get as large a down-payment as 
the customer can make. Then future terms are arranged. 
It was found that a great many people readily accepted 
budget terms. They welcomed the opportunity to pur- 
chase on divided payments. 


Y use of a unique direct mail campaign, Jacler’s, ~7 

Denver, Colo., make the month of June pay a worth- 
while dividend in wedding ring sales and build a founda- 
tion for anniversary gift business. To all marriage license 
applicants are sent cards on the front side of which are 
featured wedding rings and on the reverse side are listed 
wedding anniversaries with suitable gifts and also birth- 

( et stones. “We find that the best time to sell anniversary 
we y, gifts is when the marriage takes place,” Vice-President 

AF . George Clerisse declared. ‘Under the new Colorado 
UUUUG \ marriage law the jeweler has opportunity to get in touch 
with the bride and groom-to-be before the ceremony is 
V performed. 
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RTHUR A. EVERTS CO., Dallas, Tex., utilize 
an alcove at the back of the store for the exclusive 
display of china, crystal and silverware to brides and other 

—————— . tae important customers. Two large display cases holding 
. the merchandise are used to close in all but a small door- 

way at the front of the room. The room is furnished 
with buffet, china cabinet, two junior dining tables, and 
chairs to match. Side tables assist the salesperson in 
handling merchandise to be displayed. 








Many jewelers are concentrating on the 
ideas on these pages we offer 
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JEWELERS 


HE A. A. Webster Co., Brooklyn, N. Y., has a tray 

of very fine but old-fashioned jewelry in a window. 
The card accompanying this display states that these 
pieces have been taken in trade and will be sold at reason- 
able prices. These old-fashioned star and crescent-moon 
pins, sword and saber stickpins, gold lockets, amythest 
and seed pearl brooches have a definite appeal to many 
people who prefer the styles of other days to modern 
modes. The display is also a stimulus to trade, as many 
people will be inspired with the idea to bring their old 
pieces of jewelry in as part payment on new jewels. 


INCE S. Joseph & Sons, Des Moines, Iowa, jewelers, 

located on one of the city’s busiest corners, have for 
more than a year followed the practice of exhibiting val- 
uable stone formations in the rough, the store has been 
headquarters for purchases of birthstones. Each ensuing 
month brings a new and attractive display of the current 
stone in its finished and in its uncut and unpolished state. 
The background of this window includes a large assort- 
ment of the mounted stones. More interest is daily ex- 
hibited in this layout, which, in a manner of speaking, is 
educational, than in any other section of the windows. 





FRUMESS 

‘ } wEIGuSs 
URING the showing of the motion picture, “Clive 4 Your Goud 
of India,” the Frumess Jewelry Co., Denver, Colo., RONALD 


used a placard in the window of a vacant store about 50 COLMAN 
feet away to display a few “still shots” taken from the 
drama, including a scene where gold was being weighed 
out. This picture was placed at the top of the placard, 
and above this was the statement, “Methods Time Prove.” 
The. gold was being weighed in a balance scale, similar 
to the one used by the firm in weighing out pieces offered 
for sale by customers. Directly beneath the still shots was 
the printed message, “Frumess Weighs Your Gold Like 
Ronald Colman Does in Clive of India.” 








ILSON’S JEWELERS at Syracuse, N. Y., have 

been using a broadcasting program which meets 
their advertising needs and contains a suggestion for other 
jewelers. Every Sunday night a colorful human-interest 
story of some Syracuse concern is told. The idea behind 
the program is to build prestige and add new customers 
in a class not reached by other advertising. The em- 
ployees of each industry also become prospective cus- 
tomers. A wrist watch is offered each week for the most 
unusual fact about the particular industry when that fact 
was not covered in the broadcast. 
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problem—How can | increase my spring and summer sales? . . In presenting the « 
suggestions that have been found profitable. Try some of them in your store. 
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Old Masters Associates 


A Display That Smartly Typifies Spring 


i are certain times 
of year when the gift of jewelry is virtually a necessity, 
and when people flock to the jewelry store to fulfill their 
needs. One of these is Christmas, and in the month 
which comes before jewelers do about a quarter of their 
entire volume for the year. Other less important occa- 
sions of a similar nature include graduation time, and 
the season of weddings in June. 

It is the retailer’s job to keep ever before the eye of 
his customers the idea of jewelry at these important 
periods, so that the custom of giving precious gifts to 
celebrate them will be maintained, and, at the same time, 
seek to extend the conception of the especial appropriate- 
ness of jewelry as a gift for others and for one’s self, at 
other times. And the Easter season naturally suggests 
itself as offering unusual opportunity. 

Easter, besides its religious significance, may be re- 
garded as signalizing the advent of spring, and with the 
clothing of the earth in its garb of greenery comes the 
impulse to blossom forth in new finery of wearing ap- 
parel. Hence the Easter “bonnet,” the new outfit and 
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accessories, which are always purchased in the days be- 
fore the religious celebration. From about the middle of 
March, up until the end of April, stores will be featuring 
the new colors that will be worn this spring and early 
summer. By April 1, the feminine public will be well 
aware of the color schemes which fashion has planned 
for spring promotions, and will be thinking in terms of 
these shades when it comes to personal adornment. 

If the jeweler would take advantage of this spring 
buying impulse, he must associate his wares with the ideas 
that form the basis of the apparel promotion, namely, the 
colors and fabrics that will be worn. Line as well, and 
the texture of the fabric will determine to a degree the 
type of jewelry that he will suggest to go with the new 
spring costume. 

Well, what are the colors? 

Basic ensemble colors selected for spring, 1935, by the 
color coordination committee of the National Retail Dry 
Goods Association, show blue as a leader in practically 
every class. Dress suits will be predominantly blue, so 
will dress coats; tweeds in blue are regarded as especially 
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| the JEWELERS WINDOW 


This Easter Window was planned by Charles Harris, 
of B. Harris & Sons, 25 E. 48th St., New York. The 
display embodies the principles described in this 
article, associating appropriate ensembles of jewelry 
with the fabrics and colors which will dominate the 
Spring and early Summer style picture 


Blue being by far the most important color, the 

foreground shows blue silks for afternoon and 

evening, with a woolen tweed for sports, on which 
is arranged jewelry for each occasion 


HENRY 
EARLE 
HOLLAND 


Charles 
Harris 





Photo by Ossip Garber 


fashionable, and for evening wear, shades of blue are 
indicated for almost half of all the suggested colors. 
According to the Textile Color Card Association, the 
regency pastels continue to be in vogue, while “Peasant 
Colors” offer dramatic tones of blue and purple. 

It might be well for the jeweler to select the dominat- 
ing color for the season, and devote his efforts to show- 
ing how jewels may be worn in contrast and harmony 
with the shades of this color. Blue, this season, offers in- 
teresting possibilities for effective window display. 


PLANNING THE WINDOW 


The idea to be conveyed by the window is that of an 
ensemble of jewelry, to be worn with the new outfit. 
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For atmosphere and background, obtain an original fash- 
ion drawing; or, failing this, make a photostatic enlarge- 
ment of an illustration in one of the fashion publications, 
showing an afternoon or evening costume, according to 
the type of jewelry you plan to promote. If the sketch 
can be in color, so much the better. A watercolor wash 
over the photostat will produce the desired effect. Then, 
in the background, on either side of the window, use 
flowers, forsythia, for instance, to carry out the “Spring” 
idea. ‘Obtain from the local department store about two 
yards each of a light blue silk crépe, dark blue silk, and 
a blue tweed to indicate sportswear. An offer of a credit 
card in the window may get you this material without 
charge, or at a reduced rate. Drape the goods diagonally 
across the floor of the window, so that a good portion of 
each piece is smooth in the foreground. In this area 
arrange your ensembles of jewelry. With the woolen 
may be shown silver jewelry, coral, jade, green onyx, 
topaz, and any pieces which you may think go well with 
the fabric you have selected. Copy on the card might read 
something like this: 


Sports may be “rough’’— 
But your sportive attire 
is a delicate matter... 
The tailored sports suit gains 
a truly cosmopolitan touch when 
golden topaz 
accents the hardy blue tweed 


With the dark blue fabric, jade, chalcedony, oxblood 
coral, garnets, and gold jewelry will be strikingly effec- 
tive. Suggested copy: 


“Blue” in the Afternoon 
NEEDS a touch of garnet hue... 
W ear yellow gold with rich red stones 
to avoid a “mood indigo” ! 


With the light blue crépe, a turquoise shade perhaps, 
diamonds, pearls, topaz and gold, lapis, aquamarine, and 
blue and brown zircons would be appropriate. Your card 
with this arrangement might read: 


“The Blues have it’ this Season! 
With your new gown of 
“Turquoise Blue” 
wear Turquoise for harmony 
or 
Topaz and gold for 

_ striking contrast 


General copy on a larger card, to carry the thought of 
the whole promotion, emphasizing the Spring and Easter 
Season, may be written along these lines: 


Colorful Jewels 
To Relieve your 


“EASTER BLUES” ! 


Smartest color for Spring wear this 


year is BLUE. 
(Turn to Page 54) 











































ae since the March issue of THE JEWELERS’ CiRCULAR-KEYSTONE came to my 
desk I have been a convert of the National Order of Believers in America. It was 
the article by Secretary of Commerce Roper that gave me the final argument. 

General Johnson and Huey Long and Father Coughlin are not going to worry me 
any more. Daniel C. Roper told me more in a single page of last month’s issue of 
THE JEWELERS’ CircuLAR-KEyYSTONE than they told me in a million words of broad- 
casting. 

When I read that in 10 months of 1933 we shipped $100,000,000 in machinery to 
foreign countries, and in the corresponding months of 1934 we shipped $178,000,000 ; 
that we doubled our automobile exports, that our wholesalers increased their business 
one and three-quarters billion and retailers three and a half billions, then I know that 
we have at last found the road that leads forward—and it is along that road that I 
am going to direct my activities. 

As John Wanamaker used to tell his advertising writers, “It makes no difference 

| how often you have said the same thing. If it is a good thing to say, say it again. 
| The people have got to be reminded all the time.” 
4 That is why, when the glamor of calamity howlers begins to press on me—now 
and then, I just read up again on the facts that Secretary Roper has given us—and 
I am reminded that I am a citizen of a great country that can never die, that we are 
better off than the people of any other country in the world, that we still have our 
marvelous natural resources, and that the great mass of the people are going to stop 
being afraid and come back to common-sense thinking, as they have always done in 
the past. 

Let us stop getting all worked up over the sensational and too oft misleading trash 
on the front pages of our newspapers and dip into the business pages where we find 
expanding advertising, new business projects, increased car loadings—reports on com- 
parative profits as of 1933 and 1934 and unending evidence of better feeling in finan- 
i cial and industrial circles. 

i I am not going to attempt to say what is going to happen in this country, except 
that whatever happens will be all right. But I can remind you that most of the awful 
things that we are afraid of in this life turn out not to be awful at all. 

Do you remember how we all got “het” up over the political situation in California 
last fall? Looked as if we were going to have a national wave of applied socialism 
right away. And, how did it turn out? Why when I asked eight people if they knew 
who it was that headed that California campaign only six months ago, seven of them 
said Sinclair Lewis. Only one of them, and she was a woman, remembered that it was 
1 Upton Sinclair. 

| And there was the Townsend Plan. Nice plan, too; it was also from California. 
| How it had us going not longer than three months ago. And, now where has it gone, 
and what was it, anyway? 

It is a pretty good thing to have a “forgetter’” somewhere in your system or we 
would still be worrying over these terrible things that never happened, and that, if we 
only stopped to think at the time, we would have known couldn’t happen. 

The basic common sense of the American people always comes to the rescue when 
the right time comes, just as surely as that old promise that “seed time and harvest 
shall not fail,” has never failed yet. 

Easter is here and so is spring and no cockeyed broadcaster has had anything to do 


Vice-President. 
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PEOPLE begin to brighten up in the spring . . . 
new clothes and new accessories to wear with 
them. That’s where these good-looking Wads- 
worth accessories will help you make money. 


Note the graceful beauty of the slender tie 
clasps . . . the delicate engraving of the belt 
buckles . . . the patented non-slip feature of 
the collar clasps. Remind your customers that 
these Wadsworth gifts for men are made of 


hardened Sterling Silver or Natural Yellow Gold. 


The Wadsworth Watch Case Company, Incor- 
porated, Dayton, Kentucky. Offices: New York, 
20 W. 47th Street; San Francisco, 150 Post 
Street; Chicago, 35 E. Wacker Drive. 


For the springtime 
‘Dress Parade” 









Center: Matched buckle and tie clasp set, in fine 
satin-lined gift box. Price to the consumer, $6.50; 
in Natural Yellow Gold Filled, $9.00. 


Bottom: Smart Sterling Silver belt buckles. Price to 
the consumer, $5.00; in Natural Yellow Gold Filled, 
$6.75. 


Left: Wadsworth collar clasps incorporate a patented 
non-slip feature. Price to the consumer, $1.00. 


Right: The newly designed Wadsworth tie clasps are 
long and graceful. Price to the consumer, $1.50. 


WE 00 OUR PART 


Aeeessories for men 
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The GEM 
of the Ocean 


for 


EASTER 


GRADUATIONS 
WEDDINGS 


by Warrant of Appointment 
to Their Majesties 
of Japan 


Display MIKIMOTO CULTI- 
VATED PEARLS in your store 
windows, feature them in your 
advertising and you will build up 
a clientele to be proud of—one 
that will materially increase your 
sales and profits. 


IF YOU CANNOT PERSONALLY VISIT OUR 
NEW YORK, CHICAGO, OR LOS ANGELES 
OFFICE, WE INVITE YOUR INQUIRY BY MAIL 


-K. Mikimoto... 


New York Office: 
Los Angeles Office: 
Chicago Office: 


HEAD OFFICE: GINZA, TOKYO 
BRANCHES: KOBE, LONDON, PARIS, BOMBAY 


551 Fifth Avenue 
649 South Olive St. 
55 E. Washington St. 


Pearls have a charm and loveliness all their 
own. They represent a life-time gift, worn 
always with pride and pleasure—and passed 
lovingly from one generation to another. 


Kl MOT. 


PEARLS 


YL 


are recognized and accepted as 
distinctive and highly desirable 
Jewelry. Sales continue to grow 
as retailers and consumers more 
fully understand and appreciate 
their value and beauty. 
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Window display con- 
veying the religious 
significance 
of Eastertime, an d 
displaying articles of 
jewelry and other ob- 
jects of timely in- 
terest — by A. , 
Hull, Wallingford, 
Conn. 





The Easter display offers 


many different ways of dressing the window. ‘The idea 
conveyed may be that of the coming of spring, char- 
acterized by the extensive use of flowers in the display; 
or, as described in another article in this issue of THE 
JEWELERS’ CIRCULAR-KEYSTONE, jewelry may be asso- 
ciated with the fashions in apparel which are introduced 
each season by the pre-Easter merchandising efforts of 
department stores and specialty shops Then, there is 
the religious symbolism of the occasion. An ingenious 
displayman may effectively dramatize the customs of 
Easter celebration in different parts of the Christian 
world, by photographs, prints, etc., and show the religious 
jewelry worn in these different countries. Of course, 
the obtaining of such material is not a simple matter, but 
merchants who have gone to the trouble of working 
out ideas of this character in detail will testify that the 
interest that can be aroused by doing original displays 
more than compensates for the effort involved. 

The window on this page, by A. W. Hull, jeweler of 
Wallingford, Conn., shows how ecclesiastical jewelry and 
other religious articles may be displayed against a beau- 
tiful background of an illuminated cross. 

The drapes at the rear of the window, says Mr. Hull, 
were purple. In front of this was placed a large piece of 
beaver board painted pure white. A large cross was 
cut from the center of this board, and the aperture covered 
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JEASTER!* = = 


with gold paper. Powerful electric lights arranged di- 
rectly behind the cross shone through the gold paper, 
making the effect from the street one of remarkable 
radiance and beauty. 

Sterling silver flower vases containing roses were put 
on each side of the cross. The floor and platforms were 
covered with white satin, and crucifixes placed near the 
large illuminated cross. Silver candlesticks were used 
at extreme right and left. In the foreground were shown 
a wide variety of rosaries and two or three prayer books. 

This window, which was arranged by Mr. Hull at 
Eastertime last year, resulted, he says, in a very satis- 
factory sale of rosaries and Easter merchandise. It at- 
tracted crowds of people, many of them coming from 
out-of-town to see the striking display. 

Holidays such as Easter, Christmas, Decoration Day, 
and the birthdays of Lincoln and Washington give the 
jeweler an opportunity to do things with his window not 
possible at any other time. These are events bearing 
serious significance for all, days which have been set aside 
for reverence and respect. While the retail store is essen- 
tially a place in which merchandise is stocked and sold, 
it is fitting on those days when the country ceases com- 
mercial activity to celebrate a religious feast or the day of 
a great leader of the people, that the store reflect in its 
windows the spirit of dignified tribute that is being felt 
by the nation. 
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Cutting Works: 





L&MKehn&@. 


64 West 48th Street 


Established 1866 


Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 





Antwerp—48 Rue Simons 
Amsterdam—33 Sarphatistraat 
London—23 Holborn Viaduct 








Mrs. Polly Pettit, 
Director of Retail 
Display Service 


Partial List 
of Subscribers 
Schreve, Treat & Eacret, Inc., 
San Francisco, Calif. 
Spitz ene” Store, 
anta Fe, N. M. 
ea... Inc., 
Providence, R. I. 
Wheeler & Sons, “em N. J. 
Wright-Kay & Co., 
Dorele “Mich. 
Klein & Sons, 
Montgomery, Ala. 
Elebash Jewelry Co., 
Selma, Ala. 
Nicholas Kramarich Co., 
Mingo Junction, O. 
E. J. Scheer, Inc., 
Rochester, N. Y. 
Norman Hascall & Sons, Inc., 
Toledo, Ohio 


Hewett-Smith Company 
Brockton, Mass. 


Maier & Berkele, Inc., 
Atlanta, Ga. 


FACTS ABOUT 
WINDOW DISPLAYS 


OME successful — insist on windows that show hundreds of 
pieces of merchandise . 

Others arrest the attention “ the casual passers-by with windows that tell 
a story. 
Glance ene a popular magazine. Notice the difference between the 
advertisements. Some display a quantity of merchandise, others compel 
your interest by telling a story. Which type of advertisement attracts you 
most? 
Your windows are the one advertisement for which you pay every day of 
the year. Won’t you increase their selling power if you base your diss 
plays upon ideas? : 
Each month dozens of jewelers are using Retail Display Service’s win- 
dow display ideas to stop prospective customers, create an urge to buy, 
build up prestige and sell goods. 
May we send you a sample Colored Window Display Sketch? Simply 
write: 


RETAIL DISPLAY SERVICE 


ROCKEFELLER CENTER, 1250 SIXTH AVENUE, NEW YORK CITY 
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@ JEWELRY for the SPRING BRIDE 
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Designs 
by 
C. A. JAKOBB 


The illustrations on this 
page depict the moder- 
nistic motif in new 
jewelry. The adaptation 
of added grace in keep- 
ing with present-day 
trend is carried out in 
these suggestions. The 
stream lines of the air- 
plane in the center de- 
sign produce a particu- 
larly pleasing effect 
and this general trend 
is reflected in some of 
the other pieces. 
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British Diamond Industry Shows Activity 
and Improvement 


Lonpon, March 14—Activity in the diamond indus- 
try is being maintained despite the difficulties introduced 
by currency exchange fluctuations. Diamond brokers like 
Backes & Strauss say that the depreciation of pound 
sterling in relation to gold currencies has had little effect 
on prices so far. It is anticipated, however, that diamond 
rates will tend to harden if present exchange quotations 
persist and diamond stocks here continue to dwindle. 

Most firms dealing in diamonds report increasing sales. 
Larger purchases of rough have added to the market 
supply of polished stones, nevertheless these goods are 
being steadily absorbed at slightly increased prices. 

Business here in the United Kingdom is much better 
than it was. At the cutting centers of Amsterdam and 
Antwerp buying orders are being effected with a much 
greater degree of confidence than has been shown the past 
few years. 


Easter Dress for the Jeweler’s Window 
(From Page 47) 


And for tasteful climax we have se- 
lected these jewel ensembles as the 
final and ultimate touch of personal 
adornment. 


The fabrics used in the display illustrated on page 46 
were obtained through the courtesy of the textile manu- 
facturers, as follows: Turquoise blue silk, Holman Fab- 


rics Corp.; dark blue silk, Cheney Bros., and the bly 
tweed, Julius Forstmann Corp. The watercolor painting 
in the background showing the spring fashions in woolen 
suits was loaned by Forstmann. Cards acknowledging the 
cooperation of these concerns were used in the display by 
Mr. Harris. 

In this connection retail jewelers will be interested jp 
the Paris openings for spring and early summer, which 
offer many good promotional ideas for the fashion-cop- 
scious jeweler. Carmel Snow, editor of Harper’s Bazaar, 
in a recent radio address spoke of the importance of gold 
jewelry as presented by leading designers: 

“Gold jewelry is everywhere. The thing that 
makes it new is that, although it looks heavy and 
bulky, it is made hollow, so that it is as light as a 
feather. There are bracelets, necklaces and evening 
bags in embossed gold kid. Some of the most stun- 
ning dresses have been built around gold jewelry, 
Maggy Rouff’s Casanova dress, the one everyone is 
talking about, was designed especially to be worn in 
all black with gold bracelets as cuffs. 

“Gold for evening is immensely important.” 

Other reports from Paris indicate popularity for clips 
done in dagger forms, with belt ornaments and other 
jewelry accessories taking on real importance. A new 
note in costume this season is the Hindu evening gown, 
worn with the sari, a scarf worn about the head. Hindu 
women are traditionally heavily bejeweled, and this ori- 
ental fashion should present a real merchandising oppor- 
tunity for the jeweler who exploits the trend effectively 
by showing jewelry of an appropriate type. 
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COMPACTS ¢ JADE JEWELRY 
SEMI-PRECIOUS STONE JEWELRY 
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with the trend in price Ww 


20 WEST 47th STREET 
NEW YORK, N.Y. 
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Standard for Gold and Silver Combinations 


Meeting Held in New York Adopts, With a Few Changes, Proposed Commercial 


Standard Submitted by Jewelers’ Vigilance Committee 


New York, March 28.—An important general con- 
ference on the marking of articles made of silver in 
combination with gold was held today at the Waldorf- 
Astoria. ‘The proposed commercial standard as submit- 
ted by the Jewelers’ Vigilance Committee was adopted 
with a few changes and modifications. 

The meeting was called by I. J. Fairchild, chief of 
the Division of Standards, Washington, D. C., and he 
presided at the gathering at the Waldorf-Astoria. The 
minimum of gold content covered in Par. 3(a) of the 
proposed standard was changed from 1/5 to 1/20 of the 
weight of the entire metal article. 

The meeting was called pursuant to a joint request 
from the Jewelers’ Vigilance Committee, Inc., the Code 
Authority of the Precious Jewelry Producing Industry 
and the Council of Jewelry and Allied Industries. All 
those interested were invited to be present in order that 
the standard as finally adopted would be acceptable to 
all directly concerned. 

The proposed commercial standard submitted by the 
Jewelers’ Vigilance Committee Jan. 16, with modifica- 
tions proposed Feb. 25, follows: 


ProposED COMMERCIAL STANDARD FOR MARKING 
ArTICLES MADE OF SILVER IN COMBINATION 
WITH GOLD 


SCOPE 


1. This standard covers the marking of articles made 
of sterling silver in combination with gold, as herein 
defined, offered for sale in the United States of America. 


DEFINITIONS 


2. In this standard, unless the context otherwise re- 
quires: 

(a) “Article” means any article of merchandise, composed of 
sterling silver in combination with gold; 


(b) “Apply” and “applied” include any method or means of 
application or attachment to, or use on in conjunction with, or 


in relation to an article, whether such application, attachment — 


or use is to, on, by, in, or with— 


(1) The article itself, 

(2) Anything attached to the article, or 

(3) Anything to which the article is attached, or 

(4) Anything in or on which the article is, or 

(5) Any bill, invoice, order, statement, letter, advertise- 
ment, or anything so used or placed as to lead to a reasonable 
belief that it refers to the article in question. 

(c) “Gold” means 24 karat gold or any alloy of the element 
gold of not less than 10 karat fineness; 

(d) “Quality mark” means any mark, letter, figure, numeral, 
symbol, sign or device, or any combinations thereof as herein 
defined, indicating or purporting to indicate, 

(1) That any article is composed of gold and silver, or 
(2) The quality, fineness, quantity, weight, thickness, pro- 


portion, or kind of gold and silver in an article; 
(e) “Sterling” or means an alloy of 


“sterling silver” 
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925/1000th parts pure silver within the tolerances permitted by 
the National Stamping Act (Revised Statutes U. S., Vol. 34, 
Part 1, p. 260, 59th Congress, First Session, Public Law 226). 


REQUIREMENTS FOR QUALITY MARKS 


3. An article in which the parts made of the two metals 
are so combined as not to be visually separable and easily 
distinguishable one from the other (e.g., where the gold 
covers the entire article, or where white gold is combined 
with silver), may have applied thereto a quality mark 
consisting of “Sterling and” or “Sterling +” followed by 
a fraction representing the proportion of the weight of 
the alloyed gold to the weight of the entire metal in such 
article, and a karat mark representing the actual karat 
fineness of the gold covering; for example, “Sterling and 
1/5 10K” or “Sterling + 1/5 10K,” provided that: 


(a) No article as described in paragraph 3 shall have ap- 
plied to it the karat mark unless the alloyed gold content is by 
weight at least 1/5 of the weight of the entire metal in the 
article. 


(b) The mark is so applied that the karat mark and its 
fractional prefix shall follow the “Sterling” mark. 

4. An article in which the parts made of the two metals 
are so combined as to be visually separable and easily 
distinguishable one from the other (e.g., where the gold 
is used for ornamentation and where there is a readily 
visible contrast in color between the silver and the gold), 
may have applied thereto a quality mark consisting of the 
word “Sterling,” followed by a karat mark representing 
the actual karat fineness of the gold, which shall apply to 
all parts or portions of such article, resembling or appear- 
ing to be gold; for example, “Sterling and 10K,” or 
“Sterling + 10K,” provided that: 

(a) The mark is so applied that the karat mark shall follow 
the “Sterling” mark. 

5(a). If a quality mark is applied to articles as de- 
scribed in paragraphs 3 and 4 herein, the quality shall be 
designated by the quality marks herein provided. 

5(b). No article containing metal or metals other than 
sterling silver and gold of 10 karat fineness or better 
shall have applied to it the quality marks as prescribed in 
paragraphs 3 and 4 herein. 

5(c). No quality mark indicating the presence of gold 
shall be applied to articles composed in part of gold of 
less than 10 karat fineness. 

6. All portions of the quality marks applied to an ar- 
ticle shall be equal in size and equally visible, legible, 
clear and distinct. The numerator of the fraction used to 
designate the weight of the gold alloy shall always be 1, 
that is; the only fractions recognized by this standard 
shall be 1/2, 1/3, 1/4, and 1/5th. 


GENERAL REQUIREMENTS 


7. Tolerance-—The tolerances for fineness of silver 


and gold shall be those prescribed by the National Stamp- 
(Turn to page 80) 
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GEM- "STONES By G. F. Herbert Smith 


mn Interesting Authoritative Book 
Comprising 40 pA and many dia ogreme, plates and tables by an outstanding 
authority. Over pages. Price $3. 
THE JEWELERS’ CIRCULAR—KEYSTONE 
239 W. 39th St., New York 











GENUINE 


ZIRCONS 


WHITE - BLUE -RED - BROWN 
Round and Emerald Cut 
Shipments to distant points via Air Mail 


JAMES A. DRILLING CO., 87 Nassau St.,N. Y. 














ESTABLISHING A PROFESSION 


The G.I.A. offers an examina- 
tion for use of the title 


CERTIFIED GEMOLOGIST 


and makes available a three- | 
year mail course which pre- 
pares for that examination. 


Leading retail stores every- 
where are preparing firm 
members as C.G.'s and young 
men just entering the trade 
recognize that the courses re- 
place many of the years of ap- 
prenticeship formerly neces- 





sary. 


Names of firms who have 
tested the sales results of 
courses are available. 


The public seeks the addition- 
al protection offered by pro- 
fessional men who have 
passed recognized examina- 


tions. 





Gemological Institute of America 
A Non-Profit Institution—Founded 1930. 


@ 3511 West Sixth Street @ 

















Los Angeles, Calif. 
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Telling the Public About Diamonds 


“ | not a scientific treatise, a commercial discussion, 
or a historical romance. It aims to combine the features 
of all three things, so that the reader may sense some- 
thing of the solid worth of diamonds, and the colorful 
story of their life.” Thus the preface to “The Story of 
Diamonds,” issued by the Chicago Jewelers’ Association, 
sums up the splendid contents of this little book, prepared 
by the “Century of Progress” Committee of the associa- 
tion to provide a readable, authentic and up-to-date piece 
of literature about the diamond. The authors are 
A. C. Austin and Marion Mercer, both of the Colorado 
School of Mines. 

The many requests for a popular book of this char- 
acter made by visitors to the Diamond Exhibit at the 
Fair, and the need by jewelers for a really attractive and 
interesting description of this most precious of all jewels, 
for distribution among their customers, led to its careful 
preparation, and finally, in February of this year, its 
publication. 

Illustrations in halftone and line on almost every page, 
125 in all, selected to show the most interesting things 
about the geology, mining, and cutting of diamonds, com- 
bined with a text which presents the usually difficult 
scientific facts of the story of the diamond in a simple and 
stimulating manner, make the book probably the most 
useful work of its kind ever published. Within its 96 
pages are chapters dealing with The Nature of Diamonds, 
Occurrence, Geology, Mining, Cutting, Great Diamonds 
Past and Present, The Diamond in Industry, Titans of 
the Past and Present (famous historical stones), and an 
excellent bibliography and index. 

On receipt of 50 cents the Chicago Jewelers’ Associa- 
tion (5 S. Wabash Ave.) will mail a sample copy. “The 
Story of Diamonds” may be purchased in quantity as fol- 
lows: 25 copies, $10; 100 copies, $30; 500 copies, $125; 
1000 copies, $200. 

The first edition of 20,000 is now ready for distri- 
bution. 


Check Up Your Watch Sales 
(From Page 37) 
to blame it on the merchandise. It may be that the 


watches in this group have not received the proper sales 
effort, display in the window, or over-the-counter selling. 





A low turn revealed by a periodical examination of the — 


stock book should point to the weak spots in your mer- 
chandising scheme—places that need attention in sales 
promotion. 

Rates of stock turn to be aimed at, as representing an 
ideal condition, might be set as follows for three general 
price groups: Watches selling up to $30—3.5 turns a 
year; from $30 to $40—2.5 turns a year; from $40 to 
$65—1.5 turns, and for watches $65 and over, between 
J and 1 turn a year. Of course, this would represent 
very good figures for one type of store and not be repre- 
sentative for another store where a greater volume is done 
in watches of higher price. The point is that the plan 
which has been described should be adapted to fit the 
conditions peculiar to your store; it is a way to check up 
on your stock, to find out what merchandise is producing 
and what is not. 
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Save time © 
trouble 
Worry 
and cost. 


No Matter what your stone 
requirements are, you can 
Save energy and expense by 
coming to us first. Our large 
stock insures prompt service 


Low 


prices consistent with quality 


whenever you order. 


and good service are the key- 
note of our business. | 


We have been serving the 
trade satisfactorily for 35 years. 
Get the HABIT of sending 


your orders for 


Diamonds, Pearls, Precious, 
Synthetic 
and Imitation Stones 


to 


. NATHAN & COMPANY 


Se @ eo 8 * @ 2 BF ee 


71-73 NASSAU STREET, NEW YORK 


PROVIDENCE OFFICE—5! EMPIRE STREET 
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CHRISTINA 






Let your customers see 








Here are the Gorham patterns featured in April magazines. 
CHRISTINA . . . newest Gorham pattern . . . takes the 
spotlight with its modern, authentic Norwegian motif. 

In all our advertising Gorham readers are being directed 
to “the point of sale.” That means you. Be ready when 
customers call and ask to see Christina and these other pat- 
terns. Show and sell Gorham .. . for satisfaction to your 
customers and assured profits to yourself. 


Zh GORHAM Gonpany 
Borrdence, Rhurde Lsland:- since 1831 


6 W. 48th St., New York City; 10 S. Wabash Ave., Chicago; 140 Geary St., San Francisco 
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JUBILEE SILVER for the SILVER 


JUBILEE 





The new Jubilee 

Mark alongside the 

1934 London Hall 
Mark. 


SER 
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ARTHUR TREMAYNE 
Editor, Goldsmiths’ Journal 


Lonpon, March 10—The King, having given his as- 
sent to the use of a special Royal Silver Jubilee Hall 
Mark, has provided the goldsmiths and silversmiths of 
the nation with an opportunity of creating a record of 
the historic occasion that will never disappear. 

Silver is imperishable. Wares made and stamped with 
the Jubilee mark will be added to collections all over the 
world. Because of the rarity of the mark, these pieces 
will be noted as “Jubilee Silver” when the event becomes 
remote in the history books of the future. 

The hall mark on a piece of silver denotes to the expert 
the fineness of the metal, the “hall” or assay office which 
tested it, the year in which the assay was made and the 
name of the person submitting it. Actually the indica- 
tions narrow down to the assay master responsible for its 
fineness and the person responsible for its manufacture. 

Although the work is governed by many Acts of Par- 
liament and Orders in Council, the assay offices are con- 
trolled in London by the Wardens of the Worshipful 
Company of Goldsmiths, and in the provinces by “Guar- 
dians of Assay.” Public men and members of the trade 
are periodically elected to these bodies. In addition to 
Goldsmiths Hall in London, Assay Offices are situated 
at Birmingham, Sheffield, Chester, Edinburgh, Glasgow 


1935-6 
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Goldsmiths’ Journal Copyright. 
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and Dublin. There were formerly other provincial offices, 
but the gradual drift of the craft to manufacturing cen- 
ters rendered them unnecessary. Goldsmiths Hall is, of 
course, the palatial home of a typical city livery company 
and is one of the sights of London to the favored few 
having admission. The provincial offices have the air of 
a lawyer’s office and factory combined. Dublin has the 
least pretentious premises, 

Hall marking came into existence six centuries ago. 
A charter was granted to the Goldsmiths Company of 
London by Edward IV. The earliest authentic date letter 
is a Lombardic A found on a spoon and assumed to indi- 
cate 1478. Thence, for upward of four and a half cen- 
turies, the exact age and generally the makers of a piece 
of silver can be traced. 

An act of George II made the forgery of hall marks 
punishable with death. George III commuted this pun- 
ishment to 14 years’ transportation. In February, 1933, 
at the Old Bailey, a man found guilty of possessing silver- 
ware bearing the impression of a forged hall mark was 
sentenced to six months’ hard labor. 

The marker’s mark was from the fourteenth century 
a punch bearing a design. In the seventeenth century 


(Turn to page 71) 
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The Jubilee Mark for silver will be stamped on wares bearing any of the above date letters on written application 
by the manufacturer to the assay office concerned. 


THE JEWELERS’ CiRCULAR—KEYSTONE 
for April, 1935 


- 












\ 


l, the grasp of a great in- 


spiration, Benvenuto Cellini gathered up 
many of his precious pieces of previously 
patterned art, and thrust them into the melt- 
ing furnace, to be cast into the mold of his 
masterpiece. ... Fired by zeal for the produc- 
tion of a silver masterpiece, Wallace melted 
into its new sterling Flatware and Hollow- 
ware pattern, Rose Point, all the guiding in- 
spiration of an illustrious line of Artisans in 
metal. 


\WaALLACE Sibvertmeths 


WALLINGFORD 





LITTLE STORIES OF 


NO. 2 
BENVENUTO 
CELLINI 


& 
t >. 


CONNECTICUT 
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Send for the brochure of photographic studies 
of the complete, magnificent Rose Point 
hollowware service. 


OR one hundred years the house of Wallace has 
advanced ideals of craftsmanship that are honored 
today. The treasure of a good name sooner or later 
attracts to it the material reward of increased patronage. 


Looking back upon a century in which confidence, care 
and ability have given practical significance to artistic 
genius, we look forward to a future hundred years in 
which the knowledge and experience of the past will 
carry forward the silver torch of progress to new 
achievements and perfection in Wallace Silverware. 


OB ou 


























Leading class and fash- 
ion magazines, Vogue, 
Town and Country, 
Harper’s Bazaar, House 
and Garden, House 
Beautiful, Bride’s Maga- 
zine — feature Wallace 


Sterling Silver advertis- 
ing again this season. 
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ARE YOU A GO-GETTER 


By 
MURRAY C. FRENCH 


dd 
An ha there, 


young man, I see you’re right on the same old spot, wait- 
ing for business,” bantered the Old Veteran by way of 
greeting. 

“Yes, sir! 
the jeweler. 

“But haven’t you seen the news in the morning paper? 
Look, look here! It says here Graham Jordan, president 
of the First National Bank, has decided to retire from 
the ranks of active business-May 1.” 

Patty yawned. “That’s too bad—or no, that’s good— 
or well, why bring that up?” 

“Can’t you see, my dear young man, what a splendid 
thing it would be if his employees would give him some 
gift, say a fine watch, on his retirement?” 

“Absolutely! And I have the very thing right here 
when the committee comes over for it,” Patty exclaimed. 

“Hm! You’re sure they’re coming, eh?” the Old Vet- 
eran asked, looking over his spectacles. 

“Listen, Old Vet, isn’t every officer in that bank a 
personal friend of mine? Am I not the leading jeweler 
in this town? And don’t I always give every customer 
his money’s worth? Well, that’s why they'll be here for 
that present!” 

“Yeah? But there’s just one little catch to it, Don.” 
The Old Veteran took a long puff on his pipe. “The 
catch is, that present has already been bought.” Patty’s 
jaw dropped. 

“You see, I happened by the bank this morning,” con- 
tinued the Old Veteran, “and out popped young Larry 
Stone, the youngster you predicted two years ago would 
be out of the jewelry business by now. Anyway, he 
slowed down to my gait and told me how the minute he 
read this news item he jumped right over there with 
some samples. 

“Facts are, the bank fellows hadn’t thought of a pres- 
ent yet. But he got them together and made them see it 
would be good politics to give a worthwhile remembrance 
to a man who, though retiring, is still the bank’s chief 
stockholder. And he walked out with an order for a 
special design ring.” 

“Well, I’ll bea...” 

“And you're still the leading jeweler and you never 
cheated a soul. But, my boy, the business today goes to 
the go-get merchandiser, not the sit-wait kind.” 

“But there isn’t any business... ” 

“Says the sit-wait jeweler! Then this same Larry 
Stone had me stop in the Jackson Furniture Co. to see 
the ‘service buttons’ he made for them. But first he had 


Johnny on the spot!” boasted Don Patty, 
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to sell them the idea that a button in the lapel would 
boost the morale of the entire sales force—you know, 
make each one seem more important—and would make a 
favorable impression on the customers. 

“So he designed a button around the pattern of their 
crest. Silver for the new employees, gold for those who 
have seen over five years’ service. For those over ten 
years the buttons have a garnet set, fifteen years’ service 
earns another more expensive gem, and so on. Thirty- 
five buttons in all—and more to come. Not a bad order!” 

“T never thought of a stunt like that, Old Vet.” 

“A sit-wait jeweler wouldn’t! Neither did the Jack- 


son Furniture Co. till a go-get jeweler dusted the cobwebs 
off his brain and went out and created that business. 
Jackson knows you are the leading jeweler in town and 
that you are a fine fellow and honest as the day is long 
—but Larry Stone got the order. 

“Furthermore, this same Larry Stone dragged me in 
Wanted me 


the Home-Owned Drug Store for a coke. 


I never thought of that stunt, Old Vé 
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OR A SIT-WAIT JEWELER? 


to see the new name plates the girls are wearing—no, 








not those old ones; new ones. ‘This go-get jeweler con- . 
vinced that hard-headed druggist those old rusty name The summer months just ahead call for extra effort 
plates from the dime yards were a disgrace to the place. if the retail jeweler is to keep his sales moving. In this 


“Sold him a keen set in sterling. Only $17.50, but 
that’s exactly $17.50 more than he would have had if he 
had been a sit-wait jeweler.” 


story the Old Veteran points out to Don Patty some 
of the opportunities that are slipping through his 

“I could use a $17.50 sale this morning myself.” fingers but which might be turned into cash if the 

“No foolin’! But somehow they don’t walk in the young jeweler had not become a “sit waiter.” Don 
door the way they used to. Then this same Larry Stone, admits that the Old Veteran wins the argument 
who hasn’t been in the jewelry business long enough to without its even being close. 
learn what he mustn’t do, pulled out a bunch of clippings 
from this same morning paper that you read thoroughly 
—but didn’t see any business there for you. 

“One read, ‘Dentists to Hold Golf Tournament at 
Fairhaven.’ Another, ‘Capitalist to Build Mansion.’ Then, 
‘Merger Brings New Industry to Town.’ And a fourth, 
‘Lefty O’Brien Continues to Win for Ramblers.’ And 
another, ‘Artists Organize New Club.’ 


Think this over and if after reading the story 
you, too, need the advice of the Old Veteran, make 
practical application of it in your store. 








“You too read all those headlines, but they didn’t mean 
a thing to a sit-wait jeweler. But to a go-get competitor 
they mean business. Not business that is all planned out 
and ready to walk into somebody’s store. 

“No, sir! But business that can be created by a go-get 
merchandiser. The dentists will buy prizes from some- 
one, most likely the one who approaches them first with 
the most novel and interesting ideas. 

“Then that mansion suggests beginning to work on a 
new chest of silver. That’s old stuff, so old it isn’t worked 
nearly as hard as it should be. 


But to a go-get jeweler 
it suggests also contacting the architect immediately so he 
will plan an outlet for an electric clock in every room. 

“This in turn brings about an introduction to the capi- 
talist and an opportunity to suggest the appropriate style 
for each one of those clocks and practically makes that 
entire sale before the plans are ever completed. But 
such a sale never walked in the door of a sit-wait jeweler, 
no matter how well he thinks he is known. 

“Then that merger means new executives will prob- 
ably move to town, the finest type of prospects, just wait- 
ing for some jeweler to go-get their acquaintance. 

“And the way Lefty O’Brien has been hitting lately, 
what would be more natural than for a go-get jeweler 
to start some talk around among the boys toward sur- 
prising him with a-fine watch at the opening double- 
header? ‘That artists’ club will be glad to consider a 
president’s button if the right design is brought to their 
attention. 

“To an open-eye jeweler every one of those news items 
shouts, ‘Jewelry Wanted! Jewelry Wanted!’ But to 
the sit-wait kind they don’t mean a thing. Of course, 
not all those leads will result in sales, but some will. 

“Here’s the point, Don Patty. Ever since I can re- 
member, jewelers have watched social events, births, en- 
“A sit-wait jeweler never would,” he replied. (Turn to page 77) 
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This double-page advertisement will appear in Vogue, Harper's Bazaar, House Beautiful-Home & 
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Mooern CLASSIC —within those two words lies a whole 


world of meaning. Modern... yes, completely so... yet classic in 
the simplicity and perfect proportion that assure survival through 


generations of changing taste. 


Robert Locher, master of contemporary design, created this 
pattern for TREASURE Solid Silver. It has met with unusual acclaim 
from brides making their first important decisions on this matter of 
tableware—and from experienced hostesses who want Sterling 


which will be in tune with new china and glassware and linens: - 


Look, too, at the other TREASURE patterns. Each one has a 
definite character which proclaims it perfect for a certain decora- 
- tive scheme. Fashions in tables have changed—they will continue 


to change. But it is hard to imagine a setting which would not be 


improved by the presence of TREASURE tableware. 


If you will tell us which pattern interests you most, we shall 
send. a booklet “The Modern Way to Choose your Silver”. 


Merely address: Rogers, Lunt & Bowlen, Silversmiths, Greenfield,- 


Massachusetts. 


STERLING 925/1000 FINE 


~ Field, and House & Garden . . . magazines covering the “Sterling” families of your community. 
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Planning a Gift Department— 


“Starting a gift department is like going into a new busi- 
ness. Only by careful planning can the jeweler avoid 


its hazards and realize its benefits,” says Mr. Paul. 


= years ago, 
when THE JEWELERS’ CIRCULAR made an exhaustive 
study of gift departments operated by jewelers, it was 
revealed that in some cases merchants who had installed 
gift counters in their stores felt that they had made a 
serious mistake, that this type of business did not belong 
in their store. Others were enthusiastically in favor of 
the idea, supported in their opinion by substantial sales 
figures. 

The facts behind these two opposed conclusions are 
not available, but if the truth could be known, it probably 
would show that the jewelers whose gift departments 
were unsuccessful had done one of two things—either 
they had started the department without analyzing 
whether their trading area was of a type to warrant this 
addition, or they had rushed into the business without 
careful planning and a study of the character of the de- 
mand for gifts, from the price and quality point of view, 
which would have guided them. 

Application of the scientific method in the merchandis- 
ing plans of the jewelry store is well exemplified in the 
way in which Wiss Sons, Inc., Newark, N. J., jewelers, 
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came to a decision to establish a gift department, and then 
put their plan to work. H. V. Paul, manager, tells the 
process of reasoning, which led to this move, made iff 
September of last year: 
“We had come to the conclusion that it was necessa 
to give our customers a reason to visit the store moré 
often—to create additional store traffic—and the idea of 
a gift department suggested itself for several reasons: 
first, because we had discontinued our optical department, 
which gave us some additional space; second, because v 
felt that the regular jewelry store lines are too limite 
in their appeal; and third, because we believe that 
definite trend to home entertainment following repeal 
brought about an active appreciation of the niceties of 
hospitality and home decoration. 
“Deciding to go ahead, we remodelled the rear part of 
the store, with a view to creating a warm, cozy, atmos 
phere for the new department. It was planned to pro 
vide plenty of room for the customers to walk aroun 
and browse. It is lighted in part by lamps which a 
part of the stock, and we find that this vista, seen fror 
the front of the store, produces an inviting effect im:pos- 
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sible to attain in any other way. The merchandise in- 
cludes our regular lines of glass and china, which we 
have stocked for years, but which now are greatly aug- 
mented, and pottery, bronzes, metal novelties in chro- 
mium, aluminum, and even lead, carved wood figures, 
and of course, every type of drinking accessory. The bar, 
which rarely fails to attract customers back to look at it, 
is a source of much admiring comment, and besides being 
for sale dresses up the department considerably and pro- 
vides a background for the display of related articles. 

“Salespeople are instructed to invite their customers to 
see the department. We change the displays every month 
with the result that the general effect is always new and 
interesting. No particular effort at “selling” is made 
while customers wander about, looking. We feel that 
there is more value in making them feel at home in the 
store and try not to stir up any sales resistance which 
might be a deterrent to visiting the department. 

“We made no splurgy announcement of the opening, 
not regarding the step as sufficiently sensational to justify 
noisy exploitation. After all, we are in the jewelry busi- 
ness, and are not running a gift “shoppe,” but provide an 
attractive array of carefully selected gift items as a ser- 
vice to our customers. However, we did devote all of 
one window to a display of articles from the department 
for the first 60 days, and since then always have some- 
thing from the gift shelves on display there. Also, peri- 
odically we send out post cards illustrating some item we 
think unusually appealing. Our mailing list is divided 
into groups, according to buying power, as we cater to 
many types of buyers. Mailing pieces, therefore, are de- 
signed to appeal specifically to the group to whom they 
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Below is an attractive nook in the Wiss Sons gift department, illustrating the modern way of arranging merchandise. On the opposite page 
another view discloses the hospitality counter, which, says Mr. Paul, manager, proves an irresistible magnet for many of the store’s customers. 


are sent. ‘The mass list is used for our catalog and for 
literature of a general character. 

“While in selecting merchandise we keep away from 
lines which compete with department store merchandise, 
and try to create an atmosphere of quality, first, last and 
always, we think there is a definite place in the jewelry 
store for the dollar retailer. We have used such low- 
priced articles:to draw traffic and strive always to have 
something new of this type on our shelves. They are 
valuable in keeping up interest—a customer will often 
walk back to “see what she can pick up,” with something 
inexpensive in mind, only to leave the store with a sub- 
stantial purchase of something more valuable which 
caught her fancy. 

“On the other hand, it is of extreme importance to 
maintain balance, and not over-emphasize inexpensive 
items. ‘This, if persisted in, will tear down the level of 
value in gifts and harm both the gift and jewelry busi- 
ness. Furthermore, in actual sales, dollar retailers are 
practically profitless, for the manner in which we package 
and make delivery costs about 25 cents per article, regard- 
less of its price. They are essentially a service, and 
should never be presented to the customer in any other 
way. 

“But more important than anything else is not to get 
so wrapped up in the gift business that the jewelry lines 
are neglected. I think that not more than 5 per cent of 
the jeweler’s total investment should be in gifts. But 
that 5 per cent should be made to work, to turn as often 
as possible, and in so doing the sales of all departments 
will be increased. We regard the gift department as 
essentially an aid to our real business—jewelry.” 
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Yo ( : ‘DD pdion present this month an eight page consumer advertisement. 


TAUNTON, MASSACHUSETTS 


In this advertisement are featured sixteen of the most popular patterns in sterling silver, and on 
the last two pages are listed the names of four hundred and seventy three jewelers who handle 
Reed & Barton Silver in the larger trading centers of the United States. You will be interested to read 


the two paragraphs emphasizing the importance of the local jeweler to the community he serves. 
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Increased Popularity 





Courtesy of American Art Association-Anderson Galleries, Inc. 


I; is the observation 
of those who have a broad view of modern trends in in- 
terior decoration that in recent years antique silver has 
increased substantially in popularity. Education, through 
women’s magazines, antique journals, and through the 
activities of women’s clubs, has led to a more thorough 
appreciation of the beauty of period decoration in the 
home, resulting in exacting demands for old silver that 
will harmonize perfectly with the different styles. 

Firms specializing in antique silver have noticed this 
tendency among the new generation, now beginning to 
comb the market for a particular design or type of pat- 
tern which will fit in with the scheme of decoration which 
has been planned. And in the larger metropolitan centers 
many jewelers have found it profitable to open depart- 
ments of old silver. 

In former years the source of this silver was virtually 
limited to London; American buyers found it necessary 
to go abroad to fulfill their requirements. But today, 
the accumulations of years of importing of fine antique 
silver, as well as of the many excellent pieces of early 
American design which have come down through the gen- 
erations, have made the more important cities of the 
United States, particularly in the South, often able to 
provide the most meticulous of buyers with his needs. 
This fact is today evidenced by the not infrequent auction 
sales of fine old articles of home decoration, which, more 
often than not, have among their most important offer- 
ings “heirloom” silver. Specially designed sterling of 
American make, originating even as late as the first years 
of the 20th Century, also finds its way back on the market 
through these channels. 

A notable sale held in the American Art Association- 
Anderson Galleries on March 29-30, as THE JEWELERS’ 
CircuLAR-KEYSTONE goes to press, included many fine 
early pieces, both English and American. A set of four 
George II trencher salts by Edward Woods, London, 
1732, was among the rarities on display. Other pieces 
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of Antique Silver - 


Gilded Silver Center- 

piece by Tiffany & 

Co. It weighs about 
* 462 ounces. 


illustrated on this page are a pair of George II tapersticks, 
some muffiners, cream jugs, and miniature waiters of the 
same period. Among the American pieces of the 19th 
Century was a repousse tea and coffee service made by the 
old firm of Wood & Hughes of New York, about 1845. 

Offerings of more recent make comprised many pieces 
made by Tiffany & Co. of New York. Among these 
was a magnificent gilded dinner service of the “Floren- 
tine” pattern, executed about 25 years ago. One of the 
most striking pieces of this service is the centerpiece. It 
has an oval shaped body designed with a motif of rosetted 
anthemion palmettes ajouré, and fitted with a plain scal- 
loped liner, also of gilded sterling silver. Unusually 
massive, the piece is 30 inches long and weighs about 
462 ounces. 





Courtesy of American Art Association-Anderson Galleries, Inc. 
George II Trencher Salts (1732) ; taper sticks and other pieces. 
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Jubilee Silver for a Silver Jubilee 
(From page 59) 


initials of the actual craftsman who wrought the article 
were applied. Every man was a freeman of the Livery, 
and his career as a tradesman started when his “punch” 
was registered at the Hall. Since 1844, owing to the 
growth of the factory system and the separation of the 
trades of manufacturer from that of distributor, persons 
and firms register a punch and have marked articles they 
order to be made. There is at the moment a feeling in 
the craft that this development is not good, since the 
craftsman loses his identity, and that the old system 
should be revived of impressing the punch of the actual 
maker only. 

The punch denoting the person responsible for the 
assay is, in connection with the town mark, a date letter, 
changed each year. This mark has done most toward 
building for the craft a tradition and a history. By bear- 
ing the date on every article the age of antiquities can 
be authenticated and their value assessed accordingly. 
This close official association of the date of manufacture 
with the article is probably unique in industry, and it is 
this feature which suggested to me the possibility of an 
undying record of the Silver Jubilee being created by a 
distinguishing mark, additional to the ordinary date let- 
ter, being stamped on every piece of silver made or sold 
during 1935. 

The first idea was to make the date letter distinguish- 
able by a variation of the outline of the regular punch. 


But as the punches are registered abroad as trade-marks 
to prevent unauthorized use, this alteration presented 
difficulties. The next suggestion was to use an additional 
mark and to revive the Sovereign’s head mark for the 
year. 

In 1784-1785 an excise duty was imposed on gold and 
silver, and, to denote the payment of duty, a punch of 
the Sovereign’s head was applied to the goods. The duty 
was remitted in 1890, and the plate dealer’s license im- 
posed in its stead. 

The Sovereign’s head mark has not been used since. 
The Royal Silver Jubilee Hall Mark will revive the 
Sovereign’s head for one year; it will be a mark of excep- 
tional interest to collectors for all time. 

In addition to celebrating a great national event, it 
will carry a double profile of Their Majesties the King 
and Queen on one stamp. This is’ unique. In spite of 
the fact that many millions of pieces of silver will be 
marked during the year (the Birmingham office alone 
assayed and stamped upwards of two and a half million 
articles during 1933), Jubilee Silver will rapidly become 
rare, and good pieces will become valuable. 

This tribute to the Crown should make silver the 
popular form of souvenir. The jewelry trade is prepar- 
ing for a very brisk demand and has adopted as its 
slogan for Jubilee Year, “Sell the World Silver.” 








AT SALA SRS 








Che Pairpoint Corporation 
Nem Bedford, Mass. 





Georgian Service 


43-47 West 23rd St. - - - - New York City 
150 Post St. - - - - San Francisco 





Be iad 


PAIRPOINT’S LATEST 
MASTERCRAFT CREATION 
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We are proud of the many letters of congratulation and appreciatign that 
greeted the first number of the united Jewelers’ Circular-Keystone. But we 
are prouder still that 3 issues later enthusiasm is still high, an indication 
that we are continuing to provide our readers with the sort of business 


leadership and inspiration they require. 


Advertising messages offered to the Jewelers’ Circular-Keystone audience 
are equally well received, and are assured of complete penetration of the 
worthwhile market, based upon a “Sterling Fine” circulation, reaching 
925/1000 of the Industry’s purchasing power. 


The only A. B. C. publication in the field, and ONLY 
paid cireulation is a true measure of advertising value. 


The JEWELERS’ CIRCULAR-KEYSTONE 


| 239 WEST 391H STREET . NEW YORK, N. Y. 
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Creating Ideal Backgrounds 
(From page 43) 


In the first place, the background aids the observer to 
concentrate on the goods shown because activities in the 
store do not interrupt or distract the eye from the goods 
on display. The temporary window background has a 
wide variety of good features attached to it. For example, 
they can be utilized in an endless number of ways. This, 
of course, depends on the designing of the setting. Its 
flexibility will depend all on the design. 

All of the above provisions have been taken care of in 
the different settings, which are illustrated on pages 42-43, 
and, in addition to this, provision has been made whereby 
access to the window from the back can be made by 
simply sliding a panel to one side. This is very necessary, 
due to the fact that many articles have to be taken from 
the window each day to show to prospective customers. 
I will not attempt to go into complicated details in de- 
scribing these suggestions. I will, however, endeavor to 
explain in a simple manner just how they may be con- 
structed and finished. 

‘ ScHEME A—You can use either plywood, wallboard, 
pressed wood or any of the other boards now on the mar- 
ket combined with 34-inch white pine strips to form 
the’ framework over which the facing of wallboard is 
applied. The above boards can be secured from most any 
local lumber dealer. The dimensions of the setting will 
have to be governed according to the size of the window 
in which it is to be installed. There are 11 sections in 
this setting, six on the floor of the window and five: in 





the background. A combination paint and material finish 
is advised for this setting in order to soften the effect of 
the general ensemble. The plaques on the floor are to be 
covered with material, while the plateau in the center may 
be a combination of paint and material finish. The 
plateaux at each side that rest up against the small curved 
section may be covered with material, while the curved 
section can be painted. The large curved sections form- 
ing the greater part of the background should be covered 
with material, while the dark portion can consist of an 
overlay of painted wallboard. The central section on 
which the girl graduate is shown should be painted in a 
contrasting color. The girl’s head can be painted thereon, 
or it can be painted on a separate piece of wallboard and 
then applied over same. This section can be made so that 
you can slide it to one side when access to the window is 
required. The continuity of the circle and wreath effect 
can be produced through an overlay of wallboard applied 
thereon, or same may be painted over the surface. This 
setting will prove very practical and attractive for all 
merchandise carried in a jewelry store. 


ScHEME B—Can you imagine a setting like this in: a © 
jewelry window? How many people would be able ‘to 
pass it by if it were properly executed and dressed with 
appropriate merchandise for this occasion, ‘Mothers’ 
Day” ? I do not think very many would—do you? 


As to construction, it should be made up from the same 
materials as suggested for Scheme A. There are seven . 
sections in this setting, six on the floor and one in the: 
back. The three sections on the floor of the window may 

(Turn to page 74) 








THE IDEAL FINDING 








better service. 


American Platinum one-piece bracelet boxes. 


Ask for Catalog No. 10 








tor FLEXIBLE BRACELETS and NECKLACES 


AMERICAN PLATINUM 
ONE-PIECE BOXES 


These handy practical findings are used exclusively by many leaders in the 
jewelry line; others use them in preference to all other means wherever designs 


permit. «4 Series O 

There must be reasons for their preference—here are some: HIGH ¥ 
One-piece construction—combining strength with neatness, © “aemesnoor 
Variety in size—for practically every bracelet or necklace size stone, D S 
Different weights and heights—as stones and costs may indicate, From this size 
Economical—of time, material and labor, 
Precise—more accurate and clean-cut than hand-made, To this size 
Individual—they lend themselves to a wide variety of designs, HIGH 
Joining—adaptable to your favorite styles—or two we supply, 

PLAIN GROOVED 


By using them your bracelets are several steps nearer completion and your customers enjoy 


MADE IN PLATINUM, PALLADIUM or GOLD 


As many others do—first see if your next bracelet or necklace order can be made with 
It will pay to investigate. 


THE AMERICAN PLATINUM WORKS 


N. J. R. R. AVE. at OLIVER ST., NEWARK, N. J. 
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and nine sizes in between plus five 
different sizes of oblong boxes and you 
have the range of sizes available in 
our boxes. Made high and low; light, 
medium and heavy weights. 
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Get Aboard the Good Ship “Turnover” 





WITH 


POPEYE ™ SAILOR MAN 


Millions thrill at the prowess of Popeye! His engine-like energy 
and spectacular deeds have made him a national hero. No 
wonder, then, that this brand new Popeye series of New Haven 
Timepieces has met immediate acceptance. Though humorous 
in appeal, they are not toys but well-made timekeepers. At your 
jobber’s, or write us. 


POPEYE Wrist Watch 


The go-gettin’ sailor and his gang 
are faithfully drawn in bright colors 
on a silvered dial. Popeye’s movable 
arms indicate the time of day. Chro- 
mium case, unbreakable crystal, col- 
ored leather strap. Bound to be one 
of your top sellers. Retail, $3.50, 
Keystone List, $4.60. 












POPEYE 
Pocket Watch 


For Popeye fans who prefer 2 
pocket watch. An interesting, 
thoroughly dependable time- 
keeper of the same general 
specifications as the _ wrist 
watch, except that it has a 
second dial in charge of the 
blasé Wimpy! Retail, $1.50, 
Keystone List, $1.98. 





POPEYE 
Alarm Clock 


A new job for Popeye... 
waking ’em up instead of 
putting ’em to sleep! This 
alarm has a silvered dial 
decorated with our hero’s 
noble likeness, which like- 
ness is also on sides and 
base. Concealed bell with 
top shut-off. Quiet-run- 
ning, 30-hour movement. 
Retail, $1.50. Keystone 
List, $2.05. 





“BROWNIE” 
A New Thin Model 


An exceptionally thin mode] 
wrist watch to retail at the very 
low retail price of $4.00; Key- 
stone List, $5.32. Chromium 
case. Two-tone silver dial with 
black numerals. Unbreakable 
crystal. Thoroughly reliable 
movement. Link bracelet or 
strap. A sure seller—order gen- 
erously. 










All prices 
slightly 
higher on 
Pac.Coast 





THE NEW HAVEN CLOCK CO. 
NEW HAVEN, CONN. 
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Creating Ideal Backgrounds 
(From page 73) 


be covered with velvet, rep or satin in appropriate colors, 
This all depends on just what line of merchandise yoy 
wish to feature for this event. The curved sections are 
to be painted, with the exception of the top, which should 
be covered with material. Same can be applied over g 
strip of profile board and then attached with very fine 
brads, or it can be pasted on with light glue. The circle 
section at the back can be made in two sections, the upper 
portion being cut from wallboard and then painted in a 
harmonizing color. Back of this you have a disk cut from 
the same material and then covered with a material that 
will harmonize with the upper section. This serves as a 
basis over which a Whistler picture of mother can be 
placed. 

A few sprays of carnations can be arranged around the 
picture and throughout the display, as you may see fit, 
This disk can be so arranged that it is removable, so as to 
be able to reach into the window. Mothers’ Day (May 
12) can be lettered thereon as shown. Placed in front of 
the central back panel and resting on the floor of the 
central unit is a half round in cardboard or metal which 
is painted to conform with the general decorative scheme, 
This has an elongated tubular electric light globe placed 
at the back so that it illuminates the entire central unit 
consisting of picture and decorations. Carnations com- 
bined with delicate ferns, etc., can be placed as suggested. 

ScHEME C—May and June being the most popular 
spring months for weddings, we are presenting a very 
attractive and practical suggestion for a setting suitable 
for this occasion. It may look somewhat tricky, but if 
you know how to go about it you will be surprised to 
know how easy it is to produce. First of all, let us start 
with the platforms, which consist of three pieces which 
are cut out of 34-inch-thick plywood and painted or cov- 
ered with material. Placed directly in the center and on 
top of the central section is a large glass globe in an in- 
verted position, which serves as a basis over which a 
miniature bride and groom are placed. This effect can be 
obtained by dressing dolls, or you can use painted cut-out 
figures. A disk cut from wallboard and then painted can 
be placed down over the top of globe just so it sets on 
the shoulder an inch or so to hold it in position. By 
placing a small electric bulb on the inside of the globe 
you can produce a very striking effect. Appropriate 
flowers and foliage such as lily of the valley, roses, wis- 
teria, ferns, etc., can be placed around the base of the 
globe to add the finishing touch. This produces a very 
attractive effect to the entire ensemble. Two panels cov- 
ered with material to harmonize with the general color 
scheme are utilized as partial supports for the curtain, 
which is arranged in a semi-circular fashion at the back 
of display. You can take many liberties in the arrange- 
ment of the backing if you care to do so. 

Such a setting as this does not require any fixtures with 
the exception of the units shown at each extreme end of 
the plaques on the floor of the window. Lighting, color, 
arrangement of merchandise and general ensemble of the 
unit should produce a display that will attract, create a 
desire and really sell merchandise. The cost of this dis- 
play should pay for itself in two weeks’ time. In addition 
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I wish to say that you can use this setting for most any 
event that may arise within the next three or four months 
by redecorating and rearranging. 

ScHEME D—Faster calls for an unusual amount of 
ingenuity on the part of the display managers in the large 
department stores in order to produce displays that are 
very much out of the ordinary, due to the fact that most 
all displays at this time are very similar. It behooves the 
jeweler to present the proper appeal for his share of the 
business through newspaper advertising and the show 
window. What he accomplishes will depend strictly on 
just what efforts he puts forth to secure his share, and 
my belief is that his biggest share of this season’s business 
can be secured through the proper presentation of his 
product in the show window. Scheme D presents a very 
good suggestion for securing a big share of it. 

This setting is made up from the same materials as 
suggested for the other settings. It is very simple and 
does not require much ingenuity or labor to produce it. 
The central unit at the back can all be sawed out of one 
piece of wallboard, or you can make an overlay of it by 
setting the center curved unit in front of the other curved 
unit. It will all depend on how far you wish to go as to 
cost. After this has been accomplished, you then give it 
a coat or two of dull finish oil or watercolor paint. The 
curved sections at each side should be covered with ma- 
terial to soften the general background effect. The plat- 
form and plateaux can be treated to a finish of paint and 
material. The curved display units at each side are very 
practical for the display of necklaces, etc. Artificial 
Easter lilies and ferns can be arranged as shown at the 
top of the central unit. The rabbits can be painted on 
wallboard or cardboard and then cut out. Chicks, duck- 
lings, colored Easter eggs and the like can be utilized in 
various ways as a decoration. 


Great care should be taken when choosing your color 
scheme for finishing the settings. Old ivory, light buff, 
plum, wine, purple, dark green, black, dark brown, light 
brown and various other colors are very gcod to use. 
However, you will have to give very careful consideration 
to the merchandise you plan on displaying. Care should 
also be given to the arrangement of your merchandise. 
Be sure to keep each article in separate units. For ex- 
ample, if you are displaying watches, do not spread them 
all over the window among other articles. Arrange them 
in one unit in a neat and effective manner. Don’t try to 
show your entire stock in the window, but just present 
enough so that prospective customers will have some 
inducement to come into the store to see more of this class 
of merchandise. 


Time for the Bride 


Seth Thomas announces that its new designs in clocks, styled 
by Henry Dreyfus and Paul Gaston Darrot, will be part of the 
room schemes of “The Bride’s House” of House Beautiful 
magazine, an exhibit opened to the public on April 1, on the fifth 
floor of 444 Madison Ave., New York. The bride’s house 
will comprise an unique exhibit of home furnishings and deco- 
ration designed in the modern manner. “A clock belongs in 
every well-appointed room”-is the opinion of Catherine R. 
Irby of House Beattiful, “and we propose to start this sensible 
trend this spring with our 1935 Bride’s House.” The idea of 
the “Bride’s House” will be presented to the public in the April 
issue of House Beautiful and the public invited to visit the 
exhibit. 
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NORMA 


New, SENSATIONAL 


4 COLOR PENCIL 
WITH THE INSTANT SHIFT 


A Success Story You'll Be 
Interested In 


Without advertising, this sensational 4- 
color pencil took the lead right from the 
start, for it is practical—invaluable to the 
busy executive or professional man. Beau- 
tifully designed, it shifts instantly from one 
color to the other with merely a flick of the 
thumb on the writing hand—and it is so 
perfectly constructed, so staunchly built 
that it is guaranteed against mechanical 
defects. 

Now with a nation-wide advertising cam- 
paign, a powerful sales force to back up 
your selling, messages going regularly to 
millions of interested readers, you can share 
in the profits that this increased business 
will bring. 

Only the sanasiings merits of Norma, its 
many advantages, have placed it in its 
unique position today—its writeability, its 
skillfully engineered construction. 

People in your community also will read 
about the advantages of Norma. Be pre- 
pared with an adequate supply. Write to- 
day for further particulars—if your dis- 
tributor cannot supply you. 

Norma advertising appearing in 
New York Times Magazine 
Nation’s Business 
Popular Mechanics 
Architectural Forum 
Engineering News Record 


Certified Public Accountant 
Electrical World 


NORMA PENCIL CO. 


150 BROADWAY NEW YORK CITY 


Western Representative 
704 Market Street, San Francisco, California 


PRICED TO SELL 
Silni, a beautiful, dura- 
ble, silver-like metal $3.50 
Rolled gold plate 5.00 
Sterling silver 8.50 
14 K gold filled 12.00 
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THE Chelsea 
“CLAREMONT” 


IS GOOD FOR SPRING BUSINESS 


Not just yachtsmen, but “'land sailors,"’ 
too, will want and buy the Chelsea 
"Claremont" this year. It will be 
desired by every society bride who 
is @ sportswoman as well . . . The 
"Claremont" is a distinguished clock, 
which it will be profitable for you to 
in stock. 


have May we send you 


our latest catalogue? 


* 


CHELSEA CLOCKS 


CHELSEA CLOCK COMPANY, BOSTON, MASS. 
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Congress Again Considers Resolution to Permit 
Treasury Department to Destroy Forfeited 
Smuggled Watches 


WasuincTon, D. C., March 20—A joint Resolution 
of Congress identical with the one passed by both houses 
last year and later vetoed by the President, which would 
permit the destruction of smuggled watches forfeited to 
the Government, was introduced in the House sometime 
ago by Representative McCormack of Massachusetts who 
introduced it before last year. It is now in the hands of 
the Committee on Ways and Means and it is hoped that 
it will not only go through both houses again, but that 
this time it will get the President’s approval. 

This Resolution which has been advocated by the watch 
trade for many years to remedy an abuse which has 
caused terrific losses to the manufacturers and dealers 
of watches for a long time reads as follows: 


RESOLVED BY THE SENATE AND HOUSE OF REPRESENTATIVES OF THE 
Unitep STATES OF AMERICA IN CONGRESS ASSEMBLED, 


That where under existing law any forfeiture condemnation or abandon- 
ment of watches, watch movements or parts thereof under the customs laws 
is declared by the collector of customs, or any forfeiture is decreed by any 
court, the Secretary of the Treasury is hereby authorized to place the 
same with the departments or bureaus of the Federal Government for 
experimental, scientific, or educational purposes, but not for sale or per- 
sonal use; and in the event of such merchandise not being required or 
desired by the Federal Government, it shall be destroyed, unless the 
Secretary of the Treasury shall find and determine that the sale thereof 
would not bring the merchandise into — with similar products 
manufactured in the United States: Provided, That if such merchandise 
contains any recoverable precious metal or precious stones, such precious 
metal and/or precious stones shall be sold at public auction, or such metal 
or precious stones reclaimed to the og of the United States only, in 
the discretion of the Secretary of the Treasury: And provided further, 
That the payment of compensation to informers as now provided by law 
shall, in the case of any such merchandise which is placed with the Fed- 
eral Government or is destroyed, be paid in the same manner and under 
the same conditions as now provided by law, except that such compensa- 
tion shall be calculate on the basis of 25 per centum of the dutiable 
value of such or similar merchandise as found by the United States 
appraiser, but such compensation shall not exceed $50,000 in any case. 

As previously noted, the fight to obtain from Congress 
the relief which the joint resolution has covered has been 
going on for a long time, because even the most active cam- 
paign in the detecting of the men who were smuggling watches 
into this country on a large scale gave little relief to the watch 
trade as far as the market was concerned. In many instances, 
the seized watches that were confiscated were sold by the United 
States Marshals at auction at prices far below the amount of 
duty which they should have paid. With this result—they 
immediately came back into the market at prices far below 
the prices the legitimate manufacturers or importers could 
meet with their regular lines. 

Attempts by the watch trade to have the Government destroy 
the smuggled watches were unsuccessful owing to the fact 
that the Treasury Department had no legal authority to do 
this, and several attempts were made to have Congress modify 
the law. 

As was explained in the columns of this journal last July, 
in April 1934, Mr. McCormack introduced a joint resolution 
that would permit the Secretary of the Treasury to destroy 
smuggled watches but it was apparent that then the Treasury 
Department was against the proceedings even after the report 
of the House Committee showed specifically that smuggled 
watches auctioned by the Treasury Department often could 
realize but a small proportion of their value in this country or 
abroad. In fact, these goods could have been surrendered by 
the smugglers, bought back at auction and still give them a 
profit in competition with the legitimate watches in the country. 

When he vetoed the Resolution last June, President Roosevelt 
said, “This bill is disapproved at the urgent solicitation of 
the Treasury Department. The whole subject of the disposal 
of smuggled merchandise is being studied and it is hoped that 
a better method than the one provided in this bill can be 
evolved.” Nevertheless, nothing apparently has been done by 
the Treasury Department to remedy this crying evil. It is 
hoped that the Treasury Department will now approve the 
act or at least cease to oppose it. 
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Are You a Go-Getter or Sit Wait Jeweler 
(From page 63) 


gagements, weddings and anniversaries. But they have 
neglected commercial events. That remains an unexplored 
field, a very fertile one for the go-get fellow who has 
ideas and suggestions in his head. 

“Every week some store in this town has an anniver- 
sary event of some kind. You probably pay little atten- 
tion to them, but each is highly important to its own 
organization. It is a business opportunity for the go-get 
jeweler. 

“So it is whenever a factory completes a new addition, 
when an insurance company conducts a big drive, when a 
hospital builds a new nurses’ home, when a stock company 
closes its season. At all such times employees feel the 
urge to give the boss a memento of some kind. Those 
urges mean business. But such business does not grow 
of its own accord; it must be,cultivated by a go-get 
jeweler. And I doubt if you can plead you're too 
busy...” 

“Well, for goodness sake, will you look at this!” Patty 
ejaculated. “Right here in the paper! It says, ‘Lawrence 
Stone, the well-known authority on jewelry, gave another 
of his interesting talks yesterday before the Women’s 
Club. Mr. Stone held his audience spellbound a full 
hour with a lecture that revealed an intimate knowledge 
of gems and their origin as well as the fine points of 
silverware and watches’.” 

Patty slammed the paper down. “Did you hear that! 
Say, I know more about jewelry in a minute than that 
upstart does in a month!” 

The Old Veteran grinned. “Yes, yes, my boy, but 
you've been sit-waiting for folks to come in and find that 
out.” 

“And then,” Patty broke out again, “it goes on, ‘His 
talk was illustrated with a superb collection of mechan- 
dise brought from his own store. At the conclusion of 
the lecture his audience crowded around him to ask more 
definite questions about the jewelry displayed. Tomorrow 
afternoon Mr. Stone will talk to the West Side P. T. A. 
and the following evening at the Y. W. C. A.’” 

Patty sank back disgusted. ‘Now why do you suppose 
the Women’s Club didn’t ask me when they wanted a 
talk on jewelry?” 

“Bless your soul, Don, they didn’t even know they 
wanted such a talk till Larry Stone put the idea in their 
heads,” the Old Veteran replied. ‘He doesn’t sit-wait 
for these clubs. Neither does he charge them for those 
talks.” 

“Instead he pays each club fifteen cents a head for all 
who come. And how they work to get their members 
out! If 100 are present, he pays them $15. 

“Those talks are easy to make, too. Once a man gets 
the thing started and his audience begins asking ques- 
tions, all formality ceases and it is easy sailing. They 
broaden a man’s acquaintance. 

“Yes, yes, I know what you’re thinking! And you’re 
right. Go-get tactics can be carried to an unbusinesslike 
extreme. Certainly! But so can sit-wait policies. 

“And I leave. it to you, Don Patty, which is the more 
dangerous: to go out after business too aggressively, or 
to wait too passively for business to walk in the door?” 

“You’re right again—the argument isn’t even close!” 
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Chilton 


America’s Finest Pens... 


Six Designs $5 and $7.50 


Distinguished Creations Combining 
I 4k Gold Filled Designs with Lustrous Black 


. Endowed with quality features that truly reflect 
precision and craftsmanship. 


To the beauty of Wing-Flow, Chilton has added 
another brilliant accomplishment . . . the new Wing- 
Flow Point . . . which insures perfect alignment of the 
14k Solid Gold point, resulting in a flexible, instantly 
responsive, smooth writing action, never before obtained 
in any pen. 

Supported by National Advertising, starting with a full 
page in colors in the Saturday Evening Post, Chilton 
offers that long waited for combination of perfection 
of product . . . fairness of policy ... man sized profit . . . 
backed by the prestige and consumer influence of full 
page National Advertising. 


Write for the Chilton Profit Plan At Once! 
THE CHILTON PEN COMPANY, Inc. 


10-20 51st Avenue 
Ch | | 


Long Island City, N. Y. 


AMON Deans 





presents 



































No showing of bracelets is complete without an assortment 
of original Briggs’ Carmens—for Carmen is the bracelet 
sensation of the year. Carmens come in various styles, and 
in Watch Bracelets for both men and women. Leading 
wholesalers handle them. If yours does not sell genuine 
Briggs’ Carmens ask us. Also manufacturers of famous 
Briggs’ Chains—Waldemar—vest—pony—key—etc., which 
are well known as the highest standard for the price. 


D- F- BRIGGS 


COMPANY 





BATES & BACON 


HIGH GRADE 
GOLD-FILLED 
CHAINS 


* 


“The Best in the World 
For the Money” 





Bates and Bacon high grade gold- 
filled Vest Chains embody the years 
of experience of a manufacturer 
whose products have always stood 
ace high—as long wearing—as 
well styled—as profitable to han- 
dle. Ask your wholesaler to show 
you Bates and Bacon Chains — 
styled to the exacting demands of 
the moment—and living up to a 
slogan that has been a buying guide 
for 70 years. 


* 


BATES and 


BACON 


Company 
ATTLEBORO ... . MASS. 
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WasHINGTON, D. C., March 6—The National In- 
dustrial Recovery Board on Feb. 27 announced approval 
of a code of fair competition for the clock manufacturing 
industry, effective March 18, 1935, as briefly reported in 
the March issue of THE JEWELERS’ CIRCULAR-KEY- 
STONE. 

Under voluntary application of the code before ap- 
proval, the industry reported an increase in employment 
of 39 per cent over 1932 levels and a rise in factory 
payrolls of 72 per cent over that year. 

The approved code provides for a basic maximum 
40-hour work week, except during 12 weeks in any one 
calendar year, when employees may work 45 hours per 
week; with exceptions applying to executives, outside 
salesmen and service men getting more than $35 weekly, 
watchmen, and emergency and maintenance workers. 
Watchmen may work 56 hours weekly, and emergency 
and maintenance employees 45 hours, with the latter 
being paid time and a third for all hours over 45 in cases 
of breakdowns and emergencies. Emergency and mainte- 
nance employees are limited to 5 per cent of the total. 

A minimum wage of 37% cents an hour for men, and 
32% cents an hour for women and learners is provided 
in the code, the latter being limited to 5 per cent of the 
total employees, while a minimum scale for office workers 
is established ranging from $15 weekly in cities of more 
than 500,000 to $14 weekly elsewhere. Office and errand 
boys, limited to 5 per cent of the total, are to be paid 80 
per cent of the minimum wage. 

The code provides that an equitable adjustment shall 
be made in wages above the minimum and a report sub- 
mitted within 60 days to the Code Authority by each 
member of the industry. In making these adjustments 
within this period, hourly, weekly or piece rates shall not 
be reduced. 

The code contains standard labor provisions, including 
section 7(a) of the National Industrial Recovery Act, 
prohibitions against reclassification of employees, provi- 
sions for the safety and health of workers, posting of 
labor articles of the code, equality of homework and 
factory wages, priority of more stringent State labor laws 
and prohibition against dismissal for employee complaints 
against code violations. 

A Code Authority of five members, to be selected by 
participating industry members, is established. Three 
Administration members, without vote, may be selected 
by the National Industrial Recovery Board. The Board 
reserves the right to investigate any charges of the non- 
representative character of the body, or charges that acts 
of the Code Authority are contrary to the public interest. 
While the Code Authority may incorporate, nothing in 
the code shall constitute the members partners for any 
purpose. Duties of the Code Authority are outlined in 
the code. 

Trade practices relating to prohibition of commercial 
bribery, rebates and refunds, unfair advertising allow- 
ances, post-dating invoices, consignment selling, and guar- 
antees against price declines are included in the code. The 
trade practices are as follows: 
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ArtTicLE VII—UNFair TRADE PRACTICES 


On and after the effective date of this Code, the fol- 
lowing practices are hereby declared to be unfair methods 
of competition and violations of this Code: 

SECTION 1. No member of the Industry shall give, 
permit to be given, or directly offer to give, anything of 
value for the purpose of influencing or rewarding the 
action of any employee, agent or representative of another 
in relation to the business of the employer of such em- 
ployee, the principal of such agent or the represented 
party, without the knowledge of such employer, principal 
or party. Commercial bribery provisions shall not be con- 
strued to prohibit free and general distribution of articles 
commonly used for advertising except so far as such 
articles are actually used for commercial bribery as here- 
inabove defined. 

SecTION 2. No member of the Industry shall secretly 
offer to make any payment or allowance of a rebate, re- 
fund, commission, credit, unearned discount, or excess 
allowance, whether in the form of money or otherwise, 
nor shall a member of the Industry secretly offer to ex- 
tend to any customer any special service or privilege not 
extended to all customers of the same class for the pur- 
pose of influencing a sale. 

SECTION 3. Rendering or offering any valuable consid- 
eration to any purchaser, prospective purchaser, or dealer 
unless fair compensation be paid therefor by such pur- 
chaser, prospective purchaser or dealer. This is not in- 
tended to prohibit a member supplying his own advertis- 
ing matter to the general trade. 

SEcTION 4. Making a concession in the price of any 
product, directly or indirectly, under the guise of an 
advertising allowance. 

SEcTION 5. Dating of invoices more than five (5) 
working days after date of shipment. 

Section 6. No member of the Industry shall ship 
goods on consignment, except under circumstances to be 
defined by the Code Authority, and approved by the Na- 
tional Industrial Recovery Board, where peculiar circum- 
stances of the Industry require the practice. This pro- 
vision does not prohibit the return of merchandise on 
conditions specified by the Code Authority, for valid rea- 
sons, subject to the approval of the National Industrial 
Recovery Board. 

Section 7. Making any rebates to purchasers against 
stocks on hand in the event of decline in prices, except 
within such limitations as may be specified by the Code 
Authority, after approval by the National Industrial Re- 
covery Board. 


Dates Set for Wisconsin Retail Jewelers’ Convention 


Fonp pu Lac, Wis.—Jewelers of this state will meet here 
on May 13 and 14 for the annual convention of the Wisconsin 
Retail Jewelers Association, it was announced here recently 
by John P. Hess, a past president of the organization. Head- 
quarters will be at the Hotel Retlaw. An attendance of about 
200 is expected. 



























































A WEDDING GIFT 





EXTRAORDINARY 





of 5 pieces. 





© = 
This QUEEN ANNE style tea set 
Weight 60 oz. as illustrated, 
STERLING SILVER, excellent $180: 


workmanship, for .............. 
Keystone discount 


A set of this weight, style and quality, has neveT gubiect to change 
been offered at so low a price. of price 


The quality of our goods is well-known throughout the trade. 


HAMILTON SILVER CO,, Inc. 


Sterling Silver Hollow-Ware 


7 EAST 16th STREET New York 











EXCEPTIONAL OPPORTUNITY 


To buy 1o and 14k Rings for men, ladies, 
boys, misses and children; in real and synthetic 
stones. 


VOLUNTARY LIQUIDATION 


We are offering our whole stock at bargain 
prices. This includes stock of unset stones, 
machinery, tools, dies, fixtures and equipment. 


M. B. BRYANT & CO., INC. 
136 W. 52nd St., New York, N. Y. 


WATCH STRAPS 


to meet every requirement 
UNEXCELLED WORKMANSHIP AND QUALITY 
PRICED TO SELL PROFITABLY 


westco pettenreeaatouALITY 
WESTERMAN MFG. COQ. *°6:14°.W..2'st 8: 


New York, N. Y. 














LEATHER CASES 
For Swiss, Waltham, and Elgin Traveling 
Clocks. Genuine Leather Exclusively. 
No. 11—$2.20 No. 21—$3.00 No. 30—$4.25 
ARISTO IMPORT CO., Inc. 12 John Street, New York City 
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Conference on Silver and Gold 
(From Page 55) 


ing Act. The actual weight of the alloyed gold content of 
an article shall be not more than 10 per cent less than 
the amount of the alloyed gold claimed by the quality 
mark. The claimed amount of gold is determined by 
multiplying the total metal content of the article by the 
fraction preceding the karat mark. Thus in an article 
marked “Sterling + 1/5 10K” and having a total metal 
content of 5 dwt., the claimed alloyed gold content is 
1 dwt. and the actual alloyed gold content shall be not 
less than the 0.9 dwt. 

8. Trade-Mark.—Any silver and gold article having 
applied thereto a quality mark, shall also have applied 
thereto, and adjacent immediately to such mark, and 
equally visible, legible, clear and distinct, the name or.a 
trade-mark duly applied for or registered under the laws 
of the United States, of the manufacturer or seller of 
such article. Initials shall not be used in lieu of a name, 
unless registered as a trade-mark with the United States 
Patent Office. 

9. Class, Pattern, Type, or Style Mark.—lIf an article 
has applied to it a quality mark conforming to the re- 
quirements of this standard, and the name or a trade-mark 
duly applied for or registered under the laws of the 
United States, of the manufacturer or seller of such ar- 
ticle, it may also have applied to it numerals or other 
indicia to identify the class, pattern, type, or style of the 
article. No class, pattern, type or style mark, whether 
applied to an article, as defined herein or to any other 
merchandise of similar appearance, shall be of such char- 
acter or location as to be susceptible of confusion with or 
for a quality mark. 

10. In order that the consumer may become familiar 
with the significance of the quality marks herein defined, 
all silver and gold articles conforming to this standard 
may be accompanied by a certificate, tag, card or other 
label, incorporating the following wording: 

PMPs asia sinned etext or Company guarantees this Silver and 
Gold Article to be marked for quality in strict accordance with 


Commercial Standard CS........ as issued by the U. S. Depart- 
ment of Commerce.” 





JEWELERS VIGILANCE COMMITTEE SUGGESTED 
No MiniImuM QUALITY 


In justice to the Jewelers Vigilance Committee and its 
work in offering the proposed commercial standard for 
gold and silver articles, Chairman G. H. Niemeyer in a 
letter, March 21, to Mr. Fairchild of the Bureau of 
Standards, calls attention to the fact that in its draft the 
committee did not propose a minimum quality that was to 
be allowed, and that these suggestions came from modi- 
fications proposed at a later date by other people in the 
jewelry trade. In his letter to Mr. Fairchild, Mr. 
Niemeyer says: 

“The first paragraph in your memorandum of Feb. 25 con- 
cerning the proposed commercial standard for making gold 
and silver articles says that the proposal was submitted by 
the Jewelers Vigilance Committee and with modifications 
proposed at a later date, but it does not say by whom. 

“The point I should like to make is that while the Vigilance 
Committee did prepare the outline of the proposal, there was 
one particular point on which we did not declare ourselves, 
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and that has to do with the determination of the minimum 
quality to be allowed. 

“In view of the fact that this is a very controversial subject, 
and as neither the committee, Mr. Shinn, as counsel, nor I have 
any desire of expressing our views on this subject, I think it 
would be only fair to us if you would make this point clear 
in your preliminary statement, both at Providence and here. 

“I am sorry to say that I have already been embarrassed on 
this point by interested people making opposing contentions, 
neither of which agrees with the recommendations made, which 
they presumed to be ours. 

“Your consideration of the above will be greatly appre- 


ciated.” 





British Jewelry, Gem, Gold and Silver Industries 
Have Good Exhibits at the British Industries Fair 


Lonpon, March 15—The jewelry, precious stones, 
gold and silver industries again managed to stage a very 
good exhibition at the British Industries Fair (the Jubilee 
Fair), which closed its doors a few days ago. Alongside 
were the fine china displays which retail jewelers find 
profitable to exploit these days in conjunction with fine 
glassware. 

The Jubilee note was dominant in the jewelry and 
ceramic sections. The new Jubilee markings for fine 
silverware and the color portraits of the king and queen 
on ceramic lines could be seen everywhere. 

The fair was around 10 per cent bigger than in pre- 
vious years. Accommodation was provided for 140,000 
buyers from the home markets and markets abroad. Ac- 
tually more than 147,000 buyers put in an appearance. 
Some remarkably good business was done. One firm, 
within 48 hours of opening, booked orders for 50,000 
Jubilee teapots valued at $175,000. Retail jewelers will 
be handling this type of article during the summer months. 





“Handy Book for Jewelers” 


To fill the need for a convenient reference manual 
containing all the information required by retail jewelers 
in that important and remunerative branch of their busi- 
ness which has grown so much within the past 18 months 
—the buying of old gold, Handy & Harman, refiners 
and dealers in precious metals, 82 Fulton St., New York, 
have issued ‘““The Handy Book for Jewelers.” 

All the methods of testing gold, silver and_ plati- 
num are given clearly and in detail. Useful “wrinkles,” 
the result of practical experience in detecting substitution, 
and many generally helpful hints make this booklet of 
especial interest and value. Information as to how to 
obtain a Federal license, instructions for making reports 
to the government, tables showing the profit made at 
various purchase and selling prices per karat dwt., and a 
large table indicating the price of old gold, from 6 karat 
gold content to 24, and from 4c to 8c per dwt., provide 
efficient and accurate means of arriving at all prices. 
Stamping laws, national and state, are summarized as 
well as printed in full, and postal information needed in 
shipping old metals given in detail. Tables of weights 
converting karats to decimal parts of fine gold, the deci- 
mal equivalents of fractions, grain equivalents in penny- 
weights, pennyweights in troy ounces, and troy ounces 
in avoirdupois, offer the answers to practically every 
question that may confront the jeweler in the conduct 
of his old gold business. 

Attractive photographs review the various refining 
processes as carried on in the Handy & Harman plant. 
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217 E. 38TH ST. 


AFTER DINNER SET NO. 1066 


SILVERSMITHS 


TEA AND COFFEE SERVICES 


STERLING 
THE FULL SIZED SERVICE IN THIS PAT- 
TERN IS IN PREPARATION AND WILL BE 
READY FOR DELIVERY IN APRIL. 





CURRIER & ROBY 


NEW YORK 




















The 


RITZ-CARLTON 
in Philadelphia 





is-one of the most famous hotels in the country. Uni- 
versally accepted for its comfort, service and prestige, 
it is in the very heart of the business and theatrical sec- 


tion and in easy access of all railway stations. 


The next time you are in Philadelphia, discover for 
yourself what a really fine hotel can contribute to your 


comfort and service. 


Room and bath, $3.50 and up 


The RITZ-CARLTON HOTEL 


Broad & Walnut Sts., Philadélphia 
E. G. MILLER, Managing Director 
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GEM-STONES 


By G. F. HERBERT SMITH 






An Interesting Authoritative Book 


Comprising 40 chapters and many diagrams, plates and 
tables by an outstanding authority. Over 300 pages. 


Here is a comprehensive book on 
GEM-STONES both for the Jeweler 
and the Connoisseur, written by an 
Assistant Secretary of the British Mu- 
seum, giving not only the character- 
istics of the various stones, but their 


histories and technologies. 


The present sixth edition is completely 


up-to-date. It furnishes the jeweler 








and his clerks with a background and 


appreciation of the various commer- 








stiitien, aaah cial stones that will make their contacts 


including one or 


ate dante, deere with customers more effective. 





THE CHARACTERS OF GEM-STONES 
THE TECHNOLOGY OF GEM-STONES 
PRECIOUS STONES 
SEMI-PRECIOUS STONES 
ORNAMENTAL STONES 
ORGANIC PRODUCTS 





Price $3.00. Orders promptly filled. 


THE JEWELERS’ CIRCULAR 


239 W. 39th Street New York 
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OLD GOLD? 


as told to 
JACK STRAW 
by 
THOMAS G. McMAHON 


Wo should buy old 
gold? Who is buying old gold? 

Here were two questions, the answers to which seemed 
likely to lead into channels of an enlightening nature for 
the jeweler. So I took them as the basis for an interview 
on the subject of old gold handling and soon discovered 
that the buying of old gold could, with proper considera- 
tion, be made profitable in itself and also as an avenue to 

* more new jewelry sales. 

The problem I had in mind was presented to T. G. 
McMahon, secretary and treasurer of Thomas J. Dee 
& Co., of 55 E. Washington St., Chicago. 

Here were some of the questions I wanted answered: 

“Can the jeweler, as such, profitably devote effort and 
time to the buying of old gold?” 

“Is there enough old gold scattered throughout the 
country to make any effort to have it brought in to the 
jeweler a practical business procedure?” 

“Have jewelers who have been buying old gold been 
able to create new business through their doing so?” 

“Old gold has been bought in quantities during the 
past three or four years; through what channels has this 
metal been collected and how has it affected the jewelry 
business ?” 

These were just a few of the questions asked Mr. Mc- 
Mahon, who has been in the old gold and silver-buying 
field with Thomas J. Dee & Co. for many years and 
speaks from experience with factual trends and tendencies. 

Mr. McMahon listened to the questions. 

“You are getting into a subject which has been on my 
mind for a long time,” he said. ‘We are in the business 
of buying this metal from jewelers and other sources, and, 
frankly, it has been surprising how the avenue of reclama- 
tion of precious metal has switched from the jeweler, 
whom we felt was the logical person to reclaim it, to 
new hands in the field.” 

“If that is so,” we suggested, “what has caused it? 
Also, who took up the reclaiming of old gold, and to what 
advantage or disadvantage to the jeweler?” 
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THOMAS G. McMAHON 


“Let’s start at the beginning,” Mr. McMahon replied. 
“This business of buying old gold is not new by any 
means. We have been in it for years: The jewelry trade 
knows that. But changing conditions brought about a 
change in the faces and characters in our end of the 
business, namely, buying up old gold. 

“Look here.” He took a pencil and a piece of paper. 
“When we put thoughts down on paper so we can look 
at them for a while they bore into our consciousness with 
greater importance. I'll show you what the trend has 
been. Call this column the jewelers and call this column 
the itinerant old gold buyer. We credit the jewelers 
with handling 100 per cent of the gold buying. That 
was the situation prior to about 1931. Our old gold was 
then coming to us from jewelers. The owner of a piece 
of jewelry who wanted to cash in on its precious metal 
value took ‘that trinket to a jeweler and had him get 
their money out of it for them. ; 

“Now look what happens: England goes off the gold 
standard.” He looked up and smiled. “Funny, isn’t it, 
that an action like that of a nation across the Atlantic 
could precipitate a radical change in an established busi- 
ness procedure here in United States? But that is exactly 
what happened. When England did that, old gold had 
a new valuz in England and British possessions. 

“This precious metal, formerly coming into such com- 
panies as ours through the channels of the j<welry trade, 
took on a new aspect. It was viewed with a new light 
by people who had probably, certainly many of them, 
never before given much serious thought to old gold. 
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“It was around 1931 that the itinerant old gold buyer 
began to make himself better known. He grew in num- 
bers. He became busy. Furiously so, in some instances. 
He saw an opportunity to make money by buying cheap 
and selling high. The news of the day helped the situa- 
tion because it explained why the gold content of—say, 
a watch case—suddenly had a new value. 

“Very well, then, shortly after 1931 this chart of gold 
buying had to be changed. It wasn’t long before these 
itinerant old gold buyers were gathering up 20 per cent 
of the precious metal being reclaimed. That left 80 per 
cent for the jewelers.” He made the figures on his paper 
and continued : 

“The itinerant old gold buyer was not going into the 
business to do anything but make a profit from the con- 
version of jewelry into its gold content. Men were out 
of work and the field looked good to a lot of them. The 
itinerant old gold buyer increased in numbers. Now we 
have to change these figures again. The jeweler is buy- 
ing in only 60 per cent of the precious metal and the 
newcomer in the field buys 40 per cent at this particular 
time. 

“Gold was a world standard. It was a factor on the 
stock market. It was mentioned thousands of times daily 
in all types of business conversation. Our moneys had 
been based on gold collateral. England had gone off the 
gold standard. There was talk of United States doing 
the same thing. These itinerant old gold buyers were 
ferreting out all kinds of old trinkets. They were buying 
them up as cheap as possible and getting the market 
price for their gold content. It was good business for 
them. And then our country went off the gold standard. 
We all know what followed. That brings us down to 
today, when we find the itinerant old gold buyer continu- 
ing to increase his inroads on the reclamation of precious 
metal until now he is handling about 50 per cent of all 

the old gold purchased in the open field from the owners 
of items with a gold content.” 

Mr. McMahon entered the figures in his chart show- 
ing the trend of old gold buying, and the chart now 
looked like this: 








JEWELERS | ITINERANTS 








100% | none 





Note—England goes off gold standard. Canada offers 
high market for reclaimed gold that can be sold 
or smuggled into that country. 





From about 1931 to the present 
80% 20% 
60% 40% 
50% (minus) 50% (plus) 





“That’s what has happened in the old gold buying 
business in the past approximate four or five years,” Mr. 
McMahon said. “A flow of reclaimed gold, formerly 
passing 100 per cent through the hands of jewelers, has 
been diverted better than 50 per cent through newly es- 
tablished channels. 

“You ask what has this meant in business to the jewel- 
ers? While I can’t give you a dollar answer, I can say 
this: Whatever the jewelers, taken as a whole, are profit- 
ing today through the purchasing of old gold is but half 
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of what they could be profiting if they were handling al} 
of it, as they were once and should have continued to do, 

“For some reason, perhaps more than one, the jewelers 
permitted these outsiders to enter their territories and 
gather up old gold. It is a known fact that the individual 
selling to these itinerants was often underpaid for what 
he sold. He could have done better with his local jeweler, 
But the jewelry trade didn’t go after this business suff- 
ciently seriously to stop the itinerant buyer who slipped 
into their midst, bought up, frequently at ridiculous prices, 
the cream of the old gold content trinkets with a campaign 
of back-door tactics and personal contact. In time this 
method of gathering old gold outside the trade became 
a business. Of course, there were and are jewelers who 
realized if others could make a profit on this business so 
could they. These are the jewelers getting most of the 
50 per cent of the old gold business coming through the 
time-worn channels.” 

“Considering what you have said, Mr. McMahon,” | 
suggested, “is there enough old gold left for the jewelers 
to make a concerted effort to get it brought in to them? 
Is there enough left to give them a chance to bring that 
business back to their stores ?” 

“The buying of old gold is by no means over with,” 
he answered. “Before the Supreme Court decision on 
our gold standard there was much speculation on the 
subject, but gold is gold, and reclaimed gold content in 
jewelry continues to have a value sufficient to make its 
reclamation profitable. 

“Look at the situation this way: The itinerant old gold 
buyer canvassed the field, yes, but he could not get to the 
places where the greatest opportunity for reclamation ex- 
isted. He got to people in straitened financial circum-. 
stances. He seldom got to our best people, who natural- 
ly had the largest volume of old gold content tied up in™ 
old jewelry. That old gold business still exists. These 
better-class people do not want to do business with itinerant 
strangers. Jewelers who have gone after that type of old 
gold find they do not have to argue from the standpoint 
of turning an old trinket into spendable money. A great 
share of the old gold reclaimed was turned in to buy 
groceries for the original owner. ‘The stress of times and 
circumstances played its part. A bracelet, a watch, a 
ring, a gold filling, a necklace, reposing in the back of a 
dresser drawer suddenly became the means for helping to 
pay the rent, buy food or clothing under the artful lingo 
of the itinerant old gold buyer. Our better-class people, 
not so stringently pushed to financial corner-cutting, could 
not be pried loose of old trinkets with that argument. 

“Just how much potential old gold there is may be 
open to question. But I assure you there is enough to 
make it worth getting back to its rightful channels even 
considering old gold and that alone. 

“You ask if the jeweler can profitably go after this 
business, if he can use it to create new sales and what 
effect the itinerant old gold buyer has had on the jewelry 
business.” Mr. McMahon scratched his head thoughtful- 
ly before continuing. 

“It has always been my contention,” he said, “that the 
proper place to trade in old jewelry was at the jeweler’s. 
Why not? You take last year’s automobile back to the 
automobile agency, don’t you? When you want a new 
radio, what do you do? Certainly you get a squarer and 
fairer deal from the normal channels of any particular 
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commodity. You may try to sell your old car through a 
second-hand dealer or advertise it in the papers on your 
own, but you can’t get away from the list value on your 
particular model. All things have a value base. ‘There 
may be instances of exception, but not enough to over- 
throw the rule. Jewelry should be no different than nu- 
merous other items. Who knows better than the jeweler 
the value of a piece of used jewelry? Who knows its 
market possibilities? Who, better than the jeweler, 
should know or have access to its reclamation value? 

“When an itinerant bought old gold in a jeweler’s com- 
munity he gave no consideration to that community. He 
took his profits away with him. The local jeweler would 

not only put in circulation the money he paid for the old 
gold, but also his rightful handling profit—all in circula- 
tion locally. What is more, the local jeweler would give 
the seller a fair price. The itinerant did not always do 
that. 

“As to the profit the jeweler can make in old gold, 
there are two or three ways of looking at it. First, on 
the old gold alone, he should be able to show a profit of 
from 20 to 25 per cent on what he buys. That is con- 
sidered a fair charge for his handling it. He has his 
investment and costs to consider. 

“But the point often overlooked is the traffic in his store 
which the jeweler can create in buying old gold. The 
seller comes to his store with his old jewelry, and while 
there the jeweler has an opportunity to show new jewelry. 
The itinerant buyer never brought the consideration of a 
new jewelry sale into his arguments. He really may have 
created a psychological opposition to jewelry by offering 
so low a price. The jeweler understands the value of his 
wares and can explain it. This or that bit of old gold 
may seem worth more to the seller and the jeweler can 
explain why three or four dollars is a good old gold price 
for a watch which the owner felt worth a great deal more. 

“The jeweler can use the buying of old gold as a stimu- 
lus to the sale of new-styled jewelry. Mrs. Haegsen has 
sufficient jewelry, she feels, but it is out of vogue. As 
long as she already has this jewelry she refrains from fur- 
ther investments, sometimes not using any. Even though 
she is not exactly in the financially embarrassed class, she 
hews to the habit of the time and spends frugally. Her 
outmoded trinkets applied for their old gold value on the 
purchase of modern jewelry may give her a buying in- 
centive and the jeweler has a wonderful opportunity to 
talk jewelry to her at such a time. 

“I know of jewelers who have made customers just 
that way. They offer to take in old gold to apply on the 
purchase price of some new item they are selling. Some 
even offer to help delinquent accounts catch up with old 
gold turn-ins. All of this builds a traffic in the jewelry 
store. After all, no one can sell a customer who does not 
come to where the item is sold. Jewelers are using various 
methods to bring people to their stores and sell their 
merchandise; why not build up a resale value for better- 
class’ jewelry by encouraging the sale of jewelry with a 
higher gold content and a consequent higher turn-in 

value? The jeweler alone can do this. The itinerant old 
gold buyer has no motive but personal profit on the im- 
mediate deal. The jeweler, as such, has a future to con- 
sider, a standing in his community, a reputation among his 
customers and he must stand behind what he sells in 
order to make more sales to the same people; so why 
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should he not be the one to whom old jewelry should re- 
turn when its usefulness and value as jewelry ceases to 
be as great as its value as precious metal? 

“In the beginning,” Mr. McMahon said, “you asked 
who is buying old gold and who should buy it. The 
jeweler should buy it. I truly believe most jewelers 
would say the same. But they are only buying half of it 
now because interests foreign to the jewelry trade have 
entered and campaigned strenuously for the profits they 
saw. You know as well as I do that the jeweler is in- 
terested in this business. He only wants to know what it 
means to him in profit, cost and future business possi- 
bilities. Numerous progressive jewelers are getting their 
share of the old gold trade because they go after it. They 
put signs in their windows, in their stores, on their letter- 
heads and statements. They explain to customers that 
they are ready to trade new models for the market value 
of old as part payment. ‘They encourage their trade to 
bring in old jewelry, for they realize the flow of traffic in 
the store regulates the volume of business they will do. 

“In the past four or five years the jewelers have lost 
50 per cent of a business which has shown profits enough 
to be handled by itself. I truly believe if they will sin- 
cerely go after that lost business they can get it back.” 





Look Out for Him 


Newsurcu, N. Y., March 5—Jewelers are warned 
to beware of a man who has been visiting stores in the 
Hudson River Valley. He calls and asks to be shown 
diamond engagement rings and may try to steal the rings. 

He is described as weighing about 250 pounds and is 
at least six feet tall. He has a dark complexion, is clean 
shaven and was wearing a dark-colored suit. 





Michael Lemp 
Syracuse, N. Y., March 8—Michael Lemp, for 40 


years a prominent Syracuse jeweler and optometrist, died 
last night at the family home, 210 Parsons Drive, after 
a long illness. His wife, Apama Lemp, died Feb. 13. 

Born in Germany 64 years ago, the son of Mr. and 
Mrs. John Lemp, Mr. Lemp came to Syracuse with his 
parents while a child. During 35 of his 40 years in 
business he maintained his establishment at 113 North 
Salina St. 

Surviving are a son, Walter C. Lemp; a daughter, 
Mrs. Apama Zaramba; three brothers, Louis F., John F. 
and Charles Lemp; three sisters, Mrs. Leona Hoxie, 
Mrs. Anna Gable and Mrs. James P. O’Donnell, and 
five grandchildren. 





Omega First Again at Kew Teddington 


Once again Omega leads the field at Kew Teddington. Fol- 
lowing its 1933 world’s record rating—97.4 per cent—Omega 
placed first again in 1934 with a rating of 97.0 per cent and, 
in addition, took all the first eight places with the single excep- 
tion of the third. The Kew Teddington Observatory is perhaps 
the most famous in the world. Only watches of the finest 
quality dare compete and only watches made complete in one 
factory are eligible to enter the competition. As a result the 
rivalry among manufacturers to secure recognition is excep- 
tionally keen. 

Since 1910 Omega has taken over 250 first at the Kew Ted- 
dington, Neuchatel, and Geneva Observatories and has matched 
this consistent record of performance with equally impressive 
style awards. To its observatory record, Omega adds a policy 
of restricted representation that is of particular interest to out- 
standing jewelers everywhere. 





















IDB 


Our 


watanteed 24 HOUR SERVICE| 
Keeps Jewelers from Walking in Circles!) 





UR guaranteed 24-hour service 

has been a boon to those jewel- 

ers who have been walking around in 
circles wondering how to handle their 
old gold shipments to best advantage. 
Cummins keeps your shipments of 
solid gold scrap intact, subject to your 
approval of our returns, which are 
based on the highest market prices. 
Checks are mailed the very same day 
shipment is received at our plant. 


Neither is there any need to wonder 
how to benefit most on gold filled 
and plated scrap shipments. Every 
shipment of this nature (unless 
otherwise specified) is melted and 
assayed for an accurate and exact 
determination of its full value. Assay 
is completed, and check in full, 
based on highest market prices is 
mailed within 24 hours after we 
have received your shipment. 


Sweeps, filings, polishings and other accumulations handled in 
the same, efficient, accurate and dependable manner. Send for 
one of our convenient sweeps containers--no cost or obligations. 


Gilet CUMMINS 


REFINERS AND ASSAYERS OF 
GOLD, SILVER AND’PLATINUM 


silos 


ONE NORTH EUTAW STREET, BALTIMORE, MARYLAND 





THE JEWELERS’ CIRCULAR—KEYSTONE 


for April, 1935 











VOL. 105 


APRIL, 1935 





No. 7 





Application to Amend Sales 


Terms Withdrawn 


Proposed Changes Would Have Revised Terms of Payment 
by Retail Jewelers 


WASHINGTON, D. C., Mar. 8.—At the be- 
ginning of the hearing held here yester- 
day in connection with amendments to the 
code of the wholesale jewelry trade H. R. 
Rinehart, secretary of the Wholesale Jew- 
elry Code Authority, announced that the 
proposed amendments be withdrawn. 
The amendmepts would have revised the 
terms of payment by retail jewelers and 
were submitted Mr. Rinehart said, “on 
the request of a number of wholesalers 
for the establishment of more liberal 
terms.” 

Acting Assistant Deputy Administrator 
A. H. Schroeder presided at the hearing. 
After some preliminary discussion it was 
decided to go ahead with the hearing 
anyhow, even if the amendments had 
been withdrawn. The Deputy Admin- 
istrator announced that the withdrawn 
amendments could not be later approved 
by NRA on the basis of the evidence 
heard at that time. 

Mr. Rinehart stated that subsequent 
to the amendments presentation to the 
NRA, the proposed terms were submitted 
by ballot of all members of the wholesale 
trade, with the result that the majority 
of members expressed themselves as 
favoring retention in the code of its pres- 
ent terms. Accordingly the code au- 
thority secretary asked that they be with- 
drawn from consideration at the hearing. 

In asking this Mr. Rinehart said, “We 
wish the Administration to be advised that 
we will withdraw these proposed amend- 
ments until the Code Authority can as- 
certain more accurately the wishes of the 
majority members of the wholesale jew- 
elry trade.” 

The Deputy Administrator asked Mr. 
Rinehart why the amendments were 
originally submitted and in answer to this 
Mr. Rinehart said: “The Code Authority 
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received requests from a number of 
wholesalers for the establishment of more 
liberal terms. The meeting of the Code 
Authority was held in Washington on 
Feb. 5 at which time this amendment 
was approved by the Code Authority. It 
was then submitted to the members of 
the trade and this notice was issued, and 
then following that, objections to the 
amendment were prepared by the Code 
Authority, and voiced on the ballot which 
was mailed to everyone; in other words, 
by that means the objections pro and con 
were presented.” 

Charles T. Evans, of New York, secre- 
tary of the American National Retail 
Jewelers’ Association, was the first wit- 
ness. He stated that he spoke for 15,000 
retail firms who are opposed to any limit- 
ing of terms and discounts, and asked 
the elimination of all such provisions 
from the code. Such limitations, he de- 
clared, work a real hardship on small 
retailers and result also in a decided loss 
of sales on the part of the wholesaler. 

“It was formerly the custom of retail 
jewelers,” said Mr. Evans, “to anticipate 
their needs by buying in advance of their 
busy seasons, especially the June wedding 
andthe Christmasseasons. Because oftheir 
selection of goods before the time when 
they were actually needed, retail jewelers 
were accorded special arrangements by 
which they were permitted to make sea- 
sonal or semi-annual settlements at which 
time the discount was still deductible. 
This enabled the manufacturer to keep 
his men employed on a regular basis at 
what would ordinarily be slack periods 
and the work thus spread evenly through- 
out the year. At the same time, the re- 
tail jewelers were enabled to have a 
representative stock of merchandise in 
their stores at all times but were ac- 
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corded the privilege of the additional 
time in which to make payment, made it 
possible for a large part of the nerchan- 
dise to be sold before payment for same 
was actually due. In such cases as a 
retail jeweler was fortunate enough to 
be able to anticipate his payments, he was 
accorded an additional discount or legal 
rate of interest for such anticipation.” 

“It is our earnest request,” continued 
Mr. Evans, “that this provision of the 
wholesale jewelry code be changed so 
that a wholesaler may make terms and 
discounts with his retail jeweler in keep- 
ing with the wishes of the two contract- 
ing parties and based upon past experi- 
ence, and present conditions.” 

Mr. Evans then put into the record 
telegrams from all over the country indi- 
cating that the retailers wanted the pro- 
vision in the wholesale code changed. 
Eighty-one telegrams were sent to the 
trade including associations, with 63 re- 
plies, representing state or local associa- 
tions, all in favor of this change. 

Samuel Feldman, of New York City, 
president of the New York State Retail 
Jewelers’ Association, and representing 
also the local retail jewelry code au- 
thority of metropolitan New York and 
New Jersey, was the second witness, 
testifying that 3,700 retailers in his sec- 
tion favored eliminating all terms and 
discount clauses from the code. The av- 
erage turnover of retail jewelers, he 
stated, is once in two years, with many 
cases where it is but once in three years. 

In asking that the terms and discounts 
provisions of the wholesale code be elim- 
inated and speaking of the turnover in 
the retail trade Mr. Feldman said: “It 
forces the retailer of necessity to buy 
merchandise from hand to mouth, and 
precludes him from any possibility of en- 
larging his organization, thereby prevent- 
ing him from giving employment to an 
additional person, which was the intent 
of the NRA from its inception, for you 
can not employ help to dispense that 
which you don’t carry in stock, conse- 
quently defeating the purposes of the 
NRA.” 

Frank Newman, executive secretary of 
the National Association of Credit Jew- 
elers, was the third witness, stating that 
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1500 members of his organization were 
opposed to a code limitation on the terms 
of sale; and he went on to charge that 
such limitations were “definitely the 
greatest obstacle to business recovery in 
the retail jewelry trade.” 

In opposition to the section of the 
wholesale code Mr. Newman said: “In 
view of the fact that the retail jewelry 
business was built entirely and became suc- 
cessful entirely on and because of the credit 
terms offered by them, to continue this 
subsection in force will also result in peak 
and depressed employment periods, as no 
retail jeweler with any knowledge of his 
business would buy merchandise except 
in one or two periods of the year, and of 
course the manufacturers will be forced 
to employ men only at the times when the 
demand for their merchandise is heavy, 
and this would reduce their employed 
numbers to a minimum when there is no 
demand. To keep this subsection in force 
will certainly inevitably react against the 
administration’s desire for steady employ- 
ment periods.” 

Similar opposition was expressed by 
Phineas Peters, chairman of the executive 
board of the Retail Jewelers Association 
of Greater New York, who spoke also for 
500 smaller retail jewelers. 

Harry D. Henshel, New York City, 
secretary of the Bulova Watch Co., pre- 
sented a resolution recently adopted by 
the Code Authority for the assembled 
watch industry, in which NRA was urged 
to set aside the terms of sale provisions 
in that code until a study could be made 
of such provisions in all codes relating 
to the jewelry business. 

I. P. V. Heinmuller, vice-president of 
A. Wittnauer Co., New York City, testi- 
fied that his firm was opposed to inclu- 
sion of terms of sale in any codes dealing 
with the jewelry business. The whole- 
sale trade, he charged, “does not like 
and does not keep” the terms at present in 
its code. 

Russell D. Scheer, representing the 
Rochester (N. Y.) Retail Jewelers Asso- 
ciation, also appeared against the dis- 
count section of the wholesale code. 





Announcement by Code Authority 
of Wholesale Jewelry Trade 


PHILADELPHIA, Pa., Mar. 13.—In a cir- 

cular sent out yesterday by the Code 
Authority of the Wholesale Jewelry 
Trade it was stated that the application 
to amend sales terms had been with- 
drawn. The circular said: 
_ “The majority of the members of the 
trade who voted on the proposed amend- 
ment to the terms provisions of our Code 
as explained in our letter of Feb. 20 
voted in favor of retaining the present 
terms,” said the letter. The announcement 
follows; “The application for amendment 
was therefore withdrawn at the public 
hearing last week. 

“The decision to withdraw the applica- 
tion was also prompted by the fact that 
we learned the Division of Research and 
Planning and the Consumers Advisory 
Board favored the complete elimination 
of terms. In addition, our terms were 
opposed by the American National Retail 
Jewelers Association, the Credit Jewelers 
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Association, by representatives of the 
New York State Retail Jewelers Asso- 
ciation, the Retail Jewelers Association 
of Greater New York, the Local Retail 
Jewelry Code Authority of New York 
City. Representatives of the Assembled 
Watch Code Authority endeavored to 
have the terms provisions of our Code 
suspended, and the Medium and Low 
Priced Jewelry Manufacturing Industry 
Code Authority suggested that the terms 
in all Jewelry Codes be reconsidered and 
coordinated. 

“Officials of the National Recovery Ad- 
ministration felt that we should give con- 
sideration to the views of other groups 
whose interests are affected by our terms, 
and it was considered advisable therefore 
to temporarily withdraw our application 
for a change.” 

It was later disclosed that the vote on 
the proposed amendments to their code 
by members of the wholesale trade was 
very close. Of those who cast ballots, 
56 per cent voted for the continuation of 
the terms, while 44 per cent favored the 
amendment. 





Long Island City Retail Jewelers Asso- 
ciation Holds First Banquet and Ball 


For an association which has been in 
existence little more than a year, the 
party staged by the Long Island City Re- 
tail Jewelers Association on March 17 at 
the Hotel McAlpin, New York, was sub- 
stantial indication of what the “Islanders” 
can do when they get started. More than 
250 jewelers and friends were present, 
and among familiar faces were the heads 
of the various local jewelers’ organiza- 
tions of the metropolitan area. 

Seated at the table of honor were 
President Benjamin H. Schwartz and 
Mrs. Schwartz, Mr. and Mrs. Samuel 
Feldman, Mr. and Mrs. Phineas Peters, 
Mr. and Mrs. Hyman Goldschmidt, Mr. 
George Korsunsky and lady, and Mr. and 
Mrs. William Wagner. Mr. Wagner 
presided as toastmaster. 

Entertainment followed the dinner, 
during which the company was favored 
with latest reports from Vienna by Herr 
A ppelstrudel, the “Tiffany” of that city, 
but who is otherwise known as “Doc 
Sims.” The show consisted of several 
acts of vaudeville. 

Souvenirs for the women were com- 
pacts and cigarette cases, and for the 
men, Waterman fountain pens. Door 
prizes were presented by L. Luria & 
Son. 





Providence Jewelry Firm Seeks Ex- 
emption from Medium-Priced Jewelry 
Code 


WaSsHINGTON, D. C., March 14.—The 
National Industrial Recovery Board to- 
day announced the Monocraft Products 
Co., Providence, Rhode Island, has ap- 
plied for an exemption from Article III, 
section 1, of the medium and low priced 
jewelry manufacturing industry code. 

This article establishes a basic 40-hour 
week, with time and a third overtime for 
all hours over 40 a week. A tolerance of 
20 per cent during seasonal periods is 
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granted. Toolmakers, hub and disc cut- 
ters may be permitted to work 48 hours 
a week, but this group shall be limited 
to 5 per cent of the total. 

Suggestions or objections to the above 
application for exemption must be filed 
before March 25. 





American Watch Companies Show 
Profit 


The financial statements of the Elgin 
National Watch Co. and the Hamilton 
Watch Co., recently made public, show 
respectively net profits, after charges, of 
$736,358, and $289,461, during 1934. 

The Elgin statement was the first fiscal 
report of the company to show a profit 
since 1929, and the 1934 figure contrasted 
with a loss of $263,372 in 1933. T. Albert 
Potter, president, said business thus far 
this year had run well ahead of volume 
for the same period of 1934. 

Frank C. Beckwith, president of the 
Hamilton Watch Co., in a letter to stock- 
holders, reported “a marked improve- 
ment” in the financial condition of the 
company in 1934. The recovery, he said, 
began during the last four months of 
1933, and during 1934 was the cause of 
increased employment and _ production. 
The ratio of current assets to liabilities 
of the Hamilton company, he said, is 
28.9 to 1. 





Jewelry Appraisement Rulings 


_WasuincTon, D. C.—In two cases, one, 

John S. Phipps vs. the United States, and 
the other, the United States vs. John S. 
Phipps, an opinion has been rendered 
by the United States Court of Customs 
and Patent Appeals in connection with 
jewelry appraisement. 

The United States Customs Court held 
that the appellant’s appeal to reappraise- 
ment of a diamond and emerald necklace 
should ‘have been dismissed as having 
been filéd‘too late. Associate Judge Len- 
root of the Court of Appeals, writing the 
opinion for that court, found that the 
judgment of the lower court should be 
affirmed. 





Sale of Smuggled Watch Movements 


Stopped 

The sale of 691 smuggled Swiss watch 
movements, scheduled to have been held 
by the U. S. Marshal in New York on 
March 6, was stayed by an order from 
the office of the Attorney General, it was 
announced by Herbert Ollendorf of the 
Ollendorf Watch Co., 20 W. 47th St., 
who is president of the American Watch 
Assemblers’ Association. 

“These movements,” said the importer, 
“have a domestic value of about $3,500.” 
The association which Mr. Ollendorf 
heads has, during the past year, taken 
steps to stop almost all such auctions by 
appeal to the Attorney General. “Quick 
response,” he said, “in the form of a 60- 
day stay has always been obtained with 
the assistance of Congressman John W. 
McCormack (Mass.) and Assistant At- 
torney General George T. Sweeney, who 
have cooperated with us in every way.” 
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Jeweler’s Son Downs Bandit, Former 
Boxer, With Flying Tackle 


Sigmund Salter, son of Bernard Salter, 
retail jeweler at 189 Broadway, New 
York, on March 15 captured single- 
handed a bandit who was fleeing from 
the store after having obtained $17 in 
cash from Mr. Salter by pretending to 
hold a gun in his pocket. 

The thug, who later told the police 
he had fought Johnny Kilbane and Lew 
Tendler, had ordered the Salters to give 
him the diamonds in the window, when 
Sigmund pressed the silent alarm button. 
Sensing a trap, the ex-pug dashed into 
the street, Sigmund after him. At Cort- 
landt Street, on the corner, a flying 
tackle brought down the $17 robber. 
Detectives from the Greenwich Street 
station who appeared on the scene ar- 
rested him. 

Young Salter was formerly a tackle on 
the Commercial High School football 


team. 





Broadway Jewelers Lose $7,855 
to Bandits 


Two armed robbers held up the store 
of Albert & Herman, retail jewelers at 
2019 Broadway, New York, on March 1, 
and escaped with diamonds and jewelry 
worth $7,855. 

Herman Inselberg, who operates the 
store in partnership with Albert Panpos, 
was alone in the store at 6.30 p. m., when 
the bandits entered. One of them raised 
a pistol, forcing the jeweler to the back 
while the other cleaned out the display in 
the window. A passerby who peered in 
the door frightened the robbers, and they 
threw the loot in a leather bag and 
rushed out of the store. 

They made their getaway in an auto- 
mobile, speeding downtown. 





Pre-organization Meeting of New 
York Chapter of American Gem 
Society 

The pre-organization meeting of the 
New York Chapter of the American Gem 
Society was held March 20 in the 24 
Karat Club Room, 608 Fifth Avenue. 
About 30 members of the trade interested 
in the program of educational work which 
the Society offers, listened to an address 
on “The Diamond,” by Sydney H. Ball, 
noted mining expert. Mr. Ball’s experi- 
ence as engineer of the project which 
opened up the diamond mines of the 
Belgian Congo, now one of the most 
important sources of diamonds today, 
made his remarks especially interesting. 
Following the address, Kenneth A. Van 
Cott, chairman of the organization com- 
mittee, spoke briefly on the objects and 
aims of the American Gem Society, call- 
ing on Richard H. Van Esselstyn of the 
program committee to outline the pro- 
posed activities of the New York Chapter 
of the organization. These included a 
minimum of four meetings a year, at 
which addresses by gem experts would 
be a feature of the program. Copies of 
“Guilds,” a brochure describing the “set- 
up” of the American Gem Society, the 
various branches of its organization, and 
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the educational opportunities offered, 
were distributed among those present. 
The current issue of “Gems & Gemology” 
was also given out. It was decided by 
vote to hold formal organization meet- 
ing, at which a constitution and by-laws 
will be adopted and permanent officers 
elected. 


Frederick M. Simons 


PHILADELPHIA, Pa., March 15.—Fred- 
erick M. Simons, president of Simons 
Bros. Co., 269 South 9th Street, died at 
his home in Swarthmore, Monday after- 
noon. He had been in failing health for 
several months. 

Born in Philadelphia, 81 years ago the 





Ls 


The Late Frederick M. Simons 





nineteenth of this month, the son of 
George W. and Mary Myerle Simons, he 
was educated in the Friends Central 
School, from which he went to France 
and Germany for seven years of study, 
divided about equally between those 
countries. On his return, he entered busi- 
ness with his father in the Simons Broth- 
ers Company, one of the leading silver 
manufacturing firms of the country, con- 
tinuing in this business all his life and 
becoming the president of the company. 
Of the seven children of his father’s 
family he was the last survivor. 

He is survived by 12 grandchildren and 
six daughters. 

The funeral was held Wednesday, 
with interment in West Laurel Hill 
Cemetery. 





Metropolitan Jewelers Plan Annual 
Ball in Cabaret 


The 16th anniversary celebration of 
the founding the Metropolitan Retail 
Jewelers Association will this year be 
held at the Congress Cabaret, Broadway 
and 51st Street, on April 28, it has been 
announced by Hyman Goldschmidt, presi- 
dent. Besides being the annual ball of the 
Association, the jewelers of Manhattan 
will take this occasion to pay a tribute to 
Phineas Peters, chairman of the Executive 
Board of Retail Jewelers Associations of 
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New York, and they regard the event as 
also a dinner given in honor of his long 
years of persevering effort “on behalf of 
retail jewelers of the city and nation.” 
Dinner, says Mr. Goldschmidt, will be 
served from 6 p. m. on, with the floor 
show beginning at 7.30. There will be 
door prizes, as usual, and a few an- 
nouncements made to members in an ad- 
joining room available for that purpose. 
Dancing will follow. 





William B. Ogush Now President 
of Katz & Ogush, Inc. 


Due to the resignation of Benjamin S. 
Katz as president of Katz & Ogush, Inc., 
to become president of the Gruen Watch 
Co., announcement has been made that 
William B. Ogush, previously vice-presi- 
dent, will assume the presidency of Katz 
& Ogush, Inc., effective April 1. Ben- 
jamin Ogush will carry on his duties 
as treasurer of the firm, whose offices 
and factory remain at 33 W. 60th St., 
New York. 

William B. Ogush takes charge of the 
sales of the company. In this capacity 
he announces that the characteristic 
K & O policies of quality manufacture 
will be continued as heretofore. Ben- 
jamin Ogush, whose talents in design 
and craftsmanship are widely recog- 
nized throughout the trade, continues 
his direction of K & O production. 

Referring to his resignation from Katz 
& Ogush Benjamin S. Katz makes this 
statement: 

“It is with the deepest regret that I 
sever my relations with the entire or- 
ganization—particularly with Ben and 
‘Billy’ Ogush. In my many years’ con- 
nection with them a relationship has de- 
veloped that is far finer than one usually 
finds between business associates. It is 
for this reason that, while I must re- 
linquish all active duties in Katz & 
Ogush, I will always be deeply interested 
in its welfare. I hope that my friends 
in the industry will continue to favor 
the organization with the same fine sup- 
port and cooperation that they have al- 
ways manifested.” 





George H. Spies 


Cuicaco, March 25—George Henry 
Spies, vice-president of Spies Bros., Inc., 
27 E. Monroe St., died suddenly on 
March 22 at his home, 1311 Winnemac 
Ave., after being actively engaged in 
business affairs at his office all day. He 
had only recently returned from a trip 
to Florida. 

Mr. Spies, who was 55 years of age, 
has been actively associated with the 
jewelry industry in Chicago since a very 
young man. For several years, since his 
brother, Fred A., died, he and his brother 
Richard F., who survives, have conducted 
the fraternity and school jewelry business 
established years ago. Deceased is also 
survived by his mother and a _ son, 
George, Jr. 

Mr. Spies was always active in civic 
and business affairs of the industry and 
city, and was a director of the Chicago 
Jewelers Association at the time of his 
demise. 





Texas-Louisiana Convention to Be 
Held at Houston, April 22, 23 and 24 


Houston, Texas, March 18.—Marcus 
Baerwald, Dallas, secretary, and R. D. 
Armstrong, Waco, vice-president of the 
Texas-Louisiana Retail Jewelers Associa- 
tion, recently visited Houston to discuss 
plans for the annual convention with 
officers of the Houston Jewelers’ and 
Watchmakers’ Association. April 22, 23 
and 24 are the dates selected, and the 
convention will be held at the Rice Hotel 
in this city. 

The coming convention is the 29th an- 
nual gathering of the Texas-Louisiana 
Retail Jewelers’ Association and is being 
held in Houston for the first time. It 
promises to be one of the best attended 
and most important in the history of the 
association. 

The Southwestern Trades Show to be 
held each year coincident with the State 
convention was initiated last year at 
Dallas. More than 50 representative 
lines were on exhibition and it proved a 
popular feature of the convention. The 
interest displayed by the exhibitors in 
making reservations for the 1935 show 
indicates that there will be double the 
number this year. 


Exhibit of Students’ Jewelry Designs 
at Providence Trade School 


Provipence, R. I., March 16.—The 
year’s work of the jewelry design and 
sample making classes at the Providence 
Trade School was completed last eve- 
ning, following a two nights’ exhibit of 
the students’ work. These were highly 
commended by a large number of promi- 
nent jewelry manufacturers of this city 
and the Attleboros who were in at- 
tendance. These classes, which have 
been attended by between 30 and 40 
young workers in local jewelry factories 
during the past winter, were started 
seven years ago under the direction of 
H. D. Hyland, principal of the trade 
school, and have been directed each win- 
ter by Lawrence M. Bayan, who is well 
known in the jewelry trade as a designer 
and production executive. Mr. Bayan 
received congratulations on the original- 
ity of designs and the excellent execution 
of the work, which included a great 
variety of subjects from hair ornaments 
to shoe buckles. 

Prize for designs by members of the 
class were awarded. Three medals were 
presented by Harvey & Otis Co. of this 
city, and a necklace, for the best work of 
a girl student, was contributed by the 
Jaeckel Manufacturing Co. of Providence. 
The prize winners were: First Prize for 
women—Rosaline Salvatore; first prize 
for men—Walter Kunzmann;_ second 
prize for greatest advancement—George 
E. Fournier; third prize for original 
designs and their execution in finished 
samples—George Guillette; prize for per- 
fect attendance—Arthur P. Kelley. 

The members of the Jewelry Design 
Class of 1934 have formed a permanent 
organization to be known as the Jewelry 
Designing Students’ Club. This club will 
hold meetings every two weeks. Law- 
rence M. Bayan, director of the class, 





is honorary president and adviser to the | 


club. 


Henry Green Elected President of 
Jewelers’ Fraternal Association 


The annual meeting of the Jewelers’ 
Fraternal Association was held March 14 
at 1.30 p. m. at 9-11-13 Maiden Lane, 
New York. Officers chosen to serve dur- 


Henry Green, president 


ing the ensuing year are as follows: 
President, Henry Green, Vogue Jewelry 
Mfg. Co., 11 Maiden Lane; vice-president, 
John Wirth; secretary-treasurer, William 
Underwood. 

Members elected to the board of gov- 
ernors included George Sternacker, two 
years; Arthur McGie, twe years; Ben 
Biffar, one year, and Ross Donaldson, 
to serve the unexpired term of Norman 
Ullrich. 

Ted Coords, retiring president, in his 
farewell address commented on the splen- 
did financial condition of the association 
and pointed to the dispatch with which 
all claims are settled as indicating one of 
the reasons why the organization has 
been able to maintain its membership up 
to the quota during difficult times, and 
has today a waiting list of applicants. 
He closed his remarks by thanking his 
fellow officers for their cooperation dur- 
ing his term of office, and expressed his 
appreciation to the members for having 
had the honor of serving as their presi- 
dent. 

The reports of the secretary and trea- 
surer, William Underwood, gave a sum- 
mary of the holdings of the association 
and the record of transactions through 
the year. George Sternacker, chairman 
of the membership committee, reported 
that nine new members had joined, to 
replace two lost by death and seven from 
non-payment of dues. The waiting list 
includes four applicants, he said. 

The members stood in silent respect 
while Mr. Coords read the list of de- 
parted members. 

A rising vote of thanks was tendered 
to George Frey, for the use of space in 
his office by the association. 
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Amendment to Jewelry Codes 
Approved 


WasuincTon, D. C., March 6.—The 
National Industrial Recovery Board t. 
day announced approval of amendment 
to the medium and low priced jewelry 
code and the code for the precious jewelry 
producing industry. 

Both amendments provide for the dele. 
tion of subsection c, section 1, of Schedule 
A, of the codes. This subsection is a, 
follows: 

“Where a fraternity controls the many. 
facture and distribution of its insignia 
under contract, it is an unfair trade prac. 
tice for unauthorized persons to many- 
facture, solicit, or accept orders for such 
insignia.” 

The amendments are effective as of 
date of approval, on March 4, for the 
medium and low priced jewelry code, and 
March 7, for the precious jewelry code, 

The deletion of subsection c, section 1, 
of Schedule A, is the outcome of a fight 
which has been waged against this sub- 
section for some time. It was claimed 
by those in opposition to it that it would 
have given the L. G. Balfour Co. and a 
few other manufacturers a virtual mo- 
nopoly upon fraternity jewelry business. 

W. G. Greene, Brochon Co., Chicago; 
Rawson L. Wood, J. R. Wood & Sons, 
Brooklyn, N. Y. and J. G. W. Schoen- 
thaler, Eisenstadt Mfg Co., St. Louis, led 
the fight against this subsection. 


Fifty Years in Business 


Boston, March 15.—The same year 
President Cleveland was first inaugurated, 
an alert young man of 21 impulsively re- 
signed from his job with a wholesale 
jeweler and started out in the wholesale 
business for himself. ‘Thus began the 
business of E. H. Saxton Co., well-known 
Boston wholesaler, 387 Washington St, 
now celebrating the completion of 50 
years in business. 

Among Mr. Saxton’s early business 
friendship that of Chas. H. Thorpe of 
Keystone Watch Case Co., and founder 
of The Keystone, stands preeminent. Mr. 
Saxton, still in active charge of the busi- 
ness of which he is treasurer, is also 
owner of the Leominster Shell Goods Co. 
Leominster, Mass. Other officers of the 
E. H. Saxton Co. are L. H. Cotton, presi- 
dent, and Edward W. Stone, vice-presi- 
dent and assistant treasurer. 


John A. Rohrall 


Cuicaco, March 19.—The trade here 
was shocked and surprised on March 3 
to learn of the death of John A. Rohrall, 
for many years in the diamond business. 
in Chicago. On Feb. 25 he went home 
with a cold and pneumonia quickly de- 
veloped, resulting in his death. 

Mr. Rohrall was born in Chicago 57 
years ago and when a young man became 
associated with the A. C. Becken Co., and’ 
about 30 years ago established his suc- 
cessful diamond business. 

He is survived by his widow and one 
sister. Burial was under the auspices of 
Boulevard Lodge No. 882, A. F. & A. M. 
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Rhode Island Firm Seeks Exemption 
From Medium and Low Priced 
Jewelry Code 


WasuincTon, D. C., March 19.—The 
National Industrial Recovery Board to- 
day announced the Clark & Coombs Co., 
Providence, R. I., has applied for an 
exemption to Article III, sections 1 and 
1(a) of the code of fair competition for 
the medium and low-priced jewelry code. 
These sections deal with the 40-hour 
maximum work week and the granting 
of a tolerance to tool makers, hub and 
die cutters of a longer week. 

Suggestions or objections to the above 
application must be filed with the Deputy 
Administrator before March 30. 





Hearing on Fair Trade Practice Provi- 
sions of Watch Assemblers’ Code 
at Waldorf, March 28 


Members of the Assembled Watch In- 
dustry received notice last month of an 
open hearing called by Dr. W. L. Schurz, 
NRA Deputy Administrator, to be held 
March 28 at the Hotel Waldorf-Astoria, 
New York, for the purpose of a general 
consideration of the fair trade practice 
provisions of the code. It was expected, 
however, that the controversial aspects 
of the discussion would center around the 
paragraphs on terms, about which there 
has been a good deal of dissatisfaction 
among members of the industry. 

Notice of the hearing followed the de- 
nial on March 8 by the NIRB of the re- 
quest of the Assembled Watch Industry 
Code Authority that a stay of the appli- 
cation of present terms provisions of the 
code be granted, which would permit 
January, February and March shipments 
to be billed as of April 1. The stay was 
refused on the grounds that it would work 
a hardship on the small manufacturer. 

Before this decision had been rendered 
by the NIRB, on March 8, the Benrus, 
Bulova and A. Wittnauer watch com- 
panies, all of New York, made applica- 
tion for exemption from the paragraphs 
setting definite terms and discounts (Ar- 
ticle VIII, sections 17 and 18). The ap- 
plication of the Benrus company was later 
withdrawn. Objections to these applica- 
tions were to have been filed before 
March 21. 

Following the denial of the stay applied 
for by the Code Authority, the following 
radiogram was sent by four members of 
the Code Authority to Donald Richberg, 
all members of the NIRB, and the heads 
of the various NRA divisions: 


Understand from newspaper an- 
nouncement that request of Assem- 
bled Watch Code Authority for lib- 
eralization of terms was denied on 
ground that it would work hardshit 
on small manufacturers. Stop. This 
decision, which overrules majority 
vote of Code Authority, was based 
on secret reports which proponents 
of request did not have opportunity 
to controvert and which we have 
good reason to believe were inaccu- 
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rate. Stop. The undersigned, con- 
sisting of majority of Code Author- 
ity, demand that these secret reports 
be made available to us and that a 
public hearing be called before above 
decision is put in effect, at which 
time we will produce overwhelming 
documentary proof that reasons given 
for above decision are directly con- 
trary to the actual facts. Stop. 
Practical effect of NRA overruling 
decision of Code Authority is to 
negative two of administration’s 
prime objectives, as it would curtail 
credit and retard continuity of em- 
ployment. Stop. In this connection 
qe refer you to testimony of retail 
jewelers at hearing on terms in 
wholesale jewelry code held at May- 
flower Hotel last Thursday. 

H. D. Henshel, 
Bulova Watch Company 

J. P. V. Heinmuller, 
Wittnauer Company 

George J. Gruen, 
Gruen Watch Company 

Clarence F. Bayer, 
Bayer, Pretzfelder @ Mills. 


The evidence presented at the whole- 
sale jewelers’ code hearing (March 7) 
here referred to included 65 telegrams 
from retail jewelers received by Charles 
T. Evans, secretary of the A.N.R.J.A., 
and presented by him as evidence at the 
hearing. These telegrams condemned 
the present terms provisions of the whole- 
sale code and requested that they be 
eliminated altogether. 

Opposition to any change of the present 
terms provisions of the Watch Assem- 
blers’ Code has its origin in the theory 
that the unusually long credits which had 
always prevailed in the trade were re- 
sponsible in part for the economic diffi- 
culties now being experienced; that re- 
tailers generally would be in sounder 
condition financially had they been re- 
quired to meet their obligations within 
more limited periods. Also, it is the con- 
tention of those in favor of the present 
terms that small manufacturers who are 
not in a position to finance the retailer 
would suffer a competitive disadvantage 
through their inability to extend longer 
credits should the present terms provi- 
sions be eliminated. 

The Watch Assemblers’ Code became 
effective Sept. 6, shortly after the whole- 
salers’ supplementary code was signed. 
It had been expected that the terms and 
other fair trade practice provisions of 
both these codes would be similar, because 
of the competitive nature of these two 
branches of the industry. However, the 
plan failed of execution, and when the 
wholesale code was promulgated it con- 
tained a provision permitting October, 
November and December shipments to be 
discounted at 2 per cent as of Jan. 15. 
This provision, not part of the assem- 
blers’ code, was protested by the import- 
ers as causing competitive disadvantage, 
and on Nov. 1 the assemblers were grant- 
ed the benefit of this three months’ privi- 
lege at the end of the year, which was to 
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put them on an equal footing with the 
wholesalers. 

The Watch Assemblers’ Code today 
contains terms provisions not provided 
for by the Wholesale Jewelers’ Code. It 
allows members of the industry to make 
bills payable for all merchandise of unit 
wholesale price of $20 and over, which 
is shipped between Jan. 1 and June 30, 
as of July 10; and, similarly, such mer- 
chandise shipped between July 1 and Dec. 
31, payable on Jan. 10 of the following 
year. It also allows note settlements, not 
exceeding 10 monthly notes, nor averag- 
ing over five months, by agreement with 
purchaser prior to shipment. No discounts 
are allowed on payments made according 
to the provisions of these terms. 

The request, denied by the NIRB, for 
a liberalization of terms provided for in 
the Watch Assemblers’ Code would per- 
mit the manufacturers to bill all watches 
shipped during January, February and 
March, as of April 1, with opportunity 
to discount until May 10. The whole- 
sale jewelers, on March 7, discussed a 
similar provision which Would make ship- 
ments during those months discountable 
until April 15. This proposed amendment 
to the wholesale code, however, was with- 
drawn by the Wholesale Jewelers’ Code 
Authority pending a reconsideration of 
the whole matter, so that the wishes of 
the wholesale trade could be more ac- 
curately ascertained. 


Pen Company Agrees to Stop Using 
“Duragold” and “Platigold” 
on Steel Pens 


WasHIncTon, D. C., March 14.—Un- 
fair representations in the sale of steel 
pens will be discontinued by the Ester- 
brook Steel Pen Mfg. Co., New York 
City, under a stipulation between the 
Federal Trade Commission and this com- 
pany. 

The company agrees to cease using in 
its advertising certain coined words of 
which the word “gold” is a part, so as no 
longer to tend to deceive buyers into be- 
lieving that the products so designated 
are composed wholly or partly of gold, 
when this is not true. The words “Dura- 
gold” and “Platigold” are not to be used 
so as to tend to deceive buyers into be- 
lieving that the article so branded is 
made in whole or in part of gold or of 
platinum or of an amalgam of gold and 
platinum. 

The stipulation points out that the re- 
spondent’s pens are not composed of gold 
or platinum or of an alloy of gold and 
platinum, but of a nickel chromium base 
electro-plated with gold. 


Prices of Silver Bars 


w..&. 
Government New 
London Assay Sell- York 
Date Official ing Price Official 
March 1 2678 59% 56% 
March 8 27 61% 58% 
March 15 27 +8 61% 59% 
March 22 27 +5 61% 59 
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NEWS PICTURES OF THE 


Above— Benjamin §. 
Katz, new president of 
the Gruen Watch Co, 
Cincinnati, Ohio. (See 
text on page 99) 


Left — Harold R. Haer, 

vice-president and gen- 

eral sales manager of the 
Gruen Watch Co. 


Above—Attractive window display at the store of the Cowell 

& Hubbard Co., Cleveland, Ohio, showing how the company 

cooperated in the electric clock advertising campaign. (See 
text on page 97) 


Acme Photo 


Above—Here is President 
Roosevelt’s place at the dinner 
which he tendered cabinet 
officers and their wives on the 
evening of March 4 in celebra- 
tion of his second anniversary in 
the White House. The Presi- 
dent’s plate is of solid gold. 


Above—Members of the Maiden 
Lane Outing Club ready for the 
beefsteak at the 11th annual ban- 
quet held at the Grand Street Boys’ 
Club, New York, Feb. 28. 


Right—Annual dinner of the Brook- 

lyn Retail Jewelers’ Association 

held March 3 at the St. George 

Hotel, Brooklyn. (See article on 
page 96) 
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FTC Charges Fraud in Stamping Pens 
as “Durigold 14” 


WasHiNncToN, D. C., March 20.—False 
and misleading representations in the sale 
of his products, fountain pens, is charged 
against Harry Sachnoff of 206-208 Broad- 
way, New York, in a complaint issued 
by the Federal Trade Commission. 

Sachnoff does business under the trade 
names of Park Row Pen Co. and Argo 
Pen-Pencil Co., Inc., and is engaged in 
the business of assembling and selling 
fountain pens at wholesale. 

Among other things, it is charged that 
the respondent advertises that he is a 
manufacturer of fountain pens and pen- 
cils, when, in fact, the commission charges, 
he neither owns, operates nor controls a 
factory. The complaint also points out 
that the respondent’s pen points are 
stamped “Durigold 14,” tending to de- 
ceive buyers into the belief that they are 
made of gold or gold alloy of 14-karat 
fineness, when, in fact, they are manu- 
factured of steel and are thinly gold- 
plated. 


New York Jewelry Store Manager 
Disarms Bandit and Delivers Him 
to Police 


Morris Kleine, sturdy manager of the 
jewelry store of Jacques LeRoy, 1506 
Third Ave., New York, took no nonsense 
from the bandit who pointed a gun at him 
through his pocket early the morning of 
March 15. An order to “stick-em-up” 
from a six-foot-two intruder only caused 
Mr. Kleine to kick the alarm bar and, 
with iron grasp, pinion the bandit’s arms 
to his sides. 

Mr. LeRoy opened the store that morn- 
ing at 9 a.m., with George Dannhauser, 
clockmaker, who arrived about the same 
time. At about 9.05 in walked a tall 
stranger who asked to see some watches. 
The jeweler laid a few on the counter. 
While this was going on Kleine came in, 
and Mr. LeRoy left the “customer” with 
him and went into the back of the store. 
Dannhauser remained in front, by the 
window, as is the custom in the store 
when customers that look suspicious ar- 
rive early in the morning. 

The stranger purchased a watch for 
$15 and a ring for $11 from Kleine, pay- 
ing cash. He asked that the ring be en- 
graved, said he would return that eve- 
ning, and left the store. Five minutes 
later he came in again, asking permission 
to use the washroom. Kleine, who was 
standing in the front of the store, di- 
rected him to a restaurant. After turn- 
ing to the door, the man wheeled sudden- 
ly, and pushing part way through the 
swinging gate leading behind the counter, 
he raised his hand in his pocket and 
muttered the order, “Stick ’em up.” 
Kleine went into action. Dannhauser 
kicked his alarm bar, and Mr. LeRoy, in 
the rear, came forward with gun in hand. 
At Kleine’s direction, Dannhauser got 
the gun from the bandit’s pocket and gave 
it to the manager, who kept it pointed at 
his head. With scores of people outside 
the store attracted by the siren, and with 
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two guns pointed at him, his own and 
Mr. LeRoy’s, the robber whispered, “You 
win.” 

Patrolman Samuel Zwerdling of the 
East 57th St. station arrived a few mo- 
ments later, taking the thoroughly cowed 
robber into custody. He gave his name 
as Arthur Diesner, 23, of the Bronx. 

Arraigned before Magistrate Overton 
Harris of the 57th St. Court on March 
16, Diesner was held in $5,000 bail pend- 
ing indictment by the Grand Jury. 








State Convention Dates So Far 
Announced: 


April 7, 8—Oklahoma at Oklahoma City. 

April 21, 22—South Carolina at Greenville. 

April 22, 23—Texas-Louisiana at Houston, 
Texas. 

May 5, 6—Maryland-Delaware-District of 
Columbia at Wilmington, Del. 

May 6, 7—lllinois and lowa at Dubuque, 
lowa. 

May 13, 14—Wisconsin at Fon du Lac 

May 27, 28—New York at New York City. 

June 3—Maine at Portland Country Club. 

June 23, 24, 25—North Carolina and Vir- 
ginia at Raleigh, N. C. 

August 26-30—30th Annual Convention, 
American National Retail Jewelers Associa- 
tion at New York. Convention Hotel will be 
announced shortly. 

Sept. 9-12—National Association of Credit 
Jewelers at Chicago. 








Movement on Foot to Develop 
Diamond Cutting Industry 
in Germany 


WASHINGTON, D. C.—A movement is 
on foot to develop a domestic cutting in- 
dustry in Germany through all stages 
from the crude stone to the finished dia- 
mond, according to a report from the 
American consulate-general, Frankfort- 
on-Main, made public by the Commerce 
Department. 

German diamond cutters, it is pointed 
out, have been obliged to depend on the 
Belgian diamond industry almost ex- 
clusively. A resolution adopted by the 
Belgian industry to discontinue business 
with the German cutters, the report 
states, would have brought about com- 
plete extinction of the German industry 
if carried out with complete solidarity. 
However, many Belgian diamond con- 
cerns refused to sever their German con- 
nections and two of them removed to 
Hannau, Germany, with their entire 
equipment and trained workers. 

In order to emancipate the German 
diamond-cutting industry from all de- 
pendence on foreign groups, it is pointed 
out, the Germans must learn the cleav- 
ing, sawing and polishing, that is, the 
stages previously performed in Belgium 
preparatory to sending the stones to Ger- 
many to be cut. 

Great hopes are attached to the two 
Belgian concerns which have moved to 
Hannau with their apparatus and highly 
trained specialists, the report states. The 
latter are looked to educate a number of 
young Germans in the art of diamond 
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cleaving and sawing. It is stated that 
no expense will be spared in securing the 
instructors so as to place this important 
industry entirely on an independent basis. 





Watch Complaint Dismissed Through 
Presidential Executive Order 


WaAsHINGTON, D. C.—The complaint of 
the American Jeweled Watch Manufac- 
turers’ Association under Section 3(e) 
of the NRA act has been dismissed 
through a Presidential executive order. 
The association complained against im- 
ports, legal and illegal of certain watches, 
watch movements, and parts of watch 
movements. The executive order is as 
follows: 

“A complaint under Section 3 (e) of 
the National Industrial Recovery Act 
addressed to me by the American 
Jeweled Watch Manufacturer’s Asso- 
ciation of the United States has been 
filed with the National Recovery Ad- 
ministration alleging that certain move- 
ments are being imported into the 
United States on such terms or under 
such conditions as to render ineffective 
or seriously to endanger the mainte- 
nance of the President’s Reemployment 
Agreement, under which the domestic 
industry is operating. 

“After an examination of said com- 
plaint and of the report and recom- 
mendation of the National Industrial 
Recovery Board, with respect thereto, 
I find that the facts do not warrant 
further investigation in accordance 
with Section 3(e) of said Act. 

“T, therefore, direct that no further 
action be taken with regard to said 
complaint and that the complainant be 
so notified.” 





Bandit Robs Johnstown, Pa., Jeweler 
and Evades Police 


PiTTsBuRGH, Pa., March 15.—A daring 
daylight bandit, who recently bound and 
gagged John K. Lutzke in his Clinton 
street jewlery store, Johnstown, Pa., 
escaped with merchandise valued at 
$1,000. 

Breaking his bonds a half hour later, 
the proprietor, alone in the store, dragged 
himself from the back room and by his 
shouts attracted passers-by on the side- 
walk. Police were obliged to enter the 
establishment through a cellarway, as the 
bandit had made off with the front door 
key he had taken from Lutzke’s pocket. 

The bandit was identified by the pro- 
prietor as a stranger who left a watch 
with Lutzke for repairs several days pre- 
viously. Calling for the article shortly 
after the store opened, he asked to look 
over a set of cufflinks, then leveled a re- 
volver at the proprietor, herded him into 
a corner and robbed the place of 45 
watches, 15 diamond rings, and other 
jewelry. 

Although teletype warnings were sent 
out by the Pennsylvania state police, and 
highways in the vicinity, as well as bus 
and taxicab terminals, were carefully 
guarded and checked, the bandit made his 
escape. He was reported to have spent 
the previous night at a Johnstown hotel 
but he had not registered. 











Birmingham, Ala., City Commission 
Places License Fee of $15 
on Old Gold Canvassers 


BirMINGHAM, ALA., March 15.—Li- 
censes of $15 have been ordered by the 
Birmingham City Commission against 
house to house canvassers soliciting old 
gold, silver or jewelry. 

The city ordinance places a license of 
$100 on dealers but stipulated a mini- 
mum of $100 under the general merchan- 
dise schedule where buying of old gold 
and other metals is a side line and will be 
added to the gross receipts where the 
license is fixed on a percentage basis. 





Annual Meeting of Maiden Lane 
Historical Society 


At the annual meeting of the Maiden 
Lane Historical Society held at the rooms 
of the Jewelers Security Alliance, 15 
Maiden Lane, New York, Thursday, 
March 28, officers and trustees were 
chosen for the coming year. The ticket 
slated unanimously was: 

President, Henry T. Abbot; Vice-presi- 
dents, A. CL. Brown, George E. Fahys, 

‘ Joseph D. Little, G. H. Niemeyer, Wil- 
liam Post Sackett and Otto D. Wormser, 
Secretary-Treasurer, Edward H. Dean; 
Historian, Albert Ulmann. 

Trustees: H. A. Bliss, H. H. Dillingham, 
Frank Jeanne, August Oppenheimer, Lee 
Reichman, William I. Rosenfeld, Frank 
Sloan, T. Edgar Willson, Walter N. Kahn, 
Henry C. Barthman, M. D. Rothschild 
and Maurice Tischman. 


—_—_—_ 


N.R.A. Stops Maximum and Minimum 
Contributions to Enforce Codes 


Wasuincton, D. C., March 18.—The 
National Industrial Recovery Board to- 
day announced that in the future no bases 
of code contribution will be approved 
which provide for certain fixed minimum 
or maximum contributions, flat assess- 
ments of uniform amounts for all mem- 
bers of an industry, or sliding scale con- 
tributions providing variations by 
brackets. 

Exceptions to this rule, the Board an- 
nounced, will be made only on the show- 
ing of unusual circumstances justifying 
the exception and involving the practical 
impossibility of establishing a more equi- 
table basis. 

This ruling will not affect budgets and 
bases of contribution already approved; 
they will remain in effect until the end 
of the budgetary period. 

The intention of the ruling, it was ex- 
plained, is to provide a spread of code 
administration expenses as nearly paral- 
lel with the spread of the industry’s busi- 
ness as possible. Except in isolated cases 
fixed minimum and maximum contribu- 
tions, flat rates per establishment and 
sliding scales have been to some extent 
inequitable in operation. The substitution 
of a uniform sales percentage or per em- 
ployee rate, for example, will result, it is 





believed, in eliminating such inequities 
and will in most cases be less burden- 
some on the smaller establishments. 

The language of the Board’s ruling 
follows: 

“Hereafter budgets and bases of con- 

tribution will not be approved which pro- 
vide for: 
_ (1) Fixed minimum contributions establish- 
ing a minimum amount which each member shall 
pay regardless of the application of the basis 
of contributions to him; oie : 

(2) Fixed maximum contributions establish- 
ing a maximum amount greater than which no 
member shall pay regardless of the application 
of the basis of contribution to him; ’ 

“(3) Flat contributions which are uniform 
in | nana for all members of an industry or 
trade 


“(4) Sliding scale contributions which pro- 
vide for increased or decreased payments in 
accordance with specified brackets of the basis 
of contribution. 

“Exceptions to this ruling will be made 
only on the showing of unusual circum- 
stances justifying the exceptions and in- 
volving the practical impossibility of 
establishing a more equitable basis. 

“Budgets already approved containing 
provisions as above described will remain 
in effect until the end of the budgetary 
period.” 


—_——- 


Eugene C. Healy 


ATTLEBORO, Mass., March 1.—The fu- 
neral of Eugene C. Healy, of the manu- 
facturing jewelry concern of J. T. Healy 
& Son of Dunham St., this city, was held 
from St. Mary’s Church, Pawtucket, R. I., 
a couple of days ago and burial followed 
at St. Mary’s Cemetery, Attleboro Falls. 
Mr. Healy died at his home in Paw- 
tucket, Feb. 25, after a short illness which 
had been preceded by a considerable 
period of failing health. 

A native of North Attleboro and son 
of the late Mr. and Mrs. J. T. Healy, the 
deceased entered the jewelry business 
with his father nearly a quarter of a 
century ago and succeeded him in oper- 
ating the concern after the latter’s death. 
He is survived by his widow, two sons, 
two daughters and a sister. 


Badges Issued to Citizens Not on 
Relief Rolls 


Cuicaco, March 25—Almost 1000 small 
red, white, and blue buttons, bearing the 
notice, “Just a Taxpayer: Neither on 
Dole Nor Public Pay Roll,” have been 
distributed to Chicago business men by 
Warren Piper, founder of the Inter- 
fraternity Club, after he made an ad- 
dress at a luncheon of the Cornell Uni- 
versity Alumni society of Chicago. Mr. 
Piper is a gem importer. 

“With from 25 to 35 million persons 
in the United States either on the pub- 
lic pay roll or the dole, it is time the 
citizens who are paying for all this have 
some decoration or distinguishing mark 
except tax receipts,’ Mr. Piper said. 

He announced that during the after- 
noon he had received seven requests 
from business men’s clubs to repeat his 
address and distribute more of the em- 
blems. 
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Beware of This Man 


Paterson, N. J., March 20.—Jewelers 
are warned to beware of a man who re. 
cently swindled Jacob W. Goldstein, , 
jeweler at 420 Main St., of rings valued 
at $590, by working the old “Switch” 
game. 

The description of the man who visited 
Mr. Goldstein is as follows: He is 44 
years of age, 5 feet 8 inches tall and has 
brown eyes and black hair. He weighs 
166 pounds. 

Any jeweler whom this man may visit 
should notify the Paterson, N. J., police 
at once. 


Brooklyn Jewelers Hold Tenth Annual 
Banquet Celebrating Founding of 
Association 


True to form, the banquet and ball of 
the Brooklyn Retail Jewelers Association, 
held at the Hotel St. George, March 3, 
was one of the most enjoyed and enjoy- 
able trade social events of the season. 

After a delicious meal the members 
and guests settled in their chairs to lis- 
ten to a few short, spirited addresses, 
followed by the stimulating report of the 
“situation” in Vienna from Herr Sigis- 
mund Strauss, alleged to be a jeweler of 
that city, but more familiarly known as 
“Doc Sims.” Dancing followed an amus- 
ing floor show. 

Seated at the table of honor were 
Phineas Peters, president of the associa- 
tion, and Mrs. Peters, and many of the 
leaders of the various retail associations, 
These included Samuel Feldman, Charles 
T. Evans, William Wagner, and their 
wives, and Mr. and Mrs. Robert Lipton, 
and David Greenberg and lady. 

Mr. Lipton, chairman of the Arrange- 
ments Committee, introduced “Dave” 
Greenberg, who acted as toastmaster with 
his usual glamorous aplomb. 

During the course of the evening the 
assemblage rose for a minute of silent 
tribute to Martin Peters, deceased, 
brother of the president of the organiza- 
tion. 

Souvenirs for the ladies were large 
ashtrays, and for the men, Elgin-Ameri- 
can razors. Firms contributing door 
prizes and other souvenirs included 
Kastenhuber & Lehrfeld, A. Cohen & 
Sons, Inc., L. Luria & Son, Salzman Bros., 
Nathan Braunstein, W. A. Sheaffer Pen 
Co., and the L. E. Waterman Co. 





Grant J. Shaffner 


LANCASTER, Pa., March 5.—Grant J. 
Shaffner, 26, well-known local jeweler, 
died March 1 at his home 141 S. Marshall 
St. of complications after an illness of ten 
days. 

He was born in Maytown, a son of the 
late Jacob and Minnie Reickard Shaffner 
and was a member of St. John’s Lutheran 
Church, Artisans, Elks, and Sigma Delta 
Rho fraternity. He was graduated from 
Lancaster High School in the class of 
1928 and from Franklin and Marshall 
College in 1931. 

Besides his widow, he is survived by 
three brothers and sisters. 
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Diamond and Gem Imports During 
January 


wasuincTon, D. C., March. 20.—Im- 
ports of diamonds during January are 
shown in the statistics just compiled by 
the Division of Foreign T rade Statistics 
to amount to $1,665,843. Of this amount, 
the value of rough and uncut diamonds is 
placed at $260,260, and that of the cut 
and unset at $1,405,583. 

Belgium is credited with the largest 
of imports of both rough and cut stones. 
The rough imports from the Union of 
South Africa amounts to $31,454. 

During the same month we imported 
pearls of $14,012; rough precious stones, 
$2,485; cut precious stones, $73,889; imi- 
tation precious stones (except opaque), 
$104,271, and imitation opaque and imita- 
tion pearls, $6,221. 





Watch Case Company Asks 
Code Exemption 


WasHincTon, D. C., Mar. 15.—It was 
reported last month that the Star Watch 
Case Co., Ludington, Mich., had made 
application to the National Industrial Re- 
covery Board for an exemption from 
Article III, section 1, of the Watch Case 
Manufacturing Industry Code. Section 
1 of Article III provides for working 
hours each week. In the report published 
last month it was stated that the above 
section provides that no person under 16 
shall be employed in the industry and 
none under 18 engaged at hazardous oc- 
cupations, which was in error, as that 
part of the code is covered in Article V, 
Section 1. 





Repairs by Jewelers in New York City 
Not Subject to Municipal Tax 
of Two Per Cent 


In response to many questions as to the 
status of jewelry and watch repairs un- 
der the New York City Unemployment 
Relief tax of 2 per cent, we print the 
following excerpt from the Rules and 
Regulations of the tax law: 

“Persons repairing watches, clocks, 
jewelry, silverware and the like, are con- 
sidered to be engaged primarily in the 
business of rendering service, and to be 
the consumers of such tangible personal 
property as is used incidentally in the 
rendering of such services and required 
to pay the tax to their venders.” 

This means that the watch material 
and jewelers’ supplies dealers who sell 
these articles to the jeweler are re- 
sponsible to the city for payment of the 
tax and must collect it from their store- 
keeper customers who are in this case 
regarded as consumers. 


Frank Wachter 


Frank Wachter, inventor of the Wach- 
ter Safety Ball-Bearing Bow, introduced 
about 15 years ago in this country by the 
Star Watch Case Co., and in England by 
the Dennison Watch Case Co., died on 
March 13 in the Lenox Hill Hospital, 
New York, after an illness of several 
months. He was 67 years old. 

Born in Switzerland, Mr. Wachter 
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came to the United States about 35 years 
ago. He leaves his widow, Mrs. Martha 
Wachter, and two children. 





Importer Agrees to Change Display 
Cards Showing Exaggerated Prices 


WasuIncTon, D. C., March 25—Under 
a Federal Trade Commission order to 
which the respondents have consented, L. 
Heller & Son, Inc., and The Heller- 
Deltah Co., Inc., of New York City, are 
to cease and desist from certain trade 
practices complained of by the Commis- 
sion, in the sale in interstate commerce 
of imitation pearls, necklaces and similar 
articles sold under the trade name “La 
Tausca.” 

The Commission’s complaint charges 
the respondents with marking containers, 
display cards, labels, et cetera, with fic- 
titious prices, tending to make buyers 
believe that the imitation pearls and neck- 
laces were being sold at below the cus- 
tomary prices. 








Beware of fraudulent subscription 
agents. Place your subscriptions to 
JEWELERS’ CIRCULAR-KEYSTONE 
with no one unless he can show a 
letter of authority written on our 
letterhead. 





———_-_— 
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Cleveland Jewelers Tie In On Electric 
Clock Advertising Campaign 


CLEVELAND, On10, March 15.— The 
Electrical League of Cleveland desig- 
nated March as electric clock month and 
planned an extensive campaign to pro- 
mote sales. This campaign was carried 
on through the three daily metropolitan 
newspapers, 22 community newspapers, 
19 foreign language newspapers, and the 
class magazines, each week during 
March. 

Each one of these ads carries the 
thought of the appropriateness of an elec 
tric clock as a gift and these important 
facts about electric clocks: (1) An Elec- 
tric Clock Gives Correct Time All the 
Time; (2) An Electric Clock is as De- 
pendable as Electric Light; (3) Electric- 
ity Operates an Electric Clock Five Days 
for One Cent. 

The 24 Karat Club of Cleveland and 
Northern Ohio, sensing a distinct loss to 
the jewelry trade if this campaign were 
successful and clock sales promoted 
through radio stores, hardware stores, 
and other outlets, immediately mapped 
out a campaign to draw the attention of 
the public to the jewelry stores as the 
logical and rightful place to buy their 
clocks. 

The committee received permission to 
tie up their newspaper advertising direct- 
ly next to the Electrical League ads, and 
several layouts were submitted to the 
Club for the approval of its membership. 

A meeting of all of the jewelers in the 
Cleveland district was then called to 
present the cooperative plan of the vari- 
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ous promotional ideas, and the reason 
why every jeweler and associate should 
assist in this campaign. 

Colorful display cards bearing reprints 
of the newspaper ad were given out, on 
the back of which were stickers reading: 
“Will You Help Bring the Jewelry Busi- 
ness Back Into the Jewelry Store? Please 
Cooperate By Giving This Card Promi- 
nent Display During the Entire Month of 
March. Let’s Make Cleveland Jewelry 
Store Conscious.” 

The window at the Cowell & Hubbard 
Co.’s store, Cleveland, Ohio, shown on 
page 94, was trimmed by H. A. Erickson 
and used March 18-25. It was produc- 
tive in both sales and attention value. 
The campaign proved unusually suc- 
cessful. 





Sigmund L. Lederer 


ProvipENCE, R. I., March 22.—Sigmund 
L. Lederer, treasurer of the S. & B. 
Lederer Co., and president of the Provi- 
dence Stock Co., both identified with the 
manufacturing jewelry industry, died 
yesterday at his home, 72 Mawney Street, 
after an illness of several months, in his 
86th year. He was one of the oldest man- 
ufacturing jewelers in the country, both 
in age and association with the industry, 
and few concerns were better known 
throughout the trade than the two of 
which he was the active and directing 
force for many years. Mr. Lederer was 
also identified with large realty holdings 
in this city, and financially interested in 
several manufacturing and commercial 
corporations. 

He was born in Austria, Feb. 2, 1850, 
and came to the United States at the 
age of 17, settling at Attleboro, Mass., 
where he larned the jewelry trade. Com- 
ing to Providence, he formed a partner- © 
ship in 1874 with his brother, the late 
Benedict B. Lederer, and the late Edward 
F. Seery, for the manufacture of jewelry 
under the name of Seery & Lederer, lo- 
cated in Summer Street. Three years 
later the Lederers acquired Mr. Seery’s 
interests and the firm style was changed 
to S. & B. Lederer Co. 

In 1882 they acquired the land at the 
corner of Stewart and Conduit Streets, 
and erected a five story brick block to 
take care of their rapidly growing busi- 
ness. In May, 1899, they purchased the 
business of William K. Atwood, then 
located on Mason Street, which special- 
ized in high grade gold-filled chains. In 
July of that year both the S. & B. Lederer 
Co. and the Providence Stock Co. were 
incorporated under the laws of Rhode 
Island. Owing to the increase in their 
business the Lederers late in 1899 began 
two additional stories to their building, 
making seven stories, also an annex on 
Stewart Street. Upon the completion of 
these additions the Atwood plant was he- 
moved thereto. 

From time to time the Lederers ac- 
quired by purchase several manufactur- 
ing jewelry plants whose names were 
prominent in the trade a quarter to half 
a century ago. 

His widow, four daughters, twelve 
grandchildren and four great-grand- 
children survive. 

















Compliance and Enforcement Regional 
Officers for Retail Jewelry Trade 


A meeting of officials of the Regional 
Board of the NRA and 350 representa- 
tives of Code Authorities in the Metro- 
politan area was held March 8 at the 
Hotel Pennsylvania in New York, and 
upheld the present set-up of the adminis- 
tration. 

Mrs. Anna M. Rosenberg, New York 
Regional Director, who called the con- 
ference emphasized the need to expedite 
cases adding that “what is fundamentally 
good in NRA will and must remain until 
Congress sees fit to change it.” 

William D. McNeil, chairman of the 
National Retail Jewelry Code Authority, 
Inc., attended the meeting and reported 
that the retail jewelry trade has now been 
divided into nine compliance and en- 
forcement districts which it is felt sure 
will greatly speed up action on com- 
plaints. The new set-up is as follows: 


COMPLIANCE AND ENFORCEMENT REGIONAL 
OFFICES 


Region No: 1—Merton L. Emerson, 
Regional Director, 80 Federal St., Boston, 
Mass. States: Massachusetts, Maine, 
New Hampshire, Rhode Island, Vermont, 
Connecticut. 

Region No. 2—Mrs. Anna M. Rosenberg, 
45 Broadway, New York City. State: 
New York. 

“Region No. 3—L. J. Martin, Acting 
Regional Director, Lenox Building, Wash- 
ington, D. C. States: New Jersey, Dela- 
ware, District of Columbia, Maryland, 
Pennsylyania, North Carolina, Virginia. 

Region No. ¢#—William L. Mitchell, 


Regional Director, 625-637 Citizens & 
Southern Natl. Bank Building, Atlanta, 
Georgia. States: Alabama, Florida, 


Georgia, Mississippi, Tennessee, Louisi- 
ana, South Carolina. 

‘Region No. 5—Benedict Crowell, Re- 
gional Director, Bulkley Building, Cleve- 
land, Ohio. States: Kentucky, Michigan, 
Ohio, West Virginia. 

Region No. 6—C. F. Rumely, Regional 
Director, Wrigley Building, Chicago, Ill. 
States: Illinois, Indiana, Missouri, Wis- 
consin. 

Region No. 7—A. F. Cook, Regional 
Director, 511 Federal Building, Omaha, 
Neb. States: Colorado, Iowa, Nebraska, 
North Dakota, South Dakota, Minnesota, 
Wyoming, Kansas. 

Region No. 8—Ernest L. Tutt, Regional 
Director, Republic Bank Building, Dallas, 
Texas. States: Arkansas, New Mexico, 
Oklahoma, Texas. 

Region’ No. 9—Donald Renshaw, Re- 
gional Director, Humboldt Bank Build- 
ing, San Francisco, Calif. States: Cali- 
fornia,’ Arizona,’ Idaho, Montana, Ne- 
vada; Oregon, Washington, Utah. 

At’ a meeting of the National Retail 
Jéwelry Code: Authority held at head- 
quarters in New York on March 12 the 
following telegram was sent to Senator 
Pat Harrison, Chairman of the Finance 
Committee, Washington, D. C.: 

At its meeting yesterday the Chair- 
man of the National Retail Jewelry 
‘Code Authority Incorporated was au- 
thorized ‘by unanimous vote to go on 
record before the Finance Committee to 











the effect that as a result of a question- 
naire to retail jewelers and of general 
observation it is the opinion of this Na- 
tional Code Authority that retail jewel- 
ers and especially the small retail 
jewelers of the nation are in favor of 
the extension of the Retail Jewelry 
Code of Fair Competition. 

WituraM D. McNet, Chairman. 





Ross Donaldson Elected President of 
the Maiden Lane Outing Club 
At the 11th annual meeting of the 


Maiden Lane Outing Club, held on March 
15 at 9 Maiden Lane, New York, the 
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Ross Donaldson, President 


following officers were chosen to serve 
during the ensuing year: Ross Donald- 
son, president; Samuel Cohen, vice-presi- 
dent, and J. L. Grant, secretary-trea- 
surer. 

Howard Hetherington, retiring presi- 
dent, presided at the meeting. In his 
farewell address, he sketched a brief his- 
tory of the Club, explaining that al- 
though officially it is only 11 years old, 
its real beginnings go back to 1895. At 
that time, he said, “a number of the boys 
associated with Cross & Beguelin at- 
tended a house party given by Al Poltock 
in his new home in Rutherford, N. J. 
Among those present were two of our 
most distinguished members, Charles 
Tonry and William Lenhart. A _ field 
lunch of frankfurters and beer, followed 
by baseball and cards, established the 
now famous pattern for Maiden Lane 
Club Outings. A full dinner followed at 
the Poltock home. In the years that fol- 
lowed, summer picnics were held in vari- 
ous places, including Bachman’s Brewery, 
Clifton, and Eckstein’s Brewery, on Staten 
Island.” 

After the report of Mr. Grant, Robert 
Quayle, chairman of the Summer Outing 
Committee, announced that the Outing 
this year wil be on Saturday, June 8, at 
the Elks Club, Oakwood Heights, Staten 
Island. 

Surprise event of the meeting was the 
presentation to Jerry Grant of a fine 
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desk set, engraved with his name ang 
with an appreciation of his services a, 
secretary-treasurer for 11 years. The 
presentation was made by Max Z, Stein, 
who accompanied the gift by a Moving 
address in honor of Mr. Grant. 


Financial Statement of National 
Jewelers Mutual Fire In- 
surance Company 


NEENAH, Wis., March 15.—According 
to the annual financial statement of the 
National Jewelers Mutual Fire Insurance 
Co., assets as of Dec. 31, 1934, were listed 
at $233,522, with total liabilities at $57,. 
588, and surplus over all liabilities of 
$175,963. “Since 1914, when the company 
began business, more than a million dol- 
lars has been paid to policyholders for 
losses and dividends,” the statement says, 

With one exception, all the officers and 
directors of the company are retail jewel- 
ers, well known in the trade, and most 
of them have served in their capacities 
since the organization of the Jewelers 
Mutual. They are: President, W. H. 
Upmeyer, Milwaukee; vice - president, 
A. C. Hentschel, Milwaukee; treasurer, 
H. F. Stecher, Milwaukee; secretary, 
A. W. Anderson, Neenah; assistant sec- 
retary, I. W. Andersen, Neenah. Direc- 
tors: J. R. Chapman, Oshkosh; T. J. 
Dale, Kenosha; John P. Hess, Fond du 
Lac; Len M. Nelson, Madison; J. H. 
Stouthamer, Milwaukee. 

During the five-year period, 1930-1934, 
dividends returned to __ policyholders 
amounted to $239,296; fire and wind- 
storm losses paid, $222,314. The assets 
of the company increased $36,140 during 
this time, and the increase in surplus 
was $58,444. 





John W. Solar 


CINCINNATI, On10, March 16.—John W. 
Solar, vice-president of the E. & J. 
Swigart Co., passed away suddenly on 
March 2. He was 75 years old. 

Mr. Solar was born in Toledo, Ohio, 
and came -to Cincinnati when 19 years 
old. He-had been identified with the 
company continually since the date of its 
founding, more. than a half century ago. 

He came to Cincinnati from Toledo, 
Ohio, with Eugene Swigart when the E. 
& J. Swigart Co. was founded, and upon 
the death of Eugene Swigart, then presi- 
dent of the company, Mr. Solar was 
called. to the management of the business 
and became vice-president, which title 
he held until the time of his death. 

While not actively engaged in the busi- 
ness management for the past seven years, 
he was a daily visitor at the office, and 
still displayed a keen interest in the com- 
pany’s affairs. 

Apparently in good health and excellent 
spirit, he spent most of Friday, March 1, 
at his désk in the office, but upon investi- 
gating his failure to make his accustomed 
appearance Saturday morning he was 
found dead in his rooms, where he had: 
passed away some hours earlier. 

The remains were cremated after fu- 
neral services were held in this city. 
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Omaha Jewelers’ Guild Elects 
Morgan Dorcy 


Omana, Neb.—Thirty local jewelers 
met here at the Elks Club March 14 
to elect Morgan Dorcy, of the Louis A. 
Borsheim Co., Inc., 1614 Farnam St., as 
president of the Omaha Jewelers Guild. 
Mr. Dorcy has been in business in Omaha 
for more than 20 years. 

Other officers chosen included Ben 
Haines, vice-president, and Charles War- 
ner, secretary and treasurer. 

Mr. Dorcy told the members about 
the recent Western States Jewelers’ Show 
at Los Angeles, which he attended. 





Benjamin Katz Becomes President 
_ of Gruen Watch Co., Cincinnati 


ne of the most important notices made 
to the trade in recent years has been 
issued by Fred G. and Geo. J. Gruen 
in announcing the appointment of Ben- 
jamin S. Katz as president of the Gruen 
Watch Co. 

Mr. Katz has resigned his presidency 
of Katz & Ogush, Inc., prominent manu- 
facturers of platinum jewelry and watch 
cases, to assume his new office at Gruen. 

The new executive officers of the Gruen 
Watch Co., appointed at the last meeting 
of the Board of Directors, are as fol- 
lows: Fred G. Gruen, chairman of the 
Board; Benjamin S. Katz, president; 
Geo. J. Gruen, first vice-president and 
treasurer; Harold R. Haerr, vice-presi- 
dent and general sales manager; Wm. C. 
Blackham, vice-president and comp- 
troller; George T. Gruen, secretary and 
‘horological superintendent. 

In announcing these appointments to 
the Jeweers’  CincULAR-KeysToNE;* Mr. 
“Gruen’s letter also states, in part: 

'“In order to continue and to broaden 
the successful Gruen management, we 
have for some time sought the services 
of an experienced merchandise executive, 
one who has been successful in both a 
manufacturing and selling capacity and 
who. is a design creator. We feel quite 
certain that we have found such a man 
in Benjamin S. Katz.. At our solicitation, 
Mr. Katz has become financially inter- 
ested in our company, severing his rela- 
tionship with Katz & Ogush, Inc., and 
hereafter will devote his entire time to 
this business. It is with a great deal 
of pleasure that my brother George and 
I announce the addition of Mr. Katz to 
our official family.” 

Mr. Katz made the following state- 
ment: “It is with a great deal of plea- 
sure and no little pride that I received 
the invitation of Fred G. and Geo. J. 
Gruen to assume the presidency of their 
company and hope to justify their con- 
fidence in selecting me for a position of 
such great responsibility. 

“I am not unmindful of the high ideals 
that have always motivated those who 
direct the activities of the Gruen or- 
ganization. It is my intention to foster 
those principles faithfully. Plans are 
‘Row being formulated for a manufactur- 
ing, merchandising and advertising -pro- 

jgram that will not only enable us to 
maintain our position of style leadership 
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in this industry, but will also permit us 


- to take a leading position from a stand- 


point of price competition, without sacri- 


- ficing Gruen quality.” 





Business Conditions in Providence 
and the Attleboros 


ProvwwENCE, R. I., March 25—Follow- 
ing the receipt of a goodly volume of 
business in the early weeks of the. year, 
manufacturing jewelry plants of this city 
and the Attleboros have entered the sea- 
sonable doldrums which annually ease 
up activities. Notwithstanding this fact, 
however, executives in the industry are 
cheerfully optimistic and encouraged at 
the prospects, feeling that the current 
level of operations is fully up to that 
experienced at this time in 1934. 

Payrolls in the combined jewelry and 
silverware trades during February 
showed an increase of. 8.4 per cent over 
the total in the preceding month and 
topped the 1934 total by the encourag- 
ing figure of 15.6 per cent, according to 
statistics released a few days ago by 
the Brown University Bureau of Business 
Research. Employment, which after 
reaching high levels during October and 
November of last year, fell off sharply 
during December, but rebounded again 
during the opening month this year. Fig- 
ures compiled by the State Department of 
Labor reveal that the January total this 
year was 8.3 per cent above that of the 
previous month and was at a point 5.9 
per cent above the 1934 aggregate. 

The chief bright spot in the current 
situation is the vastly improved sentiment 
among plant heads as they look forward 
to a year which they hope will prove as 
good as, if not better than 1934. During 
the past year, says the Brown survey, 
many jewelry manufacturing plants have 
been able to write their financial state- 
ments in black ink in contrast with the 
situation which was experienced in the 
immediately preceding periods. Officials 
have become more accustomed to the fact 
that. seasonable dull periods are to be 
expected in their industry and are now 
planning increased activity in the field 
of merchandising when the buying move- 
ment is resumed. = =°= "= =~ ~~ 

One promising factor in the outlook is 
the modest proportions of retailers’ inven- 
tories which have been brought forward, 
resulting from the fact that stores did 
not overstock last year and the excellent 
business volumes recorded in the recent 
Christmas buying season. 


The “Town Criers,” traveling jewelry 
salesmen and boosters of the Cincinnati 
jewelry market, are still conducting their 
ambitious efforts regardless of..recent ac- 
cidents in their ranks. - Maury Soloman, 
vice-president, was recently in an auto- 
mobile accident near Springfield, Mo., 
and came out with his left arm broken 
and his right thrown out of place. Boris 
Litwin was laid up with an ankle frac- 
ture, and Clarence Loeb, chairman of the 
entertainment committee, was in Kansas 
City, Mo., during the recent dust storm 
and got his eyes full of dust. He had to 
discontinue work for.a time, 


RO 





Executive Board Holds Special Meet-. 
ing to Protest Terms Provisions 
of Wholesale and Watch 
Assemblers’ Code 


Officers of the local associations of re- 
tail jewelers in New York City, com- 
prising the Executive Board of Retail 
Jewelers’ Associations of New York, met 
Friday evening, March 22, at the Hotel 
Commodore at an emergency call by 
Phineas Peters, chairman, to consider 
and pass a resolution protesting against 
the terms provisions of the Wholesale 
Jewelry Code and of the Code for the 
Watch Assemblers’ Industry. This reso- 
lution, which was to be presented as 
evidence at the hearing on the fair trade 
practice provisions of the watch as- 
semblers’ code on March 28 at the Hotel 
Waldorf, by Mr. Peters, reads as fol- 
lows: 


WHEREAS, Many retail jewelers of the 
New. York Metropolitan Area know that terms 
Provisions in the Wholesale Jewelry Code and 
the Watch Assemblers’ Code and the Precious 
Jewelry Producing Code are not being observed, 
that special arrangements are being made with 
—n by firms operating under these Codes, 


a 

WHEREAS, The terms provisions in these 

Ss are contrary to the best interests of the 
retail jewelers and therefore to the trade as 
a whole, and 

WHEREAS, These terms provisions were 
written into these Codes without taking into 
consideration the F pny industry as a whole 
and were designed to protect and further the 
interests of small groups engaged in manufac- 
turing, importing and wholesaling, and 

WHEREAS, Even a small percentage of com- 
pliance with these terms provisions has resulted 
in lowering the stocks of retail jewelers, which 
in turn has resulted in decreasing the volume of 
business by manufacturers, importers and whole- 
salers who have been unwilling to become code 
evaders, therefore RESOLVED, That the Executive 
Board of Retail Jewelers’ Associations of Greater 
New York, speaking for about Six Hundred re- 
tail jewelers located in Metropolitan New York, 
hereby protest against the continuance of_ the 
terms provisions in the Wholesale Jewelry Code, 
the Watch Assemblers’ Code, the Medium and 
Low Priced Jewelry Code and the Precious 
Jewelry Manufacturing Code. Resotvep, That 
it is the opinion of the retail jewelers repre- 
sented by this Executive Board that the matter 
of terms on which merchandise is sold by whole- 
salers and distributors to retailers is a matter 
of confidential relationship between the parties 
to the transaction and not the concern of others. 
Resotvep, That in the event it becomes abso- 
lutely necessary for any of the Codes affecting 
the jewelry industry to have included in them 
Provisions regarding terms, that no such pro- 
visions shall be included without first being 
submitted to the authorized representatives of 
the retail jewelry trade, and 

RESOLVED, That a more fair and equitable 
arrangement for terms be arrived at than the 
ones that were reached in writing terms for 
the various ‘codes»now in effect. 

ADOPTED this 22nd day of March, 1935, 
at a_ special meeting of the Executive Board 
of Retail Jewelers’ Associations of Greater 
= York at the Hotel Commodore, New York, 


= - 
Executive Board of Retail Jewelers’ 
Associations of Greater New York, 
Puineas Peters, Chairman. 
Ricwarp Mreser, Secretary. 


The Wolverine Jewelers’ Travelers 
Club will have their annual meeting at 
Lansing, Mich., May 19, 20 and 21, at 
the Olds Hotel. All members as well as 
traveling men who wish to join should 
send $2 dues for year 1935 direct. to 
Albert Kanberg, secretary and treasurer, 
803 Metropolitan Building, 33 John R. 
Street, Detroit, Mich. Those eligible for ; 
membership must be traveling men call- ; 
ing on retail jewelers in the State of, 
Michigan. Fred Longden, Chicago, is 
president, and Albert Kanberg, Detroit, 
secretary and treasurer. 
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St. Louis, March 15.—According to in- 
formation received from watchmakers 
and their associations, particularly from 
branches of the United Horological Asso- 
ciation of America, it looks now as if the 
coming national convention in this city, 
which will be held at the Hotel Statler, 
April 25, 26 and 27, will be a success 
in every way. An appeal for publicity 
as to the convention has been sent 
throughout the jewelry trade, and the 
responses have shown that the watch- 
makers are keenly interested in this great 
national meeting of the horologists, 
watchmakers and jewelers, with the op- 
portunity it gives to express their ideas 
as to matters that relate to this end of 
the retail jewelry business. 

According to the tentative program 
adopted, the meetings of the convention 
will be opened by a local divine, while 
Herman Mauch, well-known St. Louis 
jeweler, will speak on the mutual rela- 
tions between jewelers and watchmakers. 
Franklin C. Hamilton of the local advertis- 
ing club will speak on the power of 
cooperative local and national advertis- 
ing, and other speakers will discuss sales- 
manship, service, business and _ shop 
overhead planning and other matters per- 
taining to the control and exploitation 
of business schemes. 

According to a statement of one of the 
officers, there will not be an idle minute 
from dawn to dark, all the time will be 
crowded by a program for business and 
recreation. At breakfast and luncheon, 
20-minute talks will be scheduled in the 
different private dining rooms, each one 
dealing with a different subject. Each 
gathering will be in charge of a re- 
porter who will prepare the findings and 
present them to the general convention 
assembly for action. 

Among the interesting features will be 
“Time Hall’ exhibits, which will be in 
charge of well-known lecturers headed 
by Prof. W. H. Samelius, dean of the 
Elgin Watchmaking College, assisted by 
Dean George J. Wild of Bradley Poly- 
technic Institute. All watchmakers are 
urged to forward tools made by them- 
selves, as a section will be devoted to 
this type of material in Time Hall. 

Motor trips and entertainment have 
been arranged for in order to relieve the 
strain of the strenuous business sessions, 
and the local arrangements committee 
has made elaborate plans for the banquet 
and entertainment on the evening of 
April 27 at 7:30 o’clock in the Roof Gar- 
den of the Hotel Statler. This will in- 
clude a fine musical program as well as 
dancing and other vaudeville acts in ad- 
dition to the remarks of Herman Mauch 
and Franklin Hamilton on the subject of 
advertising. 

Particular attention is given at present 
to the issuance of the National Year 
Book which is being published for the 
purpose of giving the convention atten- 





dants information not only of associa- 
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Watchmakers Meet at St. Louis, April 25 to 27 


National Convention of the United Horological Association of America Expecteg 
to Be Interesting, Instructive and Successful 












tion activities, but also in relation to 
technical research work and materia| 
for everyday reference which will be of 
interest to every retailer and watch. 
maker, The book will be sent free tp 
all requesting the same who send a car 
to the National Executive Secretary, Qj. 
ville R. Hagans, 3226 E. Colfax Ave, 
Denver, Colo. 

Every watchmaker and watchmakery 
association, whether affiliated or not with 
the national body, is entitled to attend 
or be represented by a large number of 
members, who will be accorded the 
courtesy of the floor with a voice in the 
affairs that come up. It is understood 
that in permanently forming the United 
Horological Association of America the 
intention is to give every watchmaker 
and his association an opportunity to 
express their opinions as to the associa- 
tion and its objects. 





Denver, CoLo., March 25.—In an an- 
nouncement sent out yesterday by Orville 
R. Hagans, national executive secretary 
of the United Horological Association of 
America, in connection with the national 
convention which will be held at the 
Hotel Statler, St. Louis, April 25, 26 and 
27, he says in part: 


Never before in American Horological History 
has there been so much sincere interest shown 
in our profession. Every section of America 
will be represented during this first national 
gathering. To miss this occasion is to pass up 
a great opportunity, due to the many subjects 
that shall be covered—to say nothing of the 
technical features of unusual character. 

According to our St. is committee on 
local arrangements, every delegate and visiting 
watchmaker will be unable to find a dull mo 
ment. This committee has gone to unlimited 
measures to assure each and every man present 
a most enjoyable visit. The Convention 
Bureau, Chamber of Commerce, every business 
and commercial organization are doing every: 
thing possible to entertain the visiting horologists, 
Reduced transportation, taxis, hotel and res- 
taurant rates have been effected in our behalf. 
A most gorgeous setting has been worked out 
for the banquet, supplemented by a most inter 
esting array of entertainment. Sees shall not 
be a dull moment. 

It is impossible ta picture to you in these 
few lines the many things arranged for the 
comfort and pleasure of the American horologist. 

You have all received our many letters 
and bulletins regarding the convention, and hope 
you have secured sufficient information from 
them to conclusively show that this occa: 
is of paramount importance to the American 
horologist. 





Florida Retail Jewelers to Meet 
May 6 and 7 


JACKSONVILLE, Fia., Mar. 20.—Members 
of the Florida Retail Jewelers’ Associa- 
tion have decided to hold their annual 
convention in this city on May 6 and 7. 
This decision was reached at a meeting 
called by Sterling Smith, president of the 
association, which was held at Orlando 
on Mar. 14 to plan for the coming con- 
vention. 

O. A. Jenkins, president of the Duval 
Jewelry Co., was named as convention 
chairman. Secretary Alvin Magnon of 
Tampa called attention to the annual 
year book which is being prepared. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


Ira Cohen, Detroit, is now representing 
the Helbros Watch Co. in Michigan, Wis- 
consin and Minnesota. 

Mr. P. A. Rowe, of A. I. Hall & Son, 
San Francisco, Cal., spent several days in 
New York last month. 

Prutinsky & Co., Inc., manufacturing 
jeweler, has removed from 74 W. 46th 
St. to new quarters in 21 W. 46th St. 

Norman M. Morris, importer of watches, 
has announced his removal from 542 
Fifth Ave. to Room 401, 608 Fifth Ave. 


The Eventov Diamond Co., Inc., dia- 
mond importer and cutter, has announced 
its removal from 170 Broadway to Room 
1616, 580 Fifth Ave. 

H. Segal, importers of leather goods 
and watch materials, has moved from 80 
Nassau St. to new and larger quarters in 
Room 610, 93 Nassau St. 

Wheaton E. Gray, formerly with Bliss 
Brothers Co., is now representing the 
Walter E. Hayward Co. in the eastern 
territory with office in 9 Maiden Lane. 

Chester W. Kennedy, retail jeweler, 
has announced the removal of his office 
from 170 Broadway to Room 2108 RCA 
building, Rockefeller Center. 


Nat R. Hirschhorn of the Parker 
Watch Co. left March 18 on a seven 
weeks’ trip through the Middle West with 
a new spring line of Parker watches. 


I. Goldstein, of M. & I. Goldstein, 48 
West 48th Street, sailed March 23, on the 
Ile de France, to Amsterdam and Ant- 
werp, for a buying trip of six weeks. 


§. Joel, diamond importer, 93 Nassau 
St., will sail March 2 on the Ile de France 
for a six weeks’ trip to visit the diamond 
markets in London, Antwerp and Paris. 


Alexander Grabhorn, manufacturer of 
diamond jewelry, 44 W. 48th St., has re- 
moved from Room 401 to 301, the same 
building, where he has combined his fac- 
tory and office. 


Morris Weissman, formerly at 46 Eld- 
ridge St., is now located at 97 Canal St., 
where he is doing special order and re- 
pair work, trading as S. Weissman & 
Son. 


J. Lipschutz of the Perry Watch Co., 
48 W. 48th St., will sail for Europe the 
early part of April on a four weeks’ trip 
to visit the firm’s factory in Bienne, 
Switzerland. 

Blancard & Co., manufacturers of 
mountings and wedding rings, have an- 
nounced their removal from 136 West 
52nd Street to larger quarters in 333 
West 52nd Street. 

Henry Miller, of Miller & Veit, dia- 
mond importers, 48 West 48th Street, 
sailed March 27, on the Manhattan, on 
a purchasing trip to the diamond markets 
of Amsterdam and Antwerp. 

The firm of Charles M. Levy & Son, 
Inc., has been changed to Harry Raeburn. 
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Mr. Raeburn, who was president and sole 
owner of Charles M. Levy & Son, has de- 
cided to trade under his own name. 


William A. Hocking, wholesale dealer 
in diamonds and diamond jewelry, who 
underwent an operation recently, is now 
recuperating at his home and expects to 
return to his office at 15 Maiden Lane 
on or about April 10. 


John U. Rosselet, for many years a 
jeweler on Maiden Lane, died suddenly 
the morning of Mar. 5 at his home, 625 
Park Ave., Elizabeth, N. J. He was 64 
years old, was born in Switzerland, com- 
ing to this country 25 years ago. 


The New York offices of Revere Cop- 
per & Brass, Inc., Rome Mfg. Division, 
formerly at 75 E. 45th St., are now lo- 
cated at 225 Fifth Ave., Room 619. H. 
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W. Fisk, New York sales manager, is in | 


charge of the new display rooms. 


E. Frank, retail jeweler at 271 Grand 
St., corner of Forsyth St., has announced 
his removal up-town to 2323 Broadway, 
between 84th and 85th Sts. The Frank 
store was established on the East Side 
in 1886. 

Jack Jospe, 
Theodore Jospe, 


oldest son of the late 
first jeweler of Glen 


Cove, L. I., was married recently to Miss | 


Fay Levin, of Baltimore. The couple 
have gone to Florida on their wedding 
trip. 


Joseph Schieferly, manufacturing jew- | 


eler of 50 Columbia St., Newark, has 
announced his resignation as treasurer 
of Henry I. Schneider, Inc., maker of 
gold and silver rosaries, and that he is 
now in business for himself at the above 
address, specializing in fine chain jewelry. 


The Sandvik Watch Spring Co. an- 
nounces a change of name to the Watch- 
Motor Mainspring Co., Inc. 
better reflects the nature of their product. 
As a New York corporation the company 
will continue its business at the present 
address, 145 Hudson St. There has been 
no change of directors nor of executive 
officers. 


Mrs. I. Hirschhorn and her daughter, 
Ruth, will leave for an extended tour 
of Europe some time early in July, to 
visit Paris, Switzerland, and then Pales- 
tine, where they will inspect some land 
which Mr. Hirschhorn, Bronx jeweler, 
recently inherited from his father. Mrs. 
Hirschborn and her daughter will be 
gone about four months. 


William E. Bower, jeweler at 116 
Nassau St., died of a heart attack on 
Mar. 3, while in the washroom of his 
building, where he was found by an 
employee of the building. He was 57 
years old. Surviving are his widow, 
Mrs. Julia Bower, 2055 Bathgate Ave., 
Bronx, a son, Roger, a daughter, Cath- 
erine, and a brother, George F. Bower. 

(Turn to page 102) 
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This name | 


| | 
CHINESE GEMS CO. 


JADE INC. 
Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 








CRYSTAL BALL WATCHES 
De Frece WATCH Co., INC. 


48 West 48th St., New York 











Are you going to MOVE? 
Complete Facilities to Move 
Your Entire PLANT 
S. KRASILOVSKY & BRO., Inc. 
Safe and Machinery Movers 
216 Centre St. New York City 
Tel. CAnal 6-2505 


We Also Buy and Sell Safes 











REPAIRING 


ey A SILVEL SILVERWARE 
Solky Bros., Inc. 


142 Fulton St., New York 








EXPERT REPAIRS 
SIL VERBWA BE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


CURRIER & ROBY 7V5,°0.0° 











Diamonds, Pearls, Precious, 


Synthetic & Imitation Stones 
S. NATHAN & C6O., Ine. 


71-73 Nassau Street, New York 
Orders for Jobbing Stones and 


Lapidary 
Werk Carefully and Promptly Filled 








Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop same day received 


U. $. Watch Dial Mfg. Corp. NW Youx 











GOLD ALLOYS 


FOR ALL COLORS AND KARATS 
FOR PLATE, WIRE OR CASTING 


COLD SOLDER ALLOYS 
SPECIAL ALLOYS FOR ENAMELING GOLDS 
H.HENRICH, INC. 








| Expert Diamond Cutting 
and Repairing for the Trade 


For many years manager and foreman of 
the cutting works of L. & M. Kahn & Co. 


: » DAVID BARZILAY 
Suite 807 64 West 48th St. 








:-| Tel., Bryaat 9-2038 New York City 





SOLE DISTRIBUTORS 
CHRONOMETER CYMA 
INTERNATIONALLY FAMOUS 


WATCHES — CLOCKS 
NORMAN M. MORRIS 


Incorporated 


, $42 Fifth Ave., New York 





/TA HUA CORPORATION 


Best Values——Largest Assortment 


CHINESE JADE 


Also Lapis. Turquoise, Carnelian 
Amethyst 
Wholesale Suppliers to the Jewelry 
Trade 
Stones for Compacts, Smokers’ 
Accessories, Bags 


DIRECT IMPORTERS | 
s 48 West 48th St. New York 





KRONER, HYMAN & CO., Inc. 


STONE SEAL ENGRAVING & ENCRUSTING 
COATS OF ARMS AND CRESTS 
LAPIDARY WORK 


JOBBING STONES 
80 Nassau St. New York City 
Silver repairing and refinishing. 
Vanity, Cigarette Cases and Bag 
Frames our specialty. 


Established over twenty-five years. 


CHARLES GRABHORN ‘¥e#"n™ 


The Gift To Her Fiancé 
THE STAR SAPPHIRE RING 











Gems of Fascination 


LOUIS N. MARX 
551 Fifth Ave. New York 


Tel. MUrray Hill 2-8888 








New: York Notes 
(From page 101) 


In memory of his late father, Kalman 
Burns, of Kalman Burns & Son, import- 
ers and manufacturing jewelers of New- 
ark, N. J., has established the first Jewish 
synagogue in the downtown Newark sec- 
tion, Congregation B’nai Efraim, on the 
second floor of Loew’s State Theater 
building. Mr. Burns’ father, Ephraim, 
was a resident of Boston. 


Bruner-Ritter, Inc., announces that the 
suit instituted against it by The Hadley 
Co., Inc., for the infringement of the 
Domler patent, No. 1,966,063, has been 
settled out of court to the entire satisfac- 
tion of the Hadley Co., Inc. To avoid 
further patent controversy Bruner-Ritter, 
Inc., is now offering to the trade a new 
type of bracelet connector which elimi- 
nates further patent controversy. 

S. Nathan & Co., importers of precious 
and semi-precious stones, have substan- 
tially enlarged their quarters in 71-73 
Nassau Street, providing more counter 
space, and have added several clerks to 
their sales staff. This change, said Mr. 
Leopold Nathan, treasurer of the com- 
pany, was made in order to accommodate 
a steadily increasing business, both in the 
city and out-of-town trade. 


After having been display manager of 
Black, Starr & Frost-Gorham, 594 Fifth 
Ave., for eight years, Mrs. Polly Pettit 
has decided to devote herself to educa- 
tional display work, and she has accord- 
ingly tendered her resignation. In view 
of the distinguished success with which 
Mrs. Pettit managed the windows, it is 
with great regret that her resignation, to 
take effect on April 12, has been accepted. 


The annual exhibition of the class in 
jewelry design at the Mechanics’ Institute, 
20 W. 44th St., will be held from 7 to 
9.30 P. M., on April 11 and 12, it has been 
announced by C. A. Jakobb, instructor. 
The designs of some 30 students will be 
on display. Mr. Jakobb says that the 
work of the year reveals a definite 
tendency toward modern effects in the 
designs of his students, reflecting unusual 
creative ability. 


The Ladies Auxiliary of the Bronx 
Retail Jewelers Association on March 31 
gave a card party and social at the Para- 
mount Mansion, Broadway and 181st St. 
The program was to include a Dutch sup- 
per and refreshments, and Mrs. William 
Wagner was to sing some selections from 
light opera. Mrs. Kurtzman is chairman 
of the arrangements committee. A pro- 
portion of the funds realized at the affairs 
of this ladies’ organization is used for 
charitable purpose. 


Looking forward to better times, Brun- 
ner-Ritter, Inc., makers of watch brace- 
lets, are carrying out plans for substantial 
enlargement of their factory, installing 
new machinery and equipment. This 
step, said Saul Ritter, president of the 
concern, was taken because of the firm’s 
conviction that “the tide of business has 
turned for the better.” The plant, when 
complete, “will be the last word in manu- 
facturing efficiency and high speed pro- 

(Turn to page 103) 
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Fully protected 
by U. 8 Patents 
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PROTECTION 
RING GUARD 


Has no points to scratch 
Easy to adjust to ring 
Popular from coast to coast 
.O dozen on card, assorted sizes, ag 
n° usual, all colors of 14 Kt. gold. 
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5 South Wabash Avenue, Chicago 


UNREDEEMED 


ELGIN and 
WALTHAM 
WATCHES 


Open Face 
7 Jewel, 16 Size 


$4.00 


(With new White 
Fancy Engraved 
Case.) 


Same in 15-Jewel 7 
$5.00 





Same in 17-Jewel 
$6.00 


Same in 12 size, OO. er $4.00 
with a_ beautiful 15-Jewel ....... 5.00 
Fancy Silver Dial 17-Jewel ....... 6.00 


Also fine unredeemed Railroad 
Watches similarly priced. 


25% with order, balance C. O. D. 
Cash Buyer of Unredeemed Pledges 


PAUL ROSENBERG 
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New York Notes 
(From page 102) 


duction,” according to Marvin Brunner, 
vice-president. 

Charles L. Frank (Belgard & Frank) 
was chosen as president of the Precious 
Stone Dealers Association at the annual 
election of officers held on March 7. 
Others elected to office included Hugo 
Mayer, vice-president; George J. Klinick, 
treasurer; Leopold Nathan, secretary. 
Directors chosen include Sol Gordon, 
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HARRY ¢. SCHICK, INC - NEWARK. N. J. 








WatcH MateriaLs for all 
American & Swiss Watches 
Special Watch Parts Made to Order 
Fine Watch Repairing for the Trade 


INTERSTATE WATCH Co. 








80 Nassau St. New York, N. Y. 
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George J]. Wider, and William Benedict. 
The speaker of the evening was John 
Schulman, recently appointed as attorney 
for the association. 

An interesting program was planned 
for the dinner and ball held by the Asso- 
ciated Credit Jewelers of New York, on 
March 31, at the Hotel McAlpin. It was 
expected that Edmund A. Whalen, secre- 
tary of the Finance Committee of the 
Senate in Albany, would speak on legis- 
lative matters of interest to the 350 credit 
jewelers and members of their organiza- 
tions and friends. Eliot P. Hirshberg, 
president, will head the table of . honor, 
with C. M. Bradbury acting as toast- 
master. William Wagner, secretary of 
the Local Retail Jewelry Code Authority, 
was to speak on code administration. 

Mrs. Polly Pettit, director of the New 
York School of Display, on Mar. 7 enter- 
tained the editors of about 50 retail 
business magazines at a cocktail party 
given in the quarters of the school in 
the RCA building, Rockefeller Center. 
The party was made especially interesting 
to the trade journalists by an array of 
window displays, some done “life size” 
and others in miniature, offering ideas 
for display in a number of retail fields, as 
well as illustrating the type of work done 
by Mrs. Pettit’s students. Several jewelry 
store displays were represented, one of 
which traced various kinds of jewelry 
back to the countries of their origin. 

The Horological Society of New York 
will hold a dinner dance on April 5, in 
the Tokay restaurant, 806 Seventh Ave- 
nue at 53rd Street, to celebrate the fifth 
anniversary of the founding of the or- 
ganization. President Benjamin Mellenhoff 
has announced that about 200 people are 
expected to be present. The members 
will have the entire right wing of the 
restaurant to themselves, and will enjoy 
the regular floor show as part of the 
evening’s entertainment. At the March 
meeting, R. Salomon, first president of 
the society, gave a lecture entitled “The 
Power House of Your Watch.” The ad- 
dress of Major Chamberlain, noted watch 
collector, which had been scheduled for 
the April meeting, has been postponed, 
and will probably be heard by the mem- 
bers at the May meeting. 

The monthly meeting of the Jewelers 
24 Karat Club of New York was held 
Mar. 20 at the rooms of the organiza- 
tion, 906 Fifth Ave. President Lamont 
greeted a large number of members and 
conducted the proceedings in a very short 
time. The principal reports were by 
Treasurer Reichman and Fred Crosel- 
mire, chairman of the committee which 
had arranged to hold a regular Beefsteak 
Dinner at the Hotel Warwick, Tuesday, 
April 9, at 6.30. Only members of the 
club are invited. Nine new members 
whose applications were recommended by 
the Board of Directors were elected from 
those on the waiting list. President La- 
mont explained that the directors have 
also recommended that the club hold its 
annual outing and golf tournament some 
time in June. It will probably be held 
at a club in Westchester and the commit- 
tee in charge will announce the date the 
outing will be held at the April meeting 
of the Club. 
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LOUIS WATCH CO., Inc. 
Special Spring Styles 
LADIES 





7 Jewel 10 K rolled gold plate $7.60 
15 Jewel 10 K rolled gold plate 8.75 


GENTS 


7 Jewel 10 K rolled gold plate $7.00 
15 Jewel 10 K rolled gold plate 8.75 


LOUIS WATCH CO., Inc. 


116 Nassau Street, New York 
Factory: Bienne, Switzerland 














| “SUPER -SERVICE” 
ROLLING MILLS 











ae 


reduce production costs to meet 
present day competition. 

We manufacture a complete 
line for hand, belt or electric 


motor drive. 


WRITE FOR 
FOLDERS 


Buffalo Machine 
Manufacturing Co. 


1354 West Avenue 
Buffalo, New York 














| SHIP YOUR 
SWEEPS and POLISHINGS 


FILINGS, OLD ACID, WASHINGS 
TO US FOR PROMPT RETURNS 


GOLD—SILVER 
PLATINUM 


BOUGHT & SOLD 


JEROME REFINING CO. 
| E. FORDHAM RD., BRONX, N. Y. 




















WHERE TO BUY 


=, 





ANCHESTER 
SILVER COMPANY 


if LAND 


‘ 


* 












Tie Clips and Sets 


By The Makers of 


ATTLEBORO, MASS. 


MARSH BUCKLES 


Tongue Tyed Bracelets 


““ MARSH ‘we: 





DINIKS 


STERLING 








Show customers your diamonds in 
brilliant colors as they actually are 
in stones, through our 


JEWELERS MICROSCOPE 
THE FRANK HEITZLER CO., Inc. 
26 Perkins St., Jamaica Plain, Mass. 
We make Agfa slides in colors 














Se? Riis Sel a he uae, oe 


HEADQUARTERS FOR 


BAGS and ROLLS 


For Silverware 
Superior Quality—Non-Tarnishing 
Write for Catalog and Samples 





COMPANY 


Massachusetts 


EUREKA MFG. 


Taunton ~ 














PROVIDENCE: 


Happenings in the New England Territory 


George F. Berkander has been elected 
a director of the Providence Boys’ Club. 


Krasnow Co., retail jewelers, formerly 
at 21 Washington St., is now located at 
98 Washington St. 

Lues Reiter, president of the Rau Fast- 
ener Co., has the sympathy of the trade 
in the recent death of his mother. 


Henry G. Thresher has been elected a 
member of the directorate of the Puritan 
Life Insurance Co. for three years. 


Arthur E. Paye, who for more than 
20 years conducted a jewelers’ engraving 
business on Sabin St. died the past month. 


Carlton C. Carter has been appointed 
representative for the H. Leach Ma- 
chinery Co., jewelers’ machinery. 

The stock and fixtures of Wilson’s re- 
tail jewelry store, 218 Main St., Paw- 
tucket, have been sold to liquidate the 
business. 


Frederick A. Ballou, Samuel M. Nich- 
olson and Paul C. Nicholson have been 
elected directors of the Rhode Island In- 
surance Co. and of the Merchants’ In- 
surance Co. 


Edmund C. Mayo, president of the 
Gorham Mfg. Co., and Henry D. Sharpe, 
head of the Brown & Sharpe Mfg. Co., 
have been elected directors of the Provi- 
dence Gas Co. 


By agreement, judgment has been en- 
tered in Sixth District Court, civil ses- 
sion, for $121.15 and costs on book ac- 
count in the case of Elkon & Guiness, Inc. 
against the Gertsacov Jewelry Co. 

T. Harvey Winter, vice-president and 
manager of the Cherry & Webb Co., 
and one of the organizers of that concern, 
died recently of a heart attack at his 
home here. He became interested in the 
concern at its formation in 1903. 

John J. Collins of the sales department 
of the Ostby & Barton Co., who has been 
Colonel commanding the 243rd Coast Ar- 
tillery, Rhode Island National Guard for 
several years, has been retired with the 
rank of Brigadier General. 


Kestenman Bros. Mfg. Co. of this city 
has made application to the National In- 
dustrial Recovery Board for an exemp- 
tion from Article III, Section 3, of the 
code for the Medium and Low-priced 
Jewelry Manufacturing Industry. 

J. A. Foster Co. furnished the prizes 
for the annual Rhode Island Interschol- 
astic Indoor Track Championships. These 
consisted of three bronze placques for 
team prizes and 18 bronze medals for 
individuals. 

An application has been made by the 
Genser Mfg. Co. of this city to the Na- 
tional Industrial Recovery Board for ex- 
emption from Article III, Section 3, of 
the Medium and Low-Priced Jewelry 
Code. 

Albert L. Castritis, who had conducted 
a retail jewelry business on High St., 
Westerly, for half a century died sud- 
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denly March 9. Funeral services wer 
conducted by Franklin Lodge of Masons, 
of which he was for many years , 
member. 


Harold A. Burtwell, well known 
throughout the New England territory ag 
a jobbing jeweler, died at the Rhode 
Island Hospital on March 5 in his 56th 
year. For a number of years he cop. 
ducted a stone setting business but about 
ten years ago he became a jobber. 

Arthur L. Clark, a retired foreman of 
the Gorham Mfg. Co., died at his home 
in Bristol on March 16. He was retired 
three years ago after many years with 
the Gorham organization. He was 6} 
years old and is survived by his widow, 
a brother and sister. 


Paul Pyeanowsky, retail jeweler and 
watchmaker at 1 Westminster St., War- 
ren, was found dead in a vacant lot early 
this month with two bullet holes in his 
head. He leaves a wife, six daughters 
and a son. He was 62 years old and 
financial troubles caused despondency. 


John Suter, who has been employed in 
the polishing department of the Gorham 
Mfg. Co. for 39 years has been retired on 
pension. Frank E. White, for 33 years 
in the bronze department, died at the 
Rhode Island Hospital the day previous 
to being placed on the pension list. He 
had been ill only a short time. 


The Frank Morrow Co., Providence, 
has been incorporated under the laws of 
Rhode Island to conduct a manufacturing 
jewelry business with an. authorized 
capital of 200 shares of common stock 
without par value. The incorporators 
are: Frank Morrow, of Attleboro; Earle 
L. Morrow and George E. Thurber of 
Providence. 

The Baer & Wilde Co., Attleboro, 
Mass., has received notice that its inter- 
ests in the manufacture of a cravat chain 
licensed under patent of Amsy L. Wur- 
ster of Philadelphia, are to be a subject 
of protective action in two suits filed in 
the United States District Court for the 
Southern New York District. The bills 
of complaint have been filed by the 
Wreal Cravat Holder Company, Inc, 
against Jacob Amster, doing business as 
the Marvin Novelty Company, and against 
Sidney Stone. The bills of complaint 
charge infringement of the Wurster pat- 
ent and pray for accounting of profits 
and damages. 





Massachusetts School of Optometry 


INCORPORATED 
Standard Three-Year Day Course 


Post Graduate and Special Courses 
Arranged 


For further information address: 


1114-1118 BOYLSTON STREET 
Boston, Massachusetts 
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ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


the Best in Weddi 
Monu{ecoe fer Searle @ Century rr 
Philadelphie 


117 So. 10th St. 














HYMAN N. CAPLAN 
ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 








BOWMAN 
Technical School 


Courses for Success for 
Watchmakers 

Engravers, Jewelers 

Write fer free beok ‘‘Your Future and Our School.’’ 


JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 

















BYARD fF. BROGAN 


Manufacturer of Distinctive Diamond 


Mountings and Wedding Rings 


805 Sansom Street « Philadelphia 








We Are Authorized 
Distributors for 
TELECHRON & REVERE 
Electric Clocks 
SETH THOMAS _ CLOCKS 
BWESTCLOX PRODUCTS" 
INGERSOLL PRODUCTS 


JOS. B. BECHTEL & CO., INC. 
729 Sansom St., Philadelphia 


We fill orders for these items in the 
Rotation as Received 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS 

JEWELERS AND ENGRAVERS 

Broad and Somerset Streets 
PHILADELPHIA, PA. 














THIMBLES — TIE CLIPS 





Simons Bros. Company 


269 So. Oth St. Philadelphia 













0 
PLATINUM 
SCRAP, PROMPT RETURNS. 
Refining of 
Precious Metals 


CLINTON REFINING CO., INC 
NEWARK, NEW JERSEY 
91-3 E. Kinney Street Market 2-5 6 
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| Mrs. R. Hadly, wife of R. Hadly, re- 

tail jeweler of 4812 Frankford Ave., died 
recently. 


Roy S. Humbert of Alfred Humbert & 
Son, 117 S. 10th St., is now sojourning in 
Florida in an effort to regain his health. 


The trade joins in extending sympathy 
to Burt Sylvester, Stroudsburg, Pa., be- 
cause of the recent passing of his wife. 


The New York Diamond Exchange has 
moved its location from the northwest 
corner of 8th and Walnut Sts. to the 
northeast corner. Several concerns which 
heretofore operated in the Exchange have 
moved to the Sansom St. exchange. 


At a meeting of the Sansom Street Busi- 
ness Men’s Association, that body decided 
to renew one of its well known affairs, 
the annual banquet. In order for the 
plans to be completed in as short a time 
as possible, a committee was appointed 
to take charge of the affair. 


A preliminary injunction has_ been 
patents covering the floating opal, manu- 
factured by H. H. Welch, New York, the 
patentee. Trial was held before Judge 
Kirkpatrick in Philadelphia, Pa., March 
18, last, in United States District Court. 
Final decree awaits the filing of briefs 
which will occur next month. 


Justice Co., 904 Walnut St., passed away 
Friday morning, March 8, at his home 
in Narberth, Pa., after a long illness. Mr. 
Justice, who was in his 71st year, had 
been identified with the jewelry trade 
for over 50 years. Funeral services took 
place on March 13 and interment was 
made in Chelten Hills Cemetery. 
survived by three daughters. 


Walter Scott Davies, 


Chestnut St., died Thursday morning, 
March 14, after a lingering illness. Prior 
to his connection with M. Sickles & Sons, 


Sons. 
the funeral parlors of Kirk & Nice, 6301 
Germantown Ave., at 2 o’clock Monday 
afternoon, March 18. Mr. Davies is sur- 
vived by his wife, a daughter and a son. 


Samuel Korff, whose place of business 
is at 130 S. 8th St., was the victim of a 
daring robbery, when $20,000 worth of 
diamonds were stolen from him, while 
on his way to visit his trade in Baltimore. 
While driving near Abington, about 20 
miles from his destination, his car was 
forced into a ditch. While one man re- 
mained at the wheel of the car which 


pant forced Korff, at the point of a gun, 
to surrender his case of diamonds. The 
man took the ignition keys of his car and 
sped away. The diamonds were not 
insured. 


State police are investigating the sec- 
ond jewelry store burglary at Ephrata, 
Pa., within six months. Thieves shat- 
tered a show window at the John R. 
Wertsch jewelry store in the Roxy 
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granted against infringers of the three | 





F. Millwood Justice, president of A. R. | 


He is | 


82, for the past | 
45 years with M. Sickles & Sons, 904 | 


| 


he was with the old firm of H. Muhres | 
Funeral services were held from 


drove him off the road, the other occu- | 


Theatre Building, just a half block from | 


the scene of the previous robbery. 
Wertsch reported to police that 11 
watches, valued at $350, were taken from 
the window. The theft was discovered 
by a motorman on the Ephrata-Lancaster 
trolley line who noticed the broken win- 
dow. He notified borough police, who 
later were joined by State police in the 
investigation. 





WATCHMAKER - JEWELER - ENGRAVER 


JOHN C. BAIR 


Established 1913 


119 East Chestnut St. 
LANCASTER, PA. 


ALL WORK IS GUARANTEED 














MOUNTINGS 
OF RECOGNIZED MERIT 


FuLMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








C Onno Ns, 


SINCE 1907 
SPECIAL ORDER WORK—REPAIRING 
711 SANSOMST. PHILADELPHIA 








Z IRNKILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F.X. ZIRNKILTON 2i,aiZ3'-37 


PHILADELPHIA 














COMPLETE ASSORTMENT OF 
MOUNTINGS 


IN GOLD AND PLATINUM 
TO 7“ — aera 


Importer of 
DIAMONDS, 
PRECIOUS 
AND 
IMITATION 
STONES 


735 WALNUT ST., PHILADELPHIA 





OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from alli parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awalting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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WOLFSON & GRAU 
Manufacturing Jewelers 


Our Specialty 
Diamono Settinc ann Speciat Orver Work 
Warcu ano Jewetry Repairine 
Eweravine ano Carving of Aut Kinos 
Aso Stampine oF Learner Goons 


416 CLARK BUILDING 


PITTSBURGH, PA. 1935 


1918 








REPAIRING 
JEWELRY & SILVERWARE 


PLATING 
GOLD—SILVER—RHODIUM 


ENGRAVING 


SPECIAL ORDER WORK 
HEEREN & COMPANY 


Successore to Heeren Bros., Company 
140 8TH ST., PITTSBURGH, PA. 








MARTIN GLUCK & SONS 
718 Penn Ave. Pittsburgh, Pa. 


DISTRIBUTORS 
of 


Elgin, Waltham, Hamilton, Illinois, How- 
ard, Bulova, & Gruen Genuine Materials. 


V.T.F. Watch Crystals B.B. & K.K. 
Brands—Fancy Crystals. 


Fancy & Round Unbreakable P.B. U. 
Crystaloids. 








WHOLESALE 
DISTRIBUTORS 


ELGIN 
WALTHAM 


WATCHES 


WE SERVE THE 
TRI-STATE DISTRICT 
PROMPTLY AND EFFICIENTLY 


THE 


SAMUEL WEINHAUS 
COMPANY 
720-722 PENN AVE., PITTSBURGH, PA. 























PITTSBURGH: 


- Sol Cerf, who maintains headquarters 
with H. B. Light & Co., Clark building, 
is recovering from a recent illness. 

R. S. Robinson, of R. S. Robinson Co. 
Inc., has been making an extended road 
trip. 

Louis Grillo, retail jeweler of Greens- 
burg, Pa., is making preparations to move 
into his new store. 


Leiblich Bros., installment jewelers in 
the Bessemer building, are making ex- 
tensive alterations and have added new 
fixtures. 


David Finn has resigned as a member 
of the firm of R. S. Robinson & Co. Inc., 
wholesale jewelers, Clark building. It is 
reported that Mr. Finn may enter the 
wholesale jewelry trade for himself. 


Ray Gaber, of Martin Gluck & Sons, 
Penn Ave., has returned from a trip 
through the tri-state territory and reports 
an improvement in general business con- 
ditions. 


Thieves tossed a brick through the win- 
dow at the store of S. Levinson, 1617 
Fifth Ave., one night recently and stole 
several watches. No trace of the rob- 
bers has been found. 


Thieves hurled a brick through a win- 
dow of the Alvin jewelry store, 330 Dia- 
mond St., early on the morning of March 
13 and escaped with loot valued at $38, 
according to police reports. 


The Henry Terheyden Co., Smithfield 
St., is taking inventory at this writing. 
According to Maurice W. Rihn, there 
have been more traveling representatives 
in town recently than at any-time since 
the collapse in 1929. 


E. W. Newton, president of the Im- 
perial Glass Works, Bellaire, O., main- 
tains offices in the Merchandise Mart, 
Chicago. Mr. Newton presided at a 
meeting of the board of directors at 
Bellaire on March 11. 


Herman Cerf, president of the M. Bonn 
Co., wholesale jewelers of Penn Ave., 
exhibited costume jewelry at both the 
recent style shows in Detroit and Cleve- 
land. The company has participated in 
these shows for many years. 

Herbert Haase, a partner in the firm of 
Melnick & Haase, wholesale jewelers in 
the Clark building, who dissolved partner- 
ship on Feb. 28, will be located in busi- 
ness for himself at 404 Clark building, 
after April 1. He is occupying quarters 
with another jeweler, Frank H. Becker. 

Wolfson & Grau, manufacturing jewel- 
ers of the Clark building, have recently 
enlarged their watchmaking department. 
Trade is brisk with this company and it 
has been necessary to hire the extra em- 
ployees which were brought in during 
the holiday season. 

J. Harvey Wattles, president of W. W. 
Wattles & Sons, retail jewelers, Wood St., 
who resides in Washington, D. C., was in 
Pittsburgh recently on business. He and 

(Turn to page 107) 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 


SPECIALIZING 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 











POPULAR PRICED 
NOVELTY JEWELRY 
o 
LEATHER 
AND 
BEADED BAGS 
e 


GIFT LINES 
M. BONN COMPANY 


713 PENN AVE. PITTSBURGH, PA. 














BIGGARD & CO., INC. 


3RD FLOOR, CLARK BLDG. 
PITTSBURGH, PA. 


Complete Line 
FINE JEWELRY 
DIAMOND MOUNTINGS 
DIAMONDS 
SILVERWARE 
1847 AND WM. ROGERS & SON 
COMMUNITY AND TUDOR PLATE 
INGERSOLL 
WESTCLOX 
SETH THOMAS 
HERSHEDE 
G.E. ELECTRIC CLOCKS 


Prompt Service 








THE JEWELERS’ CIRCULAR—KEYSTONE 
for April, 1935 




















Pittsburgh Notes 
(From page 106) 


Mrs. Wattles are now enroute to Cali- 
fornia where they will remain until Sep- 
tember. 

Fire of undetermined origin caused 
slight damage to the Unger jewelry store 
building, Liberty Ave., and William Penn 
Way, recently. Because of the dense 
smoke, firemen were compelled to don 
gas masks to fight the blaze which orig- 
inated in the cellar. 


Breaking a rear window, thieves early 

on the morning of March 18 looted the 
jewelry store of Carl Meaders, near 
Scottdale, Pa., and escaped with mer- 
chandise valued at $2,000. State police 
are investigating but as yet there is no 
clue. : 
“Recovery is on its way on a gradual 
up-grade and the travel will be slow, but 
1936 business should be normal, or not far 
under normal,” according to Donald M. 
Smith, vice-president of the McKee Glass 
Co., Jeannette, Pa. This company is 
working full time and enjoys a splendid 
trade with the jewelry industry. 

At the annual meeting of the Hardy & 
Hayes Co. the following officers were 
elected: Paul S. Hardy, who succeeds 
his father, the late J. Alex Hardy, as 
president; N. B. Hardy, vice-president, 
and E. M. Ogden, secretary and treasurer. 
The following directors were elected: P. 
§. Hardy, N. B. Hardy, E. M. Ogden, 
G. M. Swan and H. W. Reed. 


Mrs. Nelle Heeren Brown, widow of 
Alton Brown, died March 17 in the 
Pittsburgh Hospital. In addition to a 
son and daughter, she leaves three 
brothers—Albert W. Heeren of Pitts- 
burgh, Harry H. Heeren of Sanford, Fla., 
and Ralph B. Heeren of the Isle of Pines, 
Cuba, all for many years identified with 
the jewelry trade of Pittsburgh. 


The House of Sam F. Sipe has been 
conducting a removal sale, although C. 
Glenn Sipe says they have made no 
selection from the several sites under 
consideration. This company has occu- 
pied a two-story building at the corner 
of Diamond and Wood Sts., for many 
years. Glen C. Sipe has recovered from 
a recent illness. 


A representative group of jewelers at- 
tended a meeting of the Pittsburgh area 
Code Authority in the Law and Finance 
building, the evening of March 11. The 
local retail jewelry trade committee re- 
ported it had received and corrected ap- 
proximately 250 complaints locally during 
the past year without the necessity of 
referring them to the National Code Au- 
thority. Only two complaints remain un- 
settled at this writing and the code 
seems to be very satisfactory. 

Joseph Aeillo, 58, a Wylie Avenue 
jeweler, and his son, Anthony, 27, were 
found guilty in Criminal Court March 
16 on 11 counts of receiving almost $5000 
in stolen goods, after two youths who 
robbed exclusive Oakland apartments 
testified against their “fence.” The two 
youths, John Fadrowski, 18, of 3509 Fleet- 
wood St., and Frank Rudcki, 18, 3559 
Fleetwood St., pleaded guilty early this 
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week before Presiding Judge John P. 
Egan to a large number of apartment 
house robberies. 


Aaron DeRoy of Detroit, aged 54, son 
of Israel DeRoy and brother of S. H. 
DeRoy, prominent member of the retail 
jewelry trade in this city, was killed in 
an automobile accident March 1 while 
enroute to Florida. The deceased was 
chairman of the Michigan Automobile 
Retail Code Authority and was a former 
commander of the Detroit Yacht Club. 
The S. H. DeRoy Co., closed its store 
Tuesday, March 5,, out of respect to the 
deceased. In addition to his widow, he 
leaves another brother, Emanuel DeRoy 
of this city and two sisters. 


Sam Cooper of the Cooper Gold Re- 
fining Co., Clark building, was fined $100 
and costs by Judge William Darr in 
Quarter Sessions Court March 14, for 
having counterfeit Waltham Watch Co. 
dials in his possession. According to 
Attorney John D. Meyer of the Waltham 
Watch Co., Cooper was the manager in 
charge when the search was made and 
the dials confiscated. Benjamin N. Bliss, 
dial expert from the Waltham factory, 
was brought on to testify. It appears 
that bad dials have been coming out of 
New York for sometime. Cooper, who 
was tried by jury, admitted buying them 
for $4 per dozen while the lowest price 
Waltham sells the smaller sizes for is 
$12 per dozen. 





Masontown, Pa., Jeweler Shot and 
Killed by a Burglar 


PITTSBURGH, Pa., March 10—Sampson 
Rosenshein, aged 49, well-known retail 
jeweler at Masontown, Pa., was shot 
and killed early Sunday morning in his 
home by a “two-gun” burglar, who was 
later captured after a desperate battle 
with Rosenshein’s wife and two sons. 
The burglar had sought to pillage the 
Rosenshein home. 

With a bullet in his chest and two in 
his abdomen, Rosenshein staggered down 
the stairway after the fleeing robber and 
fought, until he could no longer stand, 
to prevent the man’s escape. 

The alleged burglar was hastily re- 
moved to the Uniontown Hospital from 
the Masontown jail when crowds began 
to gather, angered by the story of the 
killing and of the burglar slugging Mrs. 
Rose Rosenshein, 48 year old widow of 
the slain man, with a revolver. Threats 
of lynching were heard in the crowd. 

Rosenshein died in Uniontown Hospi- 
tal several hours after the shooting. Mrs. 
Rosenshein and her sons Paul, 23, and 
Newton, 18, were also injured in the 
struggle. 

State police are searching for an un- 
identified accomplice of the man who was 
reported to have leaped from the rear 
of the house during the fight. 





Isaac J. De Roy 


PitrsBuRGH, Pa., Mar. 10—Isaac J. De 
Roy, aged 54, senior member of the firm 
of Louis DeRoy & Bros., prominent re- 
tail jewelers of Smithfield St., died early 
March 6, at his home in this city. He 
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had been ill for some weeks in a local 
hospital. 

Mr. DeRoy was born in Pittsburgh, 
Feb. 23, 1881, a son of the late Joseph 
and Lydia DeRoy and for many years 
he had been identified with the business, 
social and philanthropic life of the city. 
He was a past president of the Pitts- 
burgh Credit Jewelers’ Association and a 
well-known member of the Chamber of 
Commerce. 

For many years he served as secretary 
and treasurer of the Samuel Sivitz Me- 
morial Educational Fund. He was a’ 
member of Solomon Lodge, F. & A. M.; 
Leader Lodge, Knights of Pythias; the 
Concordia Club and a member of Rodef 
Shalom Congregation. 

Deceased is survived by his widow, 
Mrs. Irene Kann DeRoy; a brother, Al. 
J. DeRoy, of Pittsburgh; three sisters, 
Mrs. Milton M. Stern, of Pittsburgh; 
Mrs. Adolph Marks, of Philadelphia, and 
Mrs. Milton Kuttnauer, of Detroit. 

Funeral services were held at his late 
residence, 1819 Wightman St. Friday 
morning at 10 o’clock. Dr. Solomon B. 
Freehof officiated. 











PITTSBURGH 
Seeks Your Patronage 


GOLD and SILVER 
Scrap and Wastes 
PURCHASED 


Highest cash rates, by assay 
or —— the counter. Get 
cash for your scrap promptly. 
This is the only complete 
gold refinery operated in this 
section of the country. 


GOLD, SILVER, PLATINUM alloys 
and KARAT GOLDS, etc., furnished. 


ON-BENSHOFF |} 
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Pittsburgh, Pa. * 
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WATCH MATERIALS 
JEWELRY SUPPLIES 


* 
We carry a complete stock of 
VTF—BB—KK and GS Watch 
Crystals. 
LANDAW BROS. 
628 Penn Ave. Pittsburgh, Pa. 




















: WHERE TO BUY 








Wuen You THINK OF 


FINDINGS 


THINK OF 


FULLER 


ORDER FROM YOUR JOBBER 











Whileh, Case Peparuing] 
OUR WORK COSTS NO MORE THAN 
ORDINARY WORK i.) 
BECKER-HECKMAN CoO. 


20 E. Madison St. CHICAGO, ILL. 








Wn.FE ScHuMERS Son, INC. 
DIAMOND CUTTERS 
44 Wiaains Biock, Cincinnatt,.On10 














Complete Line of 
GENUINE BOHEMIAN 


GARNET JEWELRY 


HENRY KLAAS CO. 
58 E. Washington St. Chicago 








CENTRAL WATCH CO. 

WATCH REPAIRING FOR THE TRADE 

Best Workmanship at Lowest Prices 
Prompt Service 

5 South Wabash Ave. CHICAGO, ILL. 
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epaired - Replated Relined 


Replated 
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Repaired 
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SWARTZ & CO. 


10 S. Wabash Ave. Chicago, Ill. 











Give Your Windows 
A Look of 


QUALITY 
With New 
VALANCES 


Samples and Designs. 
Camden and 
160 N. Wells St. 
CHICAGO 





Send Glass Sizes for 








CHICAGO: 


Jewelry News Flashes from the Great Central West 


A. H. Denner, jobber of St. Louis, Mo., 
was a visitor in Chicago recently. 


Wm. G. Swartchild, Jr., of Swartchild 
& Co., spent most of March in the sun- 
shine of Florida. 


Mose L. Sickles, of Louis Sickles Co., 
Philadelphia, spent several days in Chi- 
cago recently on business. 


Wm. Gibson, of Cole & Young Co., ac- 
companied by Mrs. Gibson, spent six 
weeks at Miami, returning the last of 
March. 


Frank Newburger, manufacturers’ rep- 
resentative, spent three weeks recently 
in New York and New England centers 
on business and pleasure. 


Howard Schaeffer, vice-president, in 
charge of sales, of the Elgin National 
Watch Co., spent most of March on a 
business trip to the Pacific Coast. 


Harry Radix, president of Thos. J. 
Dee & Co., made an extensive automobile 
trip through the South during March, 
visiting all the winter resorts and places 
of interest. 


Arthur Manheimer, of the Manheimer 
Watch Co., has returned from an ex- 
tensive business and pleasure trip to the 
Pacific Coast during which he visited 
their western office in Los Angeles. 


Ed. L. Imhoff, sales manager of Ripley 
& Gowen Co., Attleboro, is spending a 
few weeks at the factory and expects to 
return to the Chicago office shortly after 
the middle of the month. He will visit 
New York and other cities en route. 


Ben Rosenthal, aged 48, a diamond 
setter, collapsed at his bench at the Fried- 
man Ring Co. plant at 35 E. Wacker 
Drive on March 15. Mr. Rosenthal has 
been with the Friedman Ring Co. for 
several years and was apparently healthy. 


On March 2 members of the Fraternal 
Association of Chicago Jewelers met in 
their headquarters at 10 S. Wabash Ave. 
transacted business and elected officers 
for the ensuing year. It was announced 
that because of the splendid financial 
condition of the organization there would 
be no dues in 1935. Officers elected are: 
President, Howard D. Seebeck; vice- 
president, George Englehardt; secretary- 
treasurer, John G. Leiner; directors for 
two years, Steve Heller and Robert Wil- 
son. 


Bert Hopper, recently elected Chanti- 
cleer of The Golden Roosters of Chicago, 
has announced committees for 1935 as 
follows: Board of Governors, Charles G. 
Brown, Gus Weinfeld, Thomas G. Mc- 
Mahon, Myron Kelly, Francis V. Healy, 
Frank Moran, Ed. L. Imhoff, Wm. H. 
McGreevy, Mead Montgomery and Tom 
O’Connell; Wrecking Crew, John Spro- 
ehnle, Leonard Lewy, Max Cohen, Sam 
Perlman, Arthur Oppenheim, R. Shell 
Hulbert, Allen Pinero, Thomas Noonan, 
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Albert Millard, Fred Haller; Welfare 
Committee, Herbert Goldsmith, Ed. Cain, 
John Friedland, Henry Brookstra, Burt 
Miller, James Flatau, A. J. Friedman; 
Membership Committee, Fred Gottlieb, 
Charles Burley, Harry Mitchell, Wm, 
Schlossman, Fred Whitney; Auditing 
Committee, A. F. Long, Amos Moss, Alex, 
Paulson, Maurice Gold; Publicity Com- 
mittee, Claud Wheeler, George Engle- 
hardt, Frank Brodsky, Jack Keenan. 


On Mar. 21 about 65 members of the 
Chicago Jewelers Association enjoyed one 
(Turn to page 109) 





@UAST & OLSEN 


Manufacturers of Wedding Rings 
and Mountings 

Send your jewelry repairing, diamond set- 

ting, special order work to us. First class 

workmanship, prompt service guaranteed. 


5 South Wabash Ave., Chicago, Ill, 











A. E. Phone: Central 5400 


KRAUSE 
& CO. 


RELIABLE WATCH REPAIRING 
37 South Wabash Ave. CHICAGO 














0] Bp ete) Bp 
SILVER 


and 


PLATINUM 


in JEWELRY, SCRAP, 
POLISHINGS or SWEEPINGS 


Kilgallon solicits your old jew- 
elry, watch cases, spectacle 
frames and dental appliances, 
also your grindings and sweeps, 
and offers you greater profits on 


these. 


Send us a trial shipment. We 
pay highest prices and will send 
a check the same day we receive 
shipment, meanwhile holding it 
for your approval. You will be 
pleased with Kilgallon’s service. 


KILGALLON & CO. 
31 N. State St., Chicago, Ill. 
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a. IALS REFIR Quick Service 
Every Dial Guaranteed for One Year 
KIRK-RICH DIAL CORPORATION 
formerly Pacific Radlum Application Co., Ltd. 
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~~ Stone Grinding Mill 
and Fine Lapidary Work 


LUDWIG MAYER 


Idar-Oberstein I, Germany 
Precious, semiprecious & synthetic 
stones, agates, cameos & intaglios. 





We Specialize in— 


WATCH REBUILDING 






ld, worn watches and old movements. 
fad om te converted into an absolute salable 
condition. ‘They will be repaired, fitted in latest 
designed sport cases with dials to match at 
reasonable prices, as low as $2.25. 

35 years of Watch Repairing for the Trade 


LITTLE WATCH FACTORY 


2 West 47th St. New York 














33 1/3% saved by Jewelers 
on Fire Insurance in their own 
company the last 20 years. 
20% saved on Windstorm 
Insurance. 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


NEENAH, WISCONSIN 





\NSPECTOR © SANDSTEFY 


uality Main Springs 
For pe and Swiss Watches 


EMANO 
THEM OF 









YOUR 
JOBBEP 


FOR 
CATALOG 





Use them in all Watcher 


WATCH-MOTOR MAINSPRING CO., INC. 
Formerly Sandvik Watch Spring Co., Ine. 
145 Hudson St. New York City 











Where to Buy 
DOMESTIC 
China and Glass 









LENOX CHINA 


SERVICE PLATES 
DINNERWARE 
NOVELTIES 
LENOx Made in America 


LENOX, INC. Trenton, N. J. 
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Chicago Notes 
(From page 108) 


of the most interesting monthly luncheon 
meetings in recent years. In the absence 
of both President Schaeffer and Vice- 
President Marshall, Treasurer John G. 
Leiner presided. During the business 
session very satisfactory reports were sub- 
mitted by officers and committees. The 
Illinois Watch Case Co. and the Ostby & 
Barton Co. were restored to membership 
and Ripley & Gowen and Friedman Ring 
Co. were elected to membership. Harry 
Radix, chairman of the social relations 
committee, announced that the annual 
meeting this year would be an evening 
meeting on May 16, including a dinner 
and entertainment with the privilege of 
members bringing guests. Mr. Leiner 
then asked John Hardin to introduce the 
guest speaker, Leonard E. Keeler, Direc- 
tor of the Crime Detection Laboratory of 
the Northwestern University and inven- 
tor of the Lie Detector. A most interest- 
ing hour was spent listening to Mr. 
Keeler tell of the development of labora- 
tory crime detection and actual results 
secured by the use of it. Lantern slides 
were used to illustrate actual cases devel- 
oped in ballistics, finger prints and lie 
detection. 


Oscar Lessing 


Cuicaco, March 20.—Oscar Lessing, 
one of the best-known and liked manu- 
facturers’ representatives in the jewelry 
industry, died suddenly early in the morn- 
ing of March 16. Mr. Lessing had not 
been well for several months, but had 
been at his office regularly every day up 
to and including the Thursday before he 
died. Upon returning home that night he 
suffered a stroke and was in a coma un- 
til-Saturday morning, when he died. 

Mr. Lessing was born in Frankfort, 
Germany, 60 years ago and came to this 
country as a young man and soon became 
associated with the jewelry trade in 
Providence. He has made his home in 
Chicago for nearly 40 years and called 
on the wholesale trade throughout the 
Middle West and West. 

He was married about 26 years ago to 
Miss Belle Phillips, who survives him 
with a son of 18, James. Burial was in 
Rose Hill Cemetery, where funeral ser- 
vices were conducted on March 18. 





Platinum Market 


Platinum prices, as of March 22, 1935, were 
officially quoted as: 


SE ciruduaendevccnusccvekatnsewaweel $32.00 
Containing 5% Iridium ................ 33.00 
Containing 10% Iridium ............... 34.00 
MEME co. a ceaexe ta wosdaesavetues 50.00-55.00 
I ec we vane lene sseuaweuanes 24.00-25.00 





Indicative of a distinct improvement of 
the jewelry business is the expansion tak- 
ing place at Granat Bros.’ San Francisco 
jewelry factory that is called upon to fill 
orders from all sections of the country. 
Another thousand square feet of factory 
space is being added, and new craftsmen 
are being hired as rapidly as experts can 
be procured. 
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Where to Buy 
IMPORTED 
China and Glass 











SHORT LINES—SERVICE PLATES 
Dinnerware from 
Heinrich & Co. and 
Winterling Factories 


FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New York, N. Y. 





FINEST CRYSTAL 
STEMWARE 


From Sweden and Finland 


AT POPULAR PRICES 


Stock and I 


mport 
J. H. VENON, Inc. wew vonk 
THEODORE HAVILAND 


FINE FRENCH CHINA 
BOOTHS, LTD. 

JOHN MADDOCK & SONS 
English Earthenware 
PEARLCRAFT POTTERY 
All in New York Stock 
THEODORE HAVILAND & CO., ime. 
26 W. 23rd St. New York 














ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 
Orders gee Se from 
JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 





Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 














ROYAL DOULTON 
English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 


- S. PITCAIRN CORPORATION 
104 Firth - New York, N. Y. 


Famous the World Over 
from New York Stoeks 


Available 
ROSENTHAL CHINA CORP., 149 5th Ave.,New York 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


Im stock for SmmoGints pe ny Great 


of patterns an 
emma ; your urgent 8. 


PAUL A. STRAUB & CO., Ine. 
Importers. 105-107 Fifth Ave., New York 


ROYAL CAULDON and COALPORT 


China and Earthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short fines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 


EDWARD BOOTE *%i Yoru nv. 





CHINA 




















BUYERS 
of 
GOLD 
SILVER 
PLATINUM 


Scrap 





& SILVER 
Qought 


YOU CAN 
and should buy 


OLD GOLD 


This will result in an increased 








T.B.HAGSTOZ:SON 


(ARTHUR T. HAGSTOZ) 


709 Sansom. Street 


PHILADELPHIA 





—or any material in which these metals 
are contained. An honest return will be 
made for your shipments as promptly 
as accurate determinations permit. 


REFINERS 


37 YEARS OF REFINING SERVICE 














traffic, new business and profits. 


WE CAN HELP YOU 


Let us know what you have done 




















Send your next Shipment 
of old Gold, Silver, Platinum to LELONG 


ss gigs 


to get this business. Then we can 
offer you the necessary assistance 
to actually 





64%4¢ per dwt. 
GET THIS BUSINESS. — Bajeriog the 
vert aes 
- Dee Checks Satisfy —" 














REFINING PLANT 
Established 1858 


THOMAS J. 


Retail jewelers who send Manufacturing jewelers 
and silversmiths get 


highly gratifying returns 


























their gold, silver and 
platinum shipments to 
this long _ established 
plant are sure of exact 
full price, and immediate 


Precious Metals 


35 E. WASHINGTON ST. 
CHICAGO: - ILLINOIS 


payment. 

Our tests are accurate. 
Thousands of satisfied 
customers in U. S. and 
abroad. 

We urge you to try us, 
and learn for yourself. 





from us for floor and 
bench sweepings, filings, 
polishings, water residue, 
old scrap, etc., for refin- 
ing at our plant. 


We are well known to the 
trade. Introduction un- 
necessary. 


L. LELONG & Bro., Inc. 


Refiners 


Assayers 


Metallurgists 


Halsey, Marshall & Nevada Sts., Newark, N. J. 
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Watch Troubles We Often Overlook 


POROLOGIGCA 
JVEPAR T MENS 


= 





By Marvin M. Walters 





THE HAIRSPRING 


ANY little things can be overlooked at the hair- 

spring that will make good timekeeping impossible. 
The hairspring must be properly trued. Of course, the 
out-of-flat and the out-of-round conditions of the hair- 
spring are the two most frequent faults. If the hairspring 
is not vibrating flat it is not going to keep good time. 
Beware of the “‘cat’s back.’ By that term every repairer 
knows that condition when the set of the spring is too 
high on the balance staff, and when the tightening of the 
spring comes it will “whop up,” as some call it. Often 
the spring is not fully staked down; but sometimes it is 
caused by trying to use a balance staff whose hairspring 
seat is too high for that watch. Then again there may 
have been an undue pull upward on the spring—perhaps 
the cock was lifted out without the balance pivots being 
free, or without the wheel being free and a strain was 
caused on the balance sufficient to lift the inner coil above 
its level with the hole in which it is secured in the collet. 
In that case remove the hairspring from the staff and 
press it on a hairspring mandrel and work the hairspring 
down to its proper level. Generally the best way to do 
it is by the same strain that bent it upward, exactly re- 
versed. Sometimes it is a harder job than that, but what- 
ever it is, the level must be restored. There may be 
several “humps” in the spring. Then it becomes a vastly 
complex job and one should be prepared for a half hour’s 
work without swearing. Begin at the inner coil and not 
at the outer and lay the coils level as you come round 
outward. In doing this you may throw a coil or so out 
in the round. It is easier to adjust. these, but the same 
beginning place is demanded. Begin straightening at the 
inner or collet end. When the spring is true or, had I 
better say,. “nearly true?” Now, good fellows of the 
tweezers, I. never saw a man who could exactly true a 
hairspring that..was once seriously out, but if we are 
careful we can get them true enough for medium grade 
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watches anyhow. But there are faults in the hairspring 
that we can too easily overlook. 

Be careful that the overcoil does not press down on the 
main coils of the spring, nor strike upward on the cock. 
The overcoil should be trued to place last, and it should 
follow the path of the regulator pins, so that when the 
owner or some other person undertakes to regulate it, one 
may be able to pass the regulator all the way from F to S 
without disturbing the position or movement of the over- 
coil. How many watches do you suppose this condition is 
true of? How many could be regulatod clear from F to S 
without the hairspring being thrown out of its path? 
There are not many. I speak as one who has not only 
regulated thousands of my own watches but who did 
regulating for years on work that others did. 

The regulator pins may be too open—too far apart. 
Some “expediency” man may have opened the pins in- 
stead of weighting the wheel, or lengthening the hair- 
spring a bit. 

Then there is that pair of pins that are twisted slightly. 
They do not stand upright, but one foot is wound about 
the other slightly. This will kink the hairspring and often 
almost spoil it when we try to regulate the watch. Then 
once in a while the pins may be found blunted. 

Then there is that careless workman who will set up 
the balance assembly without fastening the stud screw. 
The spring shakes loose and we find the watch return- 
ing, trying to run, but with the hairspring dangling about 
out of its place. All these things often are sources of 
trouble at the hairspring. Then there are the many 
others that we keep warning against all the while: the 
drop of oil, the wisp of lint, the fleck of unnoticed rust, 
and others. Even good watch repairers overlook many 
of these and so back comes the stream of watches. What 
is the depth of that stream daily? Well, here goes for a 
confession: The best I could ever do to dry up the “come- 


_back stream” was to make it but three and one-half per 
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cent—this was over a period of three months and in-. 
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ONLY THREE SIZES RE- IN AN ALL METAL CON. 





QUIRED FOR A ‘PERFECT TAINER WITH PARTITIONS 
AND SNUG FIT, IN PLACE AND TRANSPARENT 
COVER 


OF THE NUMEROUS SIZES 
FROM I/,” TO 74” WHICH 
WERE PREVIOUSLY 
NEEDED 


THIS BOX, WHEN EMPTY, 
WILL BE USEFUL FOR 
MANY PURPOSES! 





“Quick fit’? ADJUSTABLE PATENT SPRING BARS 


TRADE MARK REG. 


SET OF 96: SIZES '/,”—54”—34,” $2.00 EACH 
Also in Sets of 50—$1.25 Each 


ORDER THROUGH YOUR JOBBER 


HAMMEL, RIGLANDER and CO., INC 


Exclusive Wholesale Distributors 


NEW YORK CITY - . - U.S.A. 




















IF YOUR SHOP IS ALL 
RED. from polishing rouge 
or covered with polishing 
dust—then your lungs must 
be the same. You breathe 
this dust and dirt and it will 
sooner or later cost you 


dearly. 


Use LEIMAN BROS. 


POLISHING 
DUST COLLECTOR 


it costs little enough to play safe— 
drop us a postal card for more in- 





Comes complete all set up as shown and ready to begin work o emt formation. 


Every store, shop, hotel, club or wherever polishing work is 
done should have this polishing dust collector! 


me waxes st.” TEIMAN BROS., INC. “SORzTEt" 


NEW YORK 
MAKERS OF GOoOopD MACHINERY FOR 45 YEARS 
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d more than a thousand watches which were re- 


volve . 
paired by another man besides myself. Can you get your 


comebacks to less than that proportion? I trust you can, 
for I am quite an ordinary watchmaker, not nearly as 
good as many men whom I know. 


FAULTS IN THE TRAIN 


Many little faults can be overlooked in the train. 

There is that very great liability to dirt and lint in 
the teeth of the train or in the leaves of the pinions. 
Either will stop a watch. Then train wheels get out of 
line. Some are set slightly too close, vertically, to others. 
This applies with greater force as we get into the thinner 
type of watch. Of course, the carriers of thin watches do 
not generally pitch hay or do other work that lets dirt into 
watches. Some compensation all along besides what we 
have in the watch balance! 

But just remember that the train is a place of constant 
trouble. Some of the train arbors are fitted too snug as 
to endplay. Some have too much, and run amuck of other 
parts of the watch. Have you ever seen a loose center 
wheel connect with the balance wheel? I have, many’s 
the time. Watch out for bent teeth, teeth that have gone 
through a “runaway!” You know what I mean, wheels 
of the train that have gone wild when some rude hand 
let the plates apart without letting down the mainspring 
tension. It may not be very obvious and the watch may 
run tolerably well till some night about from one to two 
in the cold morning hours it stops. 


THE MAINSPRING 


The mainspring may give a great deal of trouble. 
Every sort of man is putting in mainsprings. Some shops 
even keep cheap help to put in mainsprings. This is a 
mistake on a great scale. There is scarcely anything more 
important than the mainspring replacement job. Unless 
the old and the new springs are measured up with a 
spring gauge, and that carefully, nobody knows what sort 
of job it is to be. But that’s not enough. We will say 
that you find a broken mainspring of the older variety, 
thick and soft, and that you are going to replace it with 
a perfectly resilient, thinner spring, one that is harder 
and stiffer—the measurements will not tell you what sort 
to put in. Then we can generally go by the size num- 
bers on the material box. The new, harder spring, though 
thinner and a little rounder and better polished, will 
generally keep time better than the old softer, though 
thicker, spring. Trust it, but be careful about putting in 
this new spring. That super-temper is often fractious; 
and if we wind the spring fully at the time of insertion 
it may break. Wind it for a two-hour run and then at 
the end of an hour wind it fully. This gives the new 
spring time to get the oil distributed and get used to its 
new confinement, so it goes O. K. 

But I have not covered all of the troubles with main- 
springs. For that odd brand of watch, where neither 
the sizé nor length of the spring are standard, better have 
on hand a great assortment of unfinished springs, of 
Swiss variety, for such cases. When once one has the 
size and length and tension it is a comparatively easy 
matter to “end up” the spring to whatever form of tip is 
required. 

“Would you replace a mainspring with a new one of 
another make of watch if the two were nearly alike?” 
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Certainly, if the two springs were near enough alike! 
It’s just here, however, that the trouble may start. The 
new spring may be just a little wider. We force the 
barrel cap on and the spring occasionally binds, stopping 
the watch or retarding the power. Then there is that 
loose barrel-cap that will force out and spin about, let- 
ting the mainspring loose at the outer end generally. 
The older outer end fastenings of mainsprings are often 
faulty and often give trouble. The mainspring will wind 
well enough in the shop, but when the careless owner 
tears away at it the mainspring will slip from its outer 
moorings and will fly down as though it were broken. 
Most watch manufacturers are obviating this trouble by 
fastening the outer ends of mainsprings against harder 
metals, and our grief is lessening on this point. But still 
there is that hook, either inner or outer hook, that is too 
long or too short. If too long, then the spring breaks 
when the taut wind is on it and the coils are forced 
against the long hook end. If too short or not slanted 
right, then the spring under certain conditions will slip 
from its moorings. These troubles and many others can 
take place at the mainspring. 


THE BALANCE 


There is no doubt that the balance has the most im- 
portant function in the mechanism of the watch. It is 
an assembly, and consequently has some dozen points at 
which trouble may occur. Let us take up some of these 
points, at which nearly everyone of us has at some time 
found trouble. Grown-ups as well as children are always 
fascinated by the swift-moving balance. 

Remembering that the balance is an assembly of parts, 
all delicate and all finely adjusted, all dependent on 
every other part, one must be a watcher of teamwork 
here. ‘““To see life steadily and to see it whole” was the 
dictum of a great English educator. Now to see the bal- 
ance steadily and to see it whole is just my point here. 
Here is a man who seems to look exclusively for “tight 
pivots.” He spends all his time stoning pivots, stoning 
them till they are so small that he must replace the hole 
jewels or get a new staff. Here is another man whose 
entire eye is on the “choking fork.” Here another is 
troubled about the hairspring. He spends all his time on 
the hairspring. Now any or all of these things may be 
the trouble, but it is safer to look over the entire balance 
before one gets too excited about any one part 


THE FORK-AND-ROLLER ACTION 


One good friend was always using slit files to open forks. 
Now, dear friends of the tweezers, I think I have re- 
paired as many watches as the average hard-working re- 
pairman, but never in my life have I seen a watch come 
from the factory where the clearance in the actual fork- 
slot was too little for that particular roller that this model 
used. Yet this friend of mine was forever “opening 
forks” and putting in smaller rollers. I don’t say that he 
did not sometimes, perhaps once in a long while, find one 
roller that “choked.” But on looking over many of his 
stalled watches (for he sat next me at the bench for a 
long time), I invariably found his trouble in a poor bank- 
ing adjustment. His great sin was to “open everything.” 
Now when a man starts that business with the watch he 
has trouble enough. 

There are not many workmen who can take the ordi- 





nary slit file and open the slot of a fork and ever make it 
run properly again. I am certain that unless one knows 
a great deal about the microscopic measurements of the 
fork end, and the pallet angles, he had better let them 
pretty much alone. Tinkering at these points gives much 
unnecessary trouble. 

Let us be fair enough to see the other side. It is pos- 
sible for a repairman to take Swiss assorted roller-jewels, 
and to force into many watches rollers that do choke. 
This is not generally done when we use standard Ameri- 
can materials. Of course, the cheaper, unstandard mate- 
rials made here will be deceptive also. One can easily find 
whether his roller chokes. Let him put in the balance 
with all but the hairspring attached, and after attending 
to the banking pins, let him pass the wheel through the 
fork with the mainspring tension on; after passing it both 
ways, faster and then slower, trying it in all posi- 
tions, then if it never is retarded at the action of the 
fork, but seems clear and the escapement passes from side 
to side, it is likely O. K. But I then let down the main- 
spring, and then try the roller-jewel through the fork. 
Many times under these circumstances one can find bad 
banking adjustments. Anyway, a choked roller will gen- 
erally show up under these trials. 

Beware of roller-jewels that are either too thick or too 
thin. A too thin roller will often “corner into the fork 
and catch.” See that the roller is set perpendicular. This 
false idea that we can make amends for a too heavy roller 
by backing it up into a slanting position is very bad 
mechanics. To start with, the various end play of the 
watch would make the choking process more and less as 
the watch is run in different positions. “Whatever you 
do to the balance,” said one man, “do the thing so that in 
whatever position it is, its action will not be forced to 
vary.” Another man said, “Remember the old rule at 
school, don’t be partial to any part.” 

Be certain that there is no nick in the roller that will 
cause a “burr”’ to rise just high enough when the watch is 
on its back to cause choking when passing through the 
fork. How many have forced too thick rollers in, only to 
find that little splinters had been broken off the corners of 
the jewel. “Oh, well, that will do for who it is!” That 
is about the most dangerous philosophy of all. It is an 
easy enough job to set a roller properly, if one knows how 
and has the eyesight and tools, but “land sakes,” gentle- 
men, how many rollers are poorly set! 

Here are some of the roller troubles I have found: 
Loose rollers, too thin and too thick rollers, rollers that 
were too long and under certain conditions struck on the 
plate or the hole jewel setting below, rollers that had bits 
of shellac on them, splintered rollers, rollers that were 
too short so that they dropped partly out of the fork, 
rollers whose tables were set too high on the balance staff, 
nicked rollers, rollers that were too round for the Ameri- 
can type of fork end. There is a certain type of Swiss 
watch fork that will take an elliptical or nearly round 
roller, with almost no flattening at the fork approach, but 
these don’t fit into the American fork. Oh! yes. 

I have found other roller griefs, balls of shellac left on 
the fork side of the roller table by that workman who 
insists that it is easier to shellac a roller from that side 
instead of doing the work in a mechanical way, putting 
the shellac in from the wheel side of the roller table. 
Rollers are often set crooked, either tipped backward or 
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forward, or sidewise. Even the slightest of these faulty 
positions is bad. 

I have seen roller tables too high, too low, cracked 
toward the roller hole for being driven onto staffs with 
too tight a fit; roller tables that “spun out of round,” 
having been put on staffs that were too small, or staffs 
that were reshaped till the portion at the normal roller 
seat was smaller than some portion toward the lower 
balance pivot. 

I have seen roller tables on watches that were put on 
from other models, too large and too small in diameter, 
There is no way to tell this fault unless one is conversant 
with the design of that particular model. It is not safe to 
take materials from “just any sixteen size watch of this 
make.” Oh! how we have to learn sad lessons. The 
materials of newer models are not all interchangeable 
with sizes in cheaper or higher grades. It is unsafe gen- 
erally to put seventeen-jewel grade materials in seven and 
fifteen-jeweled replacement jobs. How many of us have 
learned this to our sorrow. One man thought he would 
always buy the higher grades of materials. “I always 
buy at least seventeen-jewel grade material in staffs and 
jewels and then I fit them all.” Well, after he had stocked 
himself well on this, and after he tried this for a year or 
more he found that the higher grade materials were more 
refined and that it was not good replacement stuff for 
lower jeweled watches. So we learn. 








H.1.A. Grants Certificates to Watchmakers 


WasHIncTon, D. C., March 9—The Examining 
Board of the Horological Institute of America met in this 
city on March 5 and granted certificates as follows: 


CERTIFIED WATCHMAKER 


ADDRESS 
Elk Point, S. D. 


NAME EMPLOYED RY 


Allan C. Roberts Self 
Junior WATCHMAKERS 


Harold W. Cruse 


Scritchfield Jewelry Co. Oklahoma City, Okla. 
Joseph P. Dalton M. Simon & Co. Laurel Springs, N. J. 
James (N. Freeman Jensen & Jeck Co. Nashville, Tenn. 
Ray R. Mullins T. F. Beckner Johnson City, Tenn. 


The following are sample questions taken from exam- 
inations: 

JUNIOR WATCHMAKER 

1. What would be the effect of putting the mainspring 
in a,watch that is too thick? Too wide? Too short? 
Too long? Too thin? 

2. If the end of a balance pivot is flat and you make it 
slightly round, will it cause a slower or faster rate on that 
pivot? 

3. Are the locking faces of the pallet stones at equal 
distances from the pallet center in a circular escapement? 


CERTIFIED WATCHMAKER 


1. What test or how do you determine whether minute 
hand rubs on the glass of a watch? 

2. What are the most important qualities required for 
good watch oil? 

3. For what purpose is a hairspring ? 





The National Bank, Oxford, Pa., had a $2,000 clock 
at the top of its building. They wanted to give it to the 
city, but the city was not interested and so far no one has 
been willing to accept the gift. 
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HOROLOGICAL QUESTIONNAIRE | 


By 


LESTER B. PRATT 











(Continued from the March issue) 


OW shall we proceed to grind the inside diameters of 
our hollow spindle true and concentric? 


Answer—lIt will be assumed that the loose bearing 
has been properly fitted to the spindle; also that the loose 
bearing has been pressed into the rubber pulley. This will 
give us a complete spindle which may be ground true 
while running in its own bearings. 

Our first step will be to prepare a suitable wheel for 
our inside grinding. An alundum wheel, Grain 3880, 
Grade K, one-quarter of an inch in diameter by one- 
eighth inch hole will answer very nicely for the inside 
grinding. As this wheel must be run in the lathe head in 
this instance, we shall require a special arbor to carry the 
wheel. 

To make such an arbor, we shall select a piece of steel 
rod about two and one-half inches in length by .1875 in 
diameter. A blank staking tool punch is usually quite 
true and will answer very nicely for the special arbor. 
We may grip this rod in a wire chuck and turn the end 
true and to the proper diameter to fit into the hole in our 
grinding wheel, allowing about one-eighth of an inch to 
protrude through the wheel. This end may be threaded 
and a small nut made to fit, which will provide a means 
of securing the grinding wheel firmly in place. The 
grinding wheel may then be turned true with a diamond 
tool. 

As the total length of our hollow spindle is one and 
three-quarters inch, it follows that our special arbor must 
protrude this length from the lathe head in order to grind 
the hollow spindle clear through. 

Obviously, in order to grind the inside of our hollow 
spindle true and concentric, it must be so placed in the 
tool post of the slide rest that it will be exactly “in line 
with the centers.”” We may attain this point by using 
two large taper centers, one in the lathe head and one 
in the tail stock. With the attachment held loosely in the 
slide rest, we may place the tapers in each end of our 
hollow spindle, bearing in mind that the opening for the 
draw-in spindle must be toward the head of the lathe. 
When ‘the tapers are resting in each end of the hollow 
spindle, then we may lock the spindle in position by 
means of the tail stock set screw. Then if we secure the 
frame in the tool post of the slide rest, our hollow spindle 

will be set exactly “in the line of centers.” 

In order to work to the best advantage in this case, we 
should drive our small grinding wheel at a very high 
speed and our hollow spindle (which we wish to grind 
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true) should be driven at a low speed. We may attain 
this point by driving the lathe head with a belt from the 
large speed wheel on the countershaft and by driving the 
hollow spindle with a belt from a small pulley on the 
countershaft to the pulley of our hollow spindle. We 
must also bear in mind that the grinding wheel must turn 
in the opposite direction from the surface we are grinding. 

Our first grinding will be on the smallest inside diam- 
eter of our hollow spindle which takes the body of the 
chuck. Previous to grinding, we should pass the grinding 
wheel clear through the hollow spindle as far as we ex- 
pect to do the grinding and we must not allow any 
greater length of the grinding wheel arbor than is re- 
quired: to:pass completely through the spindle. Internal 
grinding of any kind is usually delicate work, as the arbor 
and the wheel must, as a rule, be small in diameter, and 
consequently there is considerable vibration, especially 
with a long arbor. Therefore, the shorter we are enabled 
to use an arbor for internal grinding, the less vibration 
we will have to contend with. 

In making the hollow spindle, we bored the hole for 
the chuck to .300, but, as mentioned in a previous instal- 
ment, this diameter was to take the writer’s chucks and 
this diameter must be made to fit the chucks at hand. In. 
grinding this hole true, it is not required to remove very 
much metal and the hole will not require lapping. We 
may grind the hole some and then try one of our chucks 
for a fit. In this case, a loose fit is required. 

Previous to trying the chuck in the hollow spindle for 
a fit, we must clean _the hole carefully to remove all 
grindings and also allow the spindle to cool off, if it 
appears to be hot from the grinding operations. 

Assuming that the hole for the chuck has been properly 
ground true, then we may proceed to grind the seat for 
the draw-in spindle. As the seat for the draw-in spindle 
was turned three-quarters of an inch in length by .370 in 
diameter, we may shorten our grinding arbor, which will 
give us a more rigid arbor. The outside diameter of our 
draw-in spindle was made to .372, consequently we have 
.002 for grinding and lapping to fit. The proper method 
to follow in this case is to grind the inside hole to take the 
draw-in spindle, just enough to true it, allowing a slight 
margin for lapping, as it is always easier to do our final 
fitting from outside diameters (in this case the outside 
diameter of our draw-in spindle). If we do our inside 
grinding carefully, we may true the hole with .001 re- 
moval of metal and if the hole is ground of uniform 

(Turn to Page 119) 




















OWD JEWELRY accurately refined 


or estimated. Prompt returns 


by check or money order. 


SPYCO Smelting and Refining Co. 


MINNEAPOL'S, MINNESOTA 


A neat window card, ‘‘WE BUY OLD GOLD”, is yours for the asking. 
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With an order for | Gross Crystals—Thru your Jobber 
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FEDERAL 


Watch Crystals 


RECEIVED HIGHEST AWARDS 


by American 
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Manufacturers of Crystals for American and Canadian Cases 


Medium Thick Crystal Clear...............-0. $1.00 a dozen 
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Double Thick Crystal Clear or Colored........ 2.605 4 
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Orders filled in 24 hours. 
You can refill your cabinet with FEDERAL crystals without 
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Do you buy, sell or use gems 
and gem materials ? 


This new book should be in the hands of everyone who 
has an interest in gems and gem materials. 

It describes practically every important gem and gem 
material, classifies the materials according to various prop 
erties, includes tables of comparative gem material charac- 
teristics and gives the latest available information on manu- 
factured stones. 


Kraus and Holden’s 


Second Edition 


Gems and Gem Materials 


By Epwarp Hanry Kravs, Professor of Crystallography and 
Mineralogy and Director of the Mineralogical Laboratory, 
University of Michigan, and Epwarp F. Hotpgen, Late 
Instructor in Mineralogy, University of Michigan. 
260 pages, 6 x 9, 325 illustrations, $3.00. 


The first part of the book discusses those properties which 
are necessary for an appreciative understanding of gems 
such as crystal forms, physical, optical and chemical prop- 
erties, formation, occurrence, cutting, polishing and naming 
of gems. 

The second part of the book contains reference tables of 
the various characteristics of gems and gem materials, con- 
veniently classified, handy for ready reference. 


Five Features of the New Gem Book 

1. Valuable statistics on production and occurrence. 

2. Full discussion of cutting and — of gems. 

3. Full treatment of manufactured stones, including detailed 
discussions of artificial rubies and sapphires, glass imi- 
tations, bakelite, etc. 

4. Numerous tables of gems arranged according to various 

properties. 

Summary Table for ready reference. 


co 


Order your copy to-day from 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York City 
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HRONOMETER IN BEAT. “Kindly let me know 
how to put the chronometer escapement in beat, and 
also make the necessary tests to be sure it is correct.” 


(Question No. 4927.) T. B. 


Answer—When in beat, the parts should stand as 
follows, in the usual construction of a chronometer : when 
at rest, and perfectly free, the balance requires to be 
turned the same distance in either direction, to enable the 
unlocking spring or the detent to escape. To test the 
beat, allow the balance to come to a free rest, with the 
escape wheel locked. ‘The end of the gold spring should 
be close to the back side of the unlocking pallet, i.e., the 
side nearest the escape wheel, and the impulse pallet 
should stand just opposite the point of a tooth, the faces 
of both being in a radial line to the balance axis. Slowly 
move the balance back until the gold spring drops off the 
discharging pallet, note the distance moved, and bring the 
balance back to the point of rest. Then move the balance 
the other way until the gold spring (and detent) again 
drops, note that distance moved, then let the tooth escape. 
The two distances should be equal. 


OUD CLOCK. “This is the first time that I have 
written you for information. We have a clock that 
we sold and the ticking is so loud on it that our customer 
cannot sleep well. Can you tell us if there is anything we 
can do to soften the loud ticking? ‘This clock will also 
run for days and strike all right, and then it will get off 
strike. If you can tell us where we can locate trouble 
we would appreciate it very much.” (Question No. 


4928.) L. J. Co. 


Answer.—As ordinarily put together, clocks tick 
loudly because the case, whether of wood or metal, acts 
as a “sounding-board” (just like the sounding-board in 
a piano) ; this sounding-board is made to vibrate by the 
impacts of the acting escapement parts, which are ampli- 
fied by the case and reach the ear as sound-waves, magni- 
fied as by the loud-speaker of a radio set. 

You can greatly reduce the loudness of ticking of your 
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customer’s clock, by putting between movement and case, 
at every point where these are screwed together, washers 
made of felt or woolen cloth. Such washers should also 
be placed between the screw-heads and the plate of the 
movement. ‘These sound-insulating washers may be cut 
out of woolen cloth by punching with suitable sized holes 
on your staking-tool, or other similar punches. 


OUR HUNDRED DAY CLOCK. “We have in 
our shop a 400-day clock which we have had great dif- 
ficulty in regulating. This clock ran about 12 hours slow 
per day. We removed all the weight possible from the 
pendulum and cut the suspension spring as short as pos- 


- sible. Then the clock ran as fast as it could. Still it 


ran four hours per day slow. We then decided that the 
trouble was in the suspension spring, so we sent sample 
spring to our local wholesaler requesting that they send 
one stronger. They returned the same spring saying that 
they carried none stronger in stock. Now we are at 
loss for a means of regulating this clock.” (Question No. 


4929.) G.R.A. 


Answer.—In answering your query, we must assume 
in the first place that you understand the escapement well 
enough to see that it is in correct adjustment. If it is, 
then our further advice will be as follows: Examine the 
suspension wire with your magnifying glass and see if 
it has “pits” in it caused by rust. Whether thefe is actual 
rust present now doesn’t matter; the pits that rust for- 
merly produced would, in effect, thin the spring, and 
make it run the clock slower. If you find pits, then a 
new spring the same size as the old one will bring the 
clock to time. If you do not find rust pits, you will 
need a spring thicker and stiffer than the present one. 
If your material dealer cannot furnish this, write in turn 
to these houses for it: Frasse & Co., 17 Grand St., New 
York; H. Boker & Co., 101 Duane St., New York; 
Crucible Steel Co. of America, 405 Lexington Ave., New 
York. Exact sizes in this material are hard to find ready- 
made; but one or other of the above houses will no doubt 
have what is needed. 











SANDERS 


A British Concern— 
Nearly a Century in 
Business — Serving 


the Trade in America 
for 50 Years 


SWEEP 
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BIRMINGHAM, ENG. 
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WATCHWORK STONE SETTING 
JEWELRY ENGRAVING 
BRADLEY POLYTECHNIC INSTITUTE 
SCHOOL OF HOROLOGY 


Dept. C Peoria, Ill. 














James L. Hand 


America’s Leading Jewelry 


Auctioneer 


14 Maiden Lane 
New York, N. Y. 


Phone, REctor 2-0677 
Cable Address, Hand-Sale, New York 


STRICTLY ETHICAL AUCTIONS 
Conducted for Jewelers 


Executors, Trustees, Receivers, Banks, ba _ Comnntes, 

United States and Canadian Courts. TOCK TOO 

—_- OR TOO SMALL. Write for “HAND” book on 
uctions. 


INQUIRIES TREATED CONFIDENTIALLY 














Between our Laboratory 
tests, those of the United 
States Government, leading 
Universities, and some of 
our customers, the viscosity, 
low degree of oxidation and 
evaporation, and every lu- 
bricating value of Nye’s 
Watch and Clock Oil is 
definitely established. 








Send us your 


OLD GOLD, SILVER, PLATINUM 


Gold Filled iene Optical Scrap, Etc. 


Prompt and accurate returns Guaranteed 
We are now paying 6%4¢ per kt. 


4 Generations of Service 
N. L. SHTEINSHLEIFER smecrer « 


78 Bowery, New York City REFINER 

















FOR EXCELLENT SERVICE 


Hoke cieoel 22 Ge. Torches 


The flame is adjusted by a touch; you can 
have a sharp needle-shaped flame, hot "enough to 
weld platinum, or instantly change to a big soft 
brush for annealing, tempering, soldering, etc. 

Circular 733 tells all about it. 


Hoke, Inc., 122 Fifth Ave., New York City # 














Know Your Merchandise 


“GEM-STONES,” by G. F. Herbert Smith, gives a clear, 
concise, but very comprehensive survey of the various 
precious and semi-precious stones used for ornamental 
purposes. Written in a most interesting and instructive 
manner by an Assistant Secretary of the British Museum 
and a world authority, it presents the history and tech- 
nology of gems, tells what they are, where they are found, 
how they are fashioned, and how they may be dis- 
tinguished. 

It offers the jeweler and his clerks an excellent means of 
fully familiarizing themselves with this interesting subject, 
and provides the answers to many questions asked by cus- 
tomers. Fully indexed, it makes an excellent reference book. 
Over 300 Pages; many tables, plates, and illustrations. Price 
$3.00. Order your copy today from— 


THE JEWELERS’ CIRCULAR 
239 West 39th St. New York, N. Y. 
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LEANING. “On page 119 under the title ‘““Work- 
C shop Notes and Queries” in your January issue, 
second query: Watch cleaning methods, we note the 
Elgin Formula No. |, U. S. Formula No. 1, and also 
Formula No. 5. Will you please advise from whom we 
can get these formulas, and any other formulas for watch 
cleaning fluids and drying fluids. We use an oleic acetone 
and ammonia mixture of our own proportions, and we 
are using carbon tetra-chloride and benzol combinations 
for drying. We are anxious though, to see if we can find 
some other formula that will do the work better.” (Ques- 
tion No. 4930.) F. J. Co. 


Answer.—What is sometimes called “Elgin Formula” 
denatured alcohol is more correctly named “U.S. Formula 
No. 1.” This is one of the recipes, for legally denaturing 
alcohol, that are standard in the industrial alcohol trade. 
The formula is: Grain alcohol, 89.5 per cent; wood al- 
cohol, 10 per cent; benzine, .5 per cent. Your druggist 
can obtain this alcohol, or the formula No. 5, from the 


U.S. Industrial Alcohol Co., 60 E. 42d St., New York. 


IMEPIECES. To settle an argument with a cus- 

tomer, will you please tell me what type or make of 
timepiece is really the most accurate timekeeper known for 
any purpose? Also, how accurately should a watch be 
expected to keep time for the customer, after it leaves 
our shop, but in good order? (Question No. 4931) 
A & B Co. 


Answer.—The most accurate timepiece known is the 
“Shortt” clock, invented jointly by Mr. F. Hope-Jones 
and Mr. W. H. Shortt, and made by The Synchronome 
Co., Ltd., of 32 Clerkenwell Road, London, England. 
This clock was introduced in 1924, when the first one 
was installed in the Royal Observatory at Greenwich, 
England. The really startling accuracy of performance 
of this clock obliged the observatory authorities to devise 
means of recording the rate in thousandths of a second! 
Prior to this, the most accurate clock was the Riefler, 
made in Munich, Germany, the rate of which was re- 
corded in hundredths of a second. Shortt clocks have 
recently been added to the equipment of the U. S. Bureau 
of Standards and Naval Observatory. 

It is fair to expect of a good watch, in good order, 
timekeeping accuracy within half a minute per week, as 
its maximum error. Most competent watchmakers aim 
to get better timekeeping than this out of good watches. 
The weekly 30-seconds error tolerance is what is allowed 
by the watch-inspection rules of most of the American 
railroads. 


IL ON HAIR SPRINGS. I have trouble sometimes 

with what seems like a mysterious appearance of oil 
that in some way gathers on the coils of bracelet watch 
hairsprings. What puzzles me is that this oil (which ruins 
timekeeping by causing the spring coils to stick together) 
cannot possibly be there by carelessness in oiling the upper 
Pivot, because it appears on the outer coils, farthest away 
from the pivot, and it doesn’t appear until the watch has 
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(Question No. 


run quite a while after being cleaned. 


4932) J H & Co. 


Answer.—The oil reaches the hairspring coils from 
contact (when the watch is jarred) with the under side 
of the center wheel. The oil gets on the wheel from 
the mainspring barrel, on account of the extremely little 
space allowed there by the design of very small, thin 
watch movements. The way to avoid this is to avoid 
excess in oiling the mainspring. Instead of applying oil 
to mainsprings by means of the usual oiler, it should be 
applied by wetting tissue paper with oil and drawing the 
spring lengthwise through a fold of this paper. 





Horological Questionnaire 
(From Page 115) 


diameter, very little, if any, lapping will be required, as 
this hole is not ground for a running fit, but simply as a 
guide for the draw-in spindle. The principal require- 
ments are a hole of uniform diameter and perfectly true. 

In order to grind the throat of the hollow spindle, 
which takes the angle of the head of the chuck, we must 
reverse the hollow spindle, and in this case we must use 
our large tapers again to set the hollow spindle “in the 
line of centers.” When this has been done, then we must 
swing the swivel of the slide rest around in order to 
obtain the correct angle for grinding. 

This particular piece of grinding is possibly the most 
important part of our work and we must be very careful 
to observe that it is ground true. In the writer’s case, the 
angle of the head of the chuck was 20 degrees, but this 
point must be determined from the chuck at hand. As- 
suming that this angle is 20 degrees, then we must set the 
slide rest swivel at this point and proceed with the 
grinding. 

When we obtain a clean surface, then the work may 
be cleaned carefully and we may try one of our wire 
chucks in the hollow spindle to determine if the angle has 
been ground properly and to sufficient depth. If we use 
a glass while making this examination, we may easily 
determine if the throat of the spindle has been ground to 
the correct angle. If it does not fit correctly, we may 
shift the swivel of the slide rest until we obtain the re- 
quired angle. While an exact fit is usually required be- 
tween the throat of the spindle and the head of the chuck, 
at the same time it is best to have the closest contact at 
the front end of the chuck head. Then there is no risk 
of throwing the chuck out of true when we close the 
draw-in spindle. 

As the outside front end of our hollow spindle should 
also be ground true for appearance sake and the angle is 
usually about the same as the inside angle we have just 
ground, we may do this grinding before we remove the 
attachment from the slide rest. In this case, we may use 
one of our larger wheels and the extreme high speed will 
not be necessary for this grinding. 

The end of the hollow spindle may be ground to con- 
form, approximately, with the appearance of our lathe 
spindle, then we may set the slide rest swivel straight and 
face off the end of the hollow spindle and our grinding is 
completed for the spindle. 

(To be continued) 














Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
mon 

Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 

igi letters of recommendations, 
send duplicates. 

To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York 








Situations Wanted. 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 








WANTED, POSITION as watchmaker ; 
four years’ experience; prefer position 
in South. W. T. Stevens, Thomson, Ga. 





COMPETENT WATCHMAKER on all 
makes and sizes, quick and high-grade 
mechanic, wishes position. I. Natanson, 
1890 Crotona Parkway, New York. 





ENGRAVER, SECOND WATCHMAKER, 





wishes permanent position. J. B. Haw- 
kins, 2712 Wickham Ave., Newport 
News, Va. 

HUB-DIE CUTTER, artistic, accurate, 


also capable of making tools and wax 
models. Address “‘B., 2488,’’ care Jewel- 
ers’ Circular-Keystone. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





WATCHMAKER, 35, American, fine, 
capable, expedient; quality reference; 
moderate salary. Address “Y., 2673,” 
care Jewelers’ Circular-Keystone. 





RETAIL SALES CREATOR; young man 
of excellent qualities; a valuable man 
to the right party. Address “B., 2676,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, A-1 mechanic, 22 years’ 
experience, desires position New York 
or vicinity; salary $25. Address “R., 
2666,” care Jewelers’ Circular-Keystone. 





WANTED POSITION as watchmaker or 
store manager, by man with 25 years’ 
experience. Address “R.D., 2735,’’ care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, 20 years’ experience, 
fine mechanic on all grades of watches, 
wishes position in a first class store, 
New York or vicinity. Address ‘M., 
2724,”’ care Jewelers’ Circular-Keystone. 





WATCHMAKER A-1, desires. position 


with prominent jeweler in New York; 
18 years’ experience; repeater and 
baguette a_ specialty. Address “B., 


2717,”’ care Jewelers’ Circular-Keystone. 





WATCHMAKER WISHES WORK at 
once; tive years’ experience; salary no 
object; will go anywhere. Address 
“Watchmaker,” 2301 W. 11th St., Cleve- 
land, Ohio. 





CREDIT STORE EXECUTIVE, seven 
years with two of New York’s largest 
chain stores as salesman, buyer and 
store manager. Address “T., 2669,” 
care Jewelers’ Circular-Keystone. 


COMPETENT WATCHMAKER, 25 years’ 
experience, good engraver, salesman, 
plain jewelry ; American; New England 
preferred. Address “P., 2665,” care 
Jewelers’ Circular-Keystone. 


WATCHMAKER, one you do not lose 
business with; I may be the kind of 
workman you want. Write ‘‘Watch- 
maker,’’ Room 902 Metropolitan Bidg., 
Detroit, Mich. 


OVER FIVE YEARS with well known 
watch company, repairing and position 
work; store experience; state hours, 

7. Goodden, 217 Yates, Springfield, 














A-1 WATCHMAKER, SALESMAN, de- 
sires permanent position retail store; 11 
years experience; best references; good 
estimator. Address “D., 2641,’ care 
Jewelers’ Circular-Keystone. 


FORCEFUL SALESMAN, 31, seeks posi- 
tion in store handling whitestone line; 
excellent window man and real money- 
maker; references. Address ‘“‘K., 2656,’’ 
care Jewelers’ Circular-Keystone. 


EXPERIENCED watchmaker, salesman, 
age 37, good personality, wants per- 
manent position; fair salary; married; 
best references. Address ‘‘C., 2601,’’ care 
Jewelers’ Circular-Keystone. 











EXPERT watchmaker, jeweler, engraver, 
36, best reference, 12 years’ experience 
in leading stores, desires position in 
Rocky Mountain Region. Address ‘“‘J., 
2613,’ care Jewelers’ Cir¢gular-Keystone. 


Al ENGRAVER AND JEWELER, also a 
good watchmaker, 20 years’ experience; 
South West preferred; best of refer- 
ences. Address “H., 2611,” care Jewel- 
ers’ Circular-Keystone. 


WATCHMAKER, CLOCK REPAIRER, 
desires position where honesty and good 
workmanship are appreciated; skilled 
mechanic; best references. Address “‘V., 
2628,”’ care Jewelers’ Circular-Keystone. 











NOTICE! Window trimmer serving jewe). 
ers exclusively, is now available for oo. 
casional jobs in the Metropolitan area; 
results guaranteed; reference. Address 
“L., 2657," care Jewelers’ Circular-Key. 
stone. 









HIGH GRADE WATCHMAKER, experi. 
enced on smallest Swiss and most com. 
plicated watches; expert on railr 
work ; best of references. Address “N 
2660," care Jewelers’ Circular-Key. 
stone. 





A-1 WATCHMAKER, JEWELER ang 
engraver, 20 years’ experience ; can fyr. 
nish references as to character ang 
ability; salary $35 per week. Address 
be 74,” care Jewelers’ Circular. 

Keystone. 





YOUNG LADY, 1% years’ experience 
stenographer, billing clerk; very nomi. 
nal salary; ambitious, willing; help 
around office; good references. Address 
“F., 2684,” care Jewelers’ Circular. 
Keystone. 





POSITION WANTED;; first $25 offer to 
start secures first class all around man; 
all lines; Mr. Boss don’t ask foolish 
questions; deliver right jobs; need a 
job. Address “H., 2686,” care Jewelers’ 
Circular-Keystone. 





BOOKKEEPER -STENOGRAPHER, 12 
years’ experience, thoroughly familiar 
with jewelry line; complete charge of 


office, also all details; excellent ref. 
erences. Schear, 1751 Cropsey Ave, 
Brooklyn, N. Y., Bensonhurst 6-7645, 





BOOKKEEPER, STENOGRAPHER, five 
years’ experience, factory, office, capa- 
ble taking full charge stock, weighing 
metals, etc.; excellent references. Ad- 
dress “C., 2716,’ care Jewelers’ Cir- 
cular-Keystone. 





A-1 WATCHMAKER-SALESMAN, 37, 20 
years’ experience, including complicated 
watches and clocks, close _ timing; 
capable managing and buying; refer- 
ence. Address “P., 2706,” care Jewelers’ 
Circular-Keystone. 





YOUNG LADY, 19, wishes position as 
stenographer-typist; knowledge book- 
keeping, filing ; excellent beginner ; high 
school graduate, alert, ambitious; sal- 
ary secondary. Address “R., 2708,” 
care Jewelers’ Circular-Keystone. 





MANUFACTURING JEWELER, plat- 
inum worker, engraver and diamond 
setter; finest of workmanship; high 
class references; prefer retail store. 
Address “P., 2622,” care Jewelers’ 
Circular-Keystone. 





JEWELRY SALESMAN, retail, 20 years’ 
New York experience, desires position; 
excellent references; sal. secondary. 
Address “N., 2620,’ care Jewelers’ Cir- 
cular-Keystone. 


DIAMOND SETTER AND ENGRAVER, 
setting on platinum and white gold, 
letter and monogram on jewelry, silver- 
ware; Spanish. Address ‘“A.,” 137 S. 
Liberty St., New Orleans, La. 


WATCHMAKER, German, age 26, desires 
position; experienced all grades of 
watches; wait on customers; state wages 
when answering. Fred Bollmann, 149 
W. 90th St., New York. 


CAPABLE, young, watch, clock and 
jewelry repairman desires position in 
Middle West; eight years’ experience; 
three years store manager; married. E. 
A. Sears, R.F.D., Tamms, IIl. 


EXPERIENCED ENGRAVER, second 
watchmaker, window dresser, salesman, 
wants position; would make small in- 
vestment with view of taking over place. 
Address ‘H., 2651,” care Jewelers’ Cir- 
cular-Keystone. 


VALUABLE RETAIL MAN; qualified for 
selling, estimating repairs, trimming 
windows; expert appraiser and buyer; 
thoroughly experienced handling old 
gold. Address ‘‘N., 2659,’’ care Jewelers’ 
Circular-Keystone. 




















WATCHMAKER ONLY, 25 years’ experi- 
ence, front man with large firm for ten 
years; reasonable salary; prefer Michi- 
gan, Wisconsin or Central states. Ad- 
dress “‘R., 2623,’’ care Jewelers’ Circular- 
Keystone. 








YOUNG MAN SEEKS POSITION as 
salesman and stockkeeper in office of 
reputable watch importers or jobbers; 
thoroughly experienced; references. Ad- 
dress ‘‘M., 2658,’’ care Jewelers’ Circu- 
lar-Keystone. 





WATCHMAKER, Bowman graduate, age 
27; six years’ experience; clock and light 
jewelry repairing; capable manager of 
repair department; good references. Ad- 
dress “L., 2618,’’ care Jewelers’ Circular- 
Keystone. 





YOUNG LADY, many years’ experience, 
capable taking full charge stock, filling 
orders, repairs, counter trade, etc.; ref- 
erences; New York or vicinity. Address 
oo 2635,’’ care Jewelers Circular-Key- 
store. 





WATCHMAKER, ENGRAVER, stone set- 
ter, 24 years’ experience; watch, clock, 
jewelry repairing; salesman, estimator; 
permanent; married; South, Southwest. 
Address “‘L., 2615,” care Jewelers’ Cir- 
cular-Keystone. 
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So 

EPER-TYPIST, young woman, 
BOO on varied experience in jewelry 
line, capable of taking full charge, 
manufacturing jewelers; excellent ref- 
erences. Address “‘E., 2644," care Jewel- 
ers’ Circular-Keystone. 





WATCHMAKER, JEWELER, stone set- 
ter, engraver, 15 years’ practical ex- 
perience; take full charge; best of ref- 
erences; permanent position where 
ability is appreciated. Address “K., 
9608," care Jewelers’ Circular-Keystone. 





WATCHMAKER, 18 years’ experience, 
railroad, baguette, Swiss watches, clock, 
jewelry repairing; sales ability, esti- 
mator; permanent; references; married, 
age 35. Earl Kirmse, 411 South Sanborn, 
Mitchell, South Dakota. 





WATCHMAKER, experienced, desires po- 
sition in New York or Westchester 
County; age 26; accustomed to high 
uality work and_ better class trade. 
ddress “Z., 2531,” care Jewelers’ Cir- 
cular-Keystone. 





YOUNG LADY, 10 years’ experience, fac- 

- tory office, ring manufacturer, capable 
taking full charge stock, filling orders, 
repairs, weighing metals, etc. Address 
“A., 2559,” care Jewelers’ Circular-Key- 
stone. 





WATCHMAKER, and light jewelry re- 
pairing, wants position; age s 56 
years’ experience; willing worker; re- 
pair all kinds of watches; can furnish 
reference. Address “G., 2564,” care 
Jewelers’ Circular-Keystone. 





YOUNG LADY, bookkeeper, stenographer, 
over ten years’ executive experience in 
jewelry and watch trade; complete 
charge, correspondence and collections. 
Address ‘‘T., 2495,’’ care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, now employed, eight 
years’ experience, Bowman graduate, 
desires permanent position in California, 
Arizona or New Mexico; photo on re- 

uest. Address ‘‘F., 2477,” care Jewelers’ 
ircular-Keystone, 





WATCHMAKER, JEWELER, engraver 
16 years’ experience, age 38, take full 
charge, consider permanent position 
only, anywhere; salary no object, Ad- 
dress “D., 2736,”’ care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, competent, desires per- 
manent position in first class store; 
horological school and store experience; 
references; moderate salary; age 22. Ad- 
dress ‘‘R., 2739,”" care Jewelers’ Circular- 
Keystone. 





MANUFACTURING JEWELER and set- 
ter, capable designing and making spe- 
cial order and stock, platinum jewelry; 
unquestionable character and ability, 
references; have own tools. Address 
an 2549,” care Jewelers’ Circular-Key- 

one. 





WHO HAS A POSITION to offer a mar- 
ried man with managerial and sales 
experience in cash and credit stores, 
also department stores; finest creden- 
tials, honesty, ability and integrity? 
Address “S., 2709,” care Jewelers’ Cir- 
cular-Keystone. 


FIRST CLASS jeweler and diamond set- 
ter; samples, special order work, cast 
work, carving, take charge, or work at 
bench; references some of the largest 
concerns in New York; willing to go 
out of town. Address “T., 2710,” care 
Jewelers’ Circular-Keystone. 








WATCHMAKER, SALESMAN, wants 
permanent position in Southern States; 
best *references; pleasing personality ; 
experienced in railroad inspection; can 
take charge department. Address “W. 
~ 2689,” care Jewelers’ Circular-Key- 

one. 


WATCHMAKER DESIRES POSITION 
in California with reliable firm where 
good work is wanted; 18 years’ ex- 
perience; 36 years old; can manage 
repair department; also good salesman. 
Address “M., 2692,” care Jewelers’ Cir- 
cular-Keystone. 





| 


MANAGER INSTALMENT, 10 years’ ex- 
perience; A-1 salesman; original win- 
dow trimming ideas; checks credits, 
care of collections, advertising sales 
promoting; college education; salary 
secondary. Address “V., 2670,” care 
Jewelers’ Circular-Keystone. 





ALL AROUND JEWELER and diamond 
setter, 25 years’ experience on platinum 
and white gold, also do hub cutting and 
jewelry die making, know how to handle 
machinery for mass production; ex- 
cellent references; willing to go out of 
town. Address ‘‘A., 2722,’ care Jewel- 
ers’ Circular-Keystone. 





WATCHMAKER, SALESMAN, engraver, 
jewelry and clock repairing, diamond 
setting, experienced traveling watch in- 
spector, age 40, married, desires change; 
several years present employer; excel- 
lent reference; state salary. Address 
a 2609,”” care Jewelers’ Circular-Key- 
stone. 





SALESMAN, Christian, thoroughly ex- 
perienced, acquainted with the whole- 
sale, department store and retail trade 
from coast to coast; have personality, 
initiative ; am middle aged; drawing ac- 
count against commissions desired. Ad- 
dress “O., 2701,’’ care Jewelers’ Cir- 
cular-Keystone. 





TRAVELING SALESMAN, personal fol- 
lowing for 16 years with wholesale and 
instalment jewelry stores through Mid- 
dle West and the South, would be inter- 
ested in a fine white gold ring mounting 
line, also diamond bunch rings; excel- 
lent references. Address “A., 2718,” 
care Jewelers’ Circular-Keystone. 





CERTIFIED WATCHMAKER (H.I.A.), 
15 years’ experience, all makes, A-1l 
mechanic, conscientious, reliable; per- 
manent position with first class firm 
where high grade workmanship is ap- 
preciated; salary or _ commission. 
Address “‘A., 2675,” care Jewelers’ Cir- 
cular-Keystone. 








A-1 WATCH AND CLOCKMAKER, Ger- 
man, Protestant, 32, married, 18 years’ 
experience, 10 years in U.S.A.; com- 
plicated work also; wait on trade; de- 
sires permanent position; $30 week to 
start; North and West preferred, but 
not necessary. Herbert W. Kauffmann, 
4609 Tampa St., Philadelphia, Pa. 





COMBINATION, A-1 watchmaker, jewel- 
er, diamond setter, engraver, clock- 
maker, also experienced in light jewelry 
manufacturing, and ring carving; 
years’ experience; age 34, married; must 
be permanent; salary $50 per week. Ad- 
dress ‘‘K., 2607,’ care Jewelers’ Circular- 
Keystone. 





WATCHMAKER (Swiss-American), ex- 
pert, age 36, first class mechanic, spe- 
cializes in small work, wishes steady 
position to take full charge of watch 
repair department in high class retail 
store, preferably in South or Southeast; 
excellent references. Address “W., 
2632,’’ care Jewelers’ Circular-Keystone. 





POSITION BY FINE WATCHMAKER, 25 
years at bench; fine and complicated 
watch repairing, position timing and ad- 
justing; wheel and pinion cutting, mak- 
ing parts, matching factory finish and 


precision; fine set of tools; best of 
references; neat appearance, age 48. 
Address ‘‘Watchmaker,”’ 415 O’Farrell 


St., San Francisco, Calif. 





SALESMAN, Christian, thoroughly ex- 
perienced in all C7 gee of the busi- 
ness desires position with reliable firm; 
held managerial and sales positions with 
well known firms, both cash and credit; 
37 years of age, and can furnish ref- 
erence regarding ability and character 
from employers and reputable men in 
the trade. Address “G., 2650,’ care 
Jewelers’ Circular-Keystone. 





MANAGER, CREDIT STORE, 18 years’ 
experience retail jewelry industry, ex- 
tending to every possible phase of retail 
credit business, embracing _ selling, 
supervision of credits and collections, 
writing newspaper displays as well as 
creating new sales ideas, trimming ef- 
fective window displays and purchas- 
ing; fine references.. Address “N., 
2694,” care Jewelers’ Circular-Keystone. 





Lines Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








WANTED MANUFACTURERS’ 


\ LINES 
suitable for department, gift and jewel- 
ry stores, Pittsburgh and Western 
Pennsylvania. Address “D., 2681,” care 
Jewelers’ Circular-Keystone. 





OLD ESTABLISHED New York firm 


‘with sales force, will represent a manu- 
facturer in above territory, commission 
basis; high class representation for 
worth-while line. Address “O., 2663,” 
care Jewelers’ Circular-Keystone. 








Side Lines. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








WATCH SALESMAN, Pacific Coast, well 


known concern, popular line; drawing; 
good proposition for right man. Ad- 
dress ‘‘G., 2610,’ care Jewelers’ Circular- 
Keystone. 





SALESMAN, calling on the jobbing and 


department store trade, desiring a fast 
selling line of leather watch straps; 
large territories open. Address “A., 
2599,” care Jewelers’ Circular-Keystone. 





SALESMAN to carry a complete line of 


wedding rings and semi-mounted plat- 
inum jewelry; must have a following of 
the better grade. Address “Z., 2634,’ 
care Jewelers’ Circular-Keystone. 





SALESMAN for Northwest, 


also New 
England, to carry complete mounting 
and wedding ring line on comm*ssion; 
give details. Address “‘N., 2725,’’ care 
Jewelers’ Circular-Keystone. 





SALESMAN WANTED for 


Eastern 
States to carry a line of ladies’ and 
gents’ ree rings, mounted and semi- 
mounted. Address “E., 2683,” care 
Jewelers’ Circular-Keystone. 





SALESMAN WANTED to carry Amer- 


ican watches as side line; must be 
experienced and have established trade 
in Southeastern States. Address “M., 
2691,” care Jewelers’ Circular-Keystone. 





SALESMAN calling on jewelers, 


gift 
shops, department stores, to carry bead 
costume jewelry as side line; refer- 
ences; state territory covered. . =. 
Johns, 9 W. 4th St., Cincinnati, Ohio. 





SALESMAN, New York and New Eng- 


land States, finest assortment of Eng- 
lish watch straps to department stores 
and jewelers; good commissions; money- 
maker for right man. Address “W., 
2629,’’ care Jewelers’ Circular-Keystone. 





SALESMEN, exclusive wedding ring and 


watch line for Chicago, Dallas, Los 
Angeles and adjacent territory; liberal 
commission, bonus and collection fees. 
pm ee “N., 2729,” care Jewelers’ Cir- 
cular. 





MANUFACTURER of set and unset gold 


mountings of every description wishes 
to connect with a salesman covering 
the better retail trade throughout 
Middle West; sell on a 10 per cent com- 
mission basis; answer first letter in 
full detail. Address “B., 2679,” care 
Jewelers’ Circular-Keystone. 








(Continued on page 122) 
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Special Notices 


(Continued from page 121) 








Help Manted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANTED, WATCHMAKER who can do 
some jewelry or engraving work. Apply 
—_— 22 S. Main St., ilkes-Barre, 








WANTED, SALESMAN, for old estab- 
lished wholesale jewelry house, to trave] 
the South; drawing account and com- 
mission. Address “‘B., 2600,’’ care Jewel- 
ers’ Circular-Keystone. 





EXCELLENT POSITION for first class 
crystal grinder; must be able to do 
fine work. Write Michigan Jewelers 
Supply Co., 512 Metropolitan Building, 
Detroit, Mich. 


ENGRAVER WANTED, one who can 
also do some watchwork; reliable 
concern in vicinity of New York City. 
Address “D., 2604,” care Jewelers’ 
Circular-Keystone. 








WATCHMAKER, experienced A-1 all 
around mechanic; state qualifications, 
age, experience, references; salary $25; 
Newark, N. J. Address “O., 2730,” care 
Jewelers’ Circular-Keystone. 





WANTED, retail jewelers and representa- 
tives to sell medals, class, club and col- 
lege pins, keys and charms; excellent 
values. Address “O., 2737,’’ care Jewel- 
ers’ Circular-Keystone. 





WANTED, combination watchmaker and 
optometrist; permanent position; state 
engl J expected, age and nationality in 
first letter. Frank Hyde Jewelry Co., 
Sioux Falls, S. D. 





WANTED, an expert watchmaker for re- 
tail store; must be experienced on all 
types of watches; state references, age 
and salary expected. M. A. Green, 73 
Grand St., Waterbury, Conn. 





WATCHMAKER AND ENGRAVER; 
permanent position; Middle West; 
please state age, experience and names 
of references in first letter. Address 
“A., 2662,” care Jewelers’ Circular- 
Keystone. 


SALESMAN with following among re- 
tail jewelers (Metropolitan District), 
for established line of jewelry boxes 
and displays; salary or commission. 
Address “D, 2702,” care Jewelers’ 
Circular-Keystone. 








SALESMEN with following amongst re- 
tail jewelers to represent old established 
reputable manufacturer of quality gold 
filled jewelry; liberal weekly advance- 
ment; all territories open; state your 
territory. Address “F., 2646,” ‘care 
Jewelers’ Circular-Keystone. 





COMBINATION workman in a leading 
Indiana store, capable of doing jewelry 
repairing, first class engraving, assist on 
watches and be generally usefu] in 
store; permanent job for young man 
looking for future. Address “E., 2606, 
care Jewelers’ Circular-Keystone. 





RING MAKER, experienced on gold and 
platinum ladies’ mountings, must have 
ability to make samples and assist fore- 
man; state age, experience and salary; 
excellent opportunity. Bardach and 
= 19 W. South St., Indianapolis, 





AN UNUSUAL OPPORTUNITY for man 
with good record and known to Pacific 
Coast retailers to sell a popular priced 
line of mountings, wedding rings and 
diamond rings; write full particulars. 
Address “O., 2726,’ care Jewelers’ Cir- 
cular-Keystone. 





EXPERIENCED SALESMEN wanted to 
cairy a popular Swiss watch line on 
commission basis for the States of Wis- 
consin, Minnesota, North and South 
Dakota, Kansas, Missouri and Nebraska. 
peel Watch Co., 2 W. 46th St., New 

ork. 





SALESMEN WANTED; well known pro- 
ducers of popular priced line of Swiss 
watches wants to contact high grade 
salesmen; we pay highest commission, 
10%; one other non-conflicting line ac- 
ceptable; drawing account to producers. 
Address ‘‘T., 2626,’’ care Jewelers’ Cir- 
cular-Keystone. 





WE WANT TO EMPLOY a first class all 
around man for credit jewelry store; 
must be experienced in credits, collec- 
tions, window trimming, merchandising, 
ete.; hard work, long hours, moderate 
Salary; prefer man with some of above 
credit jewelry store experience, plus 
some training with stores type of Wool- 
worth, Kresge, etc.; give full details, 
salary desired, etc. Post Office Box 3, 
Birmingham, Ala. 





A LARGE reliable manufacturer of silver 
and chromium plated hollowware and 
electrical appliances is in need of re- 
liable representatives for Illinois includ- 
ing Chicago, Michigan except Detroit, 
and the Northwest territory, also the 
complete Southern territory; only those 
who have a following and are able to 
produce a volume business need apply ; 
drawing account against commissions. 
— Brothers, 197 Grand St., New 

ork. 





MANUFACTURERS of exclusive 
mountings, wedding rings and dia- 
mond rings desire representation in 
the New England States; either ex- 
clusive representation or in conjunc- 
tion with one other kindred line ; one 
who has large following among the 
better grade jewelers and department 
stores; wing account to right 
man. Address “C., 2640,” care Jewel- 
ers’ Circular-Keystone. 





EXPERIENCED SALESMEN wanted for 
Eastern territory, including Pennsyl- 
vania, New York State, Greater New 
York City, Michigan, Wisconsin, Min- 
nesota, the Dakotas and far Northwest- 
ern States, California, Colorado, Utah, 
Montana, New Mexico, Arizona, to 
carry a side line of an exceptionally 
fine line of belt buckles of sterling, 
also leather belts, including the comfort 
belt Braxton on strictly commission 
basis of 15 per cent; manufacturer’s 
lines. Apply Box 1473, Cincinnati, Ohio. 








For Sale. 


Stores, Stocks and Businesses 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








JEWELRY STORE established 40 years 
in New York; death reason for selling; 
cheap rent, pleasant living apartment. 
252 West 116th St., New York. 





OLD ESTABLISHED jewelry store, West- 
chester County, New York; small clean 
salable stock; rare opportunity; good 
reasons for selling. Julius Haake, 359 
North Ave., New Rochelle, N. Y 





SMALL JEWELRY STORE in busy sec- 
tion ; low rental; will sell without stock; 
ideal for watchmakers. Terminal Jewel- 
ry Shop, Bee Line Bus Terminal Ar- 
cade, Jamaica, N. Y. 





WELL ESTABLISHED leather’ goods 
plant specializing in the manufacturin 
of leather watch straps; fully equippe 
with modern machinery Address ~ 
2738,”’ care Jewelers’ Circular-Keystone. 


ONLY JEWELRY STORE in town of 
10,000, established for 34 years, near 
Chicago, Ill.; no competition; good re. 
pair business; railroad inspection. Ad. 
dress K., 2687,” care Jewelers’ Cir. 
cular-Keystone. 








JEWELRY STORE for sale in North 
Eastern Colorado; small stock; estab- 
lished 10 years; good reason for selling; 
opening for optician, plenty bench work, 
Address ‘‘S., 2740,’ care Jewelers’ Cir. 
cular-Keystone. 





JEWELRY AND OPTICAL STORE, De- 
troit, to close an estate; furniture and 
fixtures $1,000, stock about $4,500; lib- 
eral discount on purchase, or will per- 
mit partial selection. J. A. Gleason, 
14280 Cloverlawn, Detroit, Mich. 





FOR SALE, JEWELRY STORE in Ohio 
City, 8500; 30 years in same location; 
age and eyesight compel me to give it 
up; can reduce to suit your price. Ad- 
dress “‘Y., 2633,’’ care Jewelers’ Circular- 
Keystone. 





JEWELRY STORE, established 14 years; 
repair work pays all expenses; new 
modern fixtures; can reduce stock; liv- 
ing quarters; retiring On account of 
health. M. Kukkonen, 31-12 Broadway, 
Long Island City, N. Y. 





FOR SALE, our stock of rings, unset 
stones, machinery, tools, dies, equip- 
ment, sample cases, trays, trunks, 
bags, etc.; voluntary liquidation. 
M. B. Bryant & Co., Inc., 136 West 
52nd St., New York, N. Y. 








JEWELRY AND OPTICAL STORE es- 
tablished 15 years; only jeweler in town 
of 8000 population, eastern Pennsyl- 
vania; excellent for watchmaker and 
optometrist; stock and fixtures, $3,500. 
Address “G., 2685,” care Jewelers’ Cir- 
cular-Keystone. 





FOR SALE, only jewelry store in town 
of 5000, western Pennsylvania, glass 
and iron works and mining center; 
owner will sacrifice for outstanding 
debts; wishes to return to home in 
Massachusetts. Address “‘C., 2680,” care 
Jewelers’ Circular-Keystone. 





LONG ESTABLISHED manufacturing 
jewelry shop in St. Paul, Minnesota ; 
desirable location in building; ill- 
ness of owner reason for selling. Ad- 
dress “S., 2624,” care Jewelers’ Cir- 
cular-Keystone. 





ON ACCOUNT OF ILLNESS will sell 
jewelry store, established eight years 
in Cleveland, Ohio; low rent; positive 
to make a good living; complete with 
stock, modern fixtures, Neon sign, 
$1,750; without stock $700. Write to 
1041 E. 125th St., Suite 1. 





FOR SALE, a _ jeweler’s work shop 
equipped with a complete set of tools 
and all that is needed; the owner is 
72 years of age; will sell at a bargain, 
valued at $2,565; sell for $800, plus 
clients and trade. Address “O., 2621,” 
care Jewelers’ Circular-Keystone. 





FOR SALE, one of the finest jewelry 
stores in Kansas City, Mo.; well estab- 
lished; a very fine stock, solid walnut 
fixtures; invoice market price $10,000; 
will sacrifice for cash; going in the ex- 
clusive optical business. John Medni- 
kow, 1233 Walnut St. 





FOR SALE, JEWELRY STORE fully 
equipped, also optical department, es- 
tablished business 40 years, town 
18,000 with Neate hy population 60,000; 
approximately $10,000 required. Write 
“p,, 2731,” care Jewelers’ Circular- 
Keystone. 





MR. WATCHMAKER, your opportunity 
to come to sunny Hollywood, Cal. ; I am 
going to Europe; sacrifice my jewelry 
store, $375, including fixtures, stock 
material, good watch repairs; rent 
$14.50 including electricity. Address 
“V., 2712,” care Jewelers’ Circular-Key- 
stone. 
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—— ne 
ALE, JEWELRY STORE, best 
ct 3500 in State; two new indus- 
tries have been added in last 18 months, 
now employing 700, will increase when 
houses can be built; will sell with or 
without stock; low rent, located next 
theatre; if interested you can afford 
to travel a long way to see this. O. H. 
Watts, Millersburg, Pa. 








FOR SALE, JEWELRY STORE in a real 
ood one man’s town in Wisconsin; am 
established here 25 years in the same 
location; owing to advanced age, 70, 
I decided to retire from jewelry busi- 
ness; it will require about $1,800 to 
cover stock and fixtures; two 8-ft. 
wall cases, three 8-ft. show cases and 
tables to match; wall cases all in 
olden oak; I also have a large safe, 
Fiside two steel doors and two out- 
side heavy doors; large territory to 
draw trade from; will lease store space 
30 x 20 with attic above rear of store; 
rooms above are leased by a dentist, 
and he, too, has a fine practice; I 
also own an 8-room residence close by 
I wish to sell, however, I’d withhold 
for a while; keep busy at bench most 
of the time; this is a reliable proposi- 
tion; an exceptional opportunity for a 
live wire. Address “A., 2677,” care 
Jewelers’ Circular-Keystone. 


Ft 
for Sale. 


Tools, Equipments, Merchandise 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








DO YOUR HANDS SWEAT? If you are 
troubled with perspiration stains on 
_ tools etc., write Box 144, LaCrosse, Wis. 





QUANTITY of unused grey flannel flat- 
ware rolls, available because of change 
in style. Black, Starr & Frost-Gorham, 
5th Ave. and 48th St., New York. 





WATCHMAKER, write today for free 
circular on the new book, ‘‘Modern 
Methods in Watch Adjusting.” Harold 
Kelly, E 1009 33rd Ave., Spokane, Wash. 





POCKET SCALES for weighing silver, 
etc.; Salter’s Jeweler’s Balance, made 
in England, 100, 200, 300 ounces. Land- 
il Company, 503 Park Ave., New 

ork. 





BURGLAR PROOF SAFES, former! 
owned by The Wendel’s, 5th Ave. 
39th St., New York. Acme Safe Co., 42 
W. 29th St.. New York. Telephone 

Bogardus 4-3252. 





NATIONAL CASH REGISTER Book- 
keeping Machine suitable for instal- 
ment jewelry, posts receipt, ledger card, 
balance, one operation, cost $2,400; 
will sacrifice. Kann’s, Roanoke, Va. 





FOR SALE, two beautiful antique hand 
carved walnut wall cases; if interested 
will be glad to forward for your 
information. Address ‘‘M., 2619,’ care 
Jewelers’ Circular-Keystone. 





ONE COLLECTION of nice old and 
antique gold jewelry, also one Dumore 
drill press in first class condition; 
cheap. Address “S., 2667,” care Jewel- 
ers, Circular-Keystone. 





SHOP EQUIPMENT, benches, polishing 
dust ¢ollectors, presses, dies, drop ham- 
mers, rolls, furnaces, scales, safes, bot- 
tom prices; favorable terms. Leimar 
Bros.. 152 Christie St., Newark, N. J. 
and 23 Walker St., New York. 





AMERICAN REBUILT WATCHES, com- 
Plete or movements 7 to 23 jewel, 
grades standard makes; we buy your 
surplus watches; check by return mail 
Same day as received; get our prices on 
rebuilts. Klar & Winterman, 2310 Elm 
St., Dallas, Texas. 





NOW 50c. WHILE THEY LAST; atten- 
tion gold buyers; indispensable book 
on fine gold content, weights, values 
and comparison, instantly calculated ; 
also an aid to making out your Gov- 
ernment report. A. Ch. Reisz, Box 17, 
Baraboo, Wis. 





MODERN mahogany finish jewelry fix- 
tures, complete set up for up-to-date 
jewelry store; six wall and six counter 
cases, watch board, office and bench 
partitions; must be seen to appreciate. 
Saunders, Airport Service Station, 
Parkersburg, W. Va. 





YOUR AMBITION TO OWN a Jurgen- 
sen, Patek, Vacheron, chronometer, 
split second, or other fine used move- 
ments can be realized for small out- 
lay; send for _ description. Henry 
a 297 Sheppard Ave., Englewood, 





TRY US for your watch bracelet require- 
ments; we feature the latest designs of 
the most popular manufacturers at rea- 
sonable prices and assure quick service; 
job lots always on hand; exceptiona 
buys in watch cases, dials and jewelry 
boxes. Craft Watch Co., 15 Maiden 
Lane, New York. 





WE WILL SEND you on a 10-day free 
trial one large 50¢ bottle W-J Crystal 
Seal; don’t pay unless you like it; this 
Crystal cement is superior to any 
cement on the market, for glass or un- 
breakable crystals; no more crystal 
troubles. N. Johnston, Orchard St., 
Sharon, Pa. 





AMERICAN AND SWISS watch cases and 
dials for every watch shape and style; 
chrome cases, 18, 16, 12 and 6 size, at 
$1 and up; combination chrome cases 
with dials, 8%, 9% and 10% ligne, at 
$1.10; O/S and 3/0 sizes at 75 cents and 
up; gold filled in yellow and white, 18/0, 
10/0, 6/0 and 4/0 at $1.50 and up. M. 
Wolf, Jobber, 132 Nassau St., New York. 





OLD OR INACTIVE FLATWARE; But- 
tercup, Kings, Louis: XV, Chesterfield, 
Lily, Bridal Rose, Frontenac, Imperial 
Chrysanthemum, Lancaster, Lily of the 
Valley, Luxembourg, Norfolk, Stras- 
bourg, St. Dunstan, Olympian, Vine, 
Wave Edge, Tiffany Chrysanthemum 
and others. Landgraf Company, 503 
Park Ave., New York. 








Business @pportunities. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








EVERY EFFORT is made by The Jewelers’ 
Circular to keep its advertising columns 
clean. Advertisers under Business Oppor- 
tunities, etc., must furnish trade refer- 
ences. Announcements must pass the strict 
censorship requirements of The Jewelers’ 
Circular. 





WANTED TO BUY a paying jewelry 
store in Michigan or vicinity. Address 
“K., 2614,” care Jewelers’ Circular-Key- 
stone. 





DO YOU WANT CASH for any part of 
your stock or stock and _ fixtures? 
Write or wire S. Siegel & Co., Keith 
Theatre Bldg., Cincinnati, Ohio. 





ALWAYS PAID HIGHEST CASH price 
for complete jewelry stocks and 
fixtures. Sell out to old reliable 
Joseph M. Gordon, 37 Cornhill, 


Boston, Mass. 





EDWARD R. TYLER, established jewel- 
ry auctioneer for 25 years; references 
furnished; we also supply buyers for 
retail jewelry stores; correspondence 
confidential. Address 6237 Champlain 
Ave., Chicago, III. 





MAIL ORDER HOUSE for watches de- 
sires to make connection with watch 
importer; give full particulars; if 
possible send pamphlet of your line. 
Address “J., 2652,” care Jewelers’ 
Circular-Keystone. 





GANSBERG BROS., INC., will buy your 
surplus or entire stock and fixtures or 
estates for cash our direct outlet 
enables us to pay you higher prices; 
bank and trade references of 
highest character. Write 37 Maiden 
Lane, New York. Telephone John 3454 





YOUNG MAN OF 25, living in New York, 
has $10,000 and his services to invest 
in a going-business in the Metropolitan 
area; wholesale or retail; all replies will 
be kept strictly confidential. Address 
a 2," care Jewelers’ Circular-Key- 


stone. 





NATIONALLY KNOWN jewelry auc- 
tioneer; my method will please the 
jewele: and his customers; a successful 
sale guaranteed; also I pay the highest 
prices for stores; write me before you 
sell. Wm. N. Johnston, Orchard St., 
Sharon, Pa. 





WE PAY MORE; before selling 
jewelry or fixtures, see us; small or 
large stock; we see you at our ex- 
pense and give bona fide cash offer; 
(or send surplus stock and get cash 
by return mail); best references. 
Colmes Brothers. 11 Beacon St., 
Boston, Mass. 





ARE YOU GOING OUT OF BUSINESS? 
We pay highest cash value for entire 
stock or part of jewelry, diamonds and 
fixtures; communicate with us, it will 
be to your advantage; rating and ref- 
erence of the highest order. Van 
Praag & Co., 718-720 Broadway. New 
York, established 1889. 





HIGHEST CASH PRICES PAID for all 
or part of your jewelry stock, with or 
without fixtures; we have bought out 
and liquidated leading jewelry con- 
cerns; communicate with us without 
obligation; established 36 years, same 
address. Brooklyn Purchasing Syndi- 
cate, Frank Walker, Proprietor, 610 
Broadway, Brooklyn, N. Y. Telephone: 
Pulaski 5-1798. 





A VERY VALUABLE ASSET; Rundback, 
former retail jeweler, store proprietor, 
known by millions and millions, under 
the trade name of “Rundbacks” through- 
out Greater New York, wishes to con- 
nect with concern that can capitalize 
on this trade name, together with his 
services. Address “A., 2723,” care 
Jewelers’ Circular-Keystone. 





FULL CASH VALUE PAID for dia- 
monds, jewelry, complete jewelry 
stocks and your old gold; a trial 
shipment will convince you; mer- 
chandise held intact until you accept 
check; financial references from 
leading banks; all correspondence 
considered confidential. Old Re- 
serve Gold Refining Co., 159 N. 
State St., Chicago, Ill. 





GET THE CASH AND MORE, too, from 
us; we have bought some of the largest 
stocks in the country; none too large 
nor too small for us to handle; all cor- 
respondence kept in strictest confidence ; 
ship your dead or surplus stock to us, 
express collect, receive check by return 
mail; no obligation to accept offer, if 
een on but since others have 
been satisfied, you will too; bank and 
trade references upon request; wire to- 
day to have our representative call if 
you have a complete stock to close out, 
otherwise ship your surplus goods and 
receive cash. ordon Bros., 18 Prov- 
ince St., Boston, Mass. 





(Continued on page 124) 
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Special Notices 


(Continued from page 123) 








Wanted to Purchase. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








WANTED, New Century engraving ma- 
chine; give full particulars and lowest 
cash price. Address ‘M., 2510,’’ care 
Jewelers’ Circular-Keystone. 





WANTED, coin silver spoons, articles, 
odd pieces, sterling silver, trays, tea and 
coffee sets, complete, or part. Trois, 65 
Wall St., Norwalk, Conn. 





WANTED TO BUY an outside bracket, 
or hanging clock: must be high grade 
and in good condition. M. A. Green, 73 
Grand St., Waterbury, Conn. 





CASH REGISTER WANTED for jewelry 
store; must be in first-class condition 
and reasonable in price. M. A. Green, 
73 Grand St., Waterbury, Conn. 





WANTED, glass enclosed gold scales, 1% 
Ib. capacity up; send photo, give con- 
dition and price. Bond Gold & Coins, 
15 W. 6th St., Cincinnati, Ohio. 





WANTED, six dinner knives, any condi- 
tion, Duchess pattern, old Whiting Di- 
vision of the Gorham Company. 
Wolkoff, 27 Eldridge St., New York. 





WANTED TO PURCHASE fine, modern 
jewelry fixtures as good as new; my 
location is 100 miles West of Chicago. 
Address “‘D., 2475,” care Jewelers’ Cir- 
cular-Keystone. 





SPOT CASH FOR WATCHES, used 
watch cases, mountings, rings. move- 
ments; highest prices paid: shipments 
held intact pending your approval. 
B. Love, Wolverine Hotel, Detroit, Mich. 





WILL PAY CASH for good modern 
jewelry fixtures: also want to buy Na- 
tional Cash Register instalment posting 
machine ; must be very cheap for cash; 
give full details. Post Office Box 3, 
Birmingham, Ala. 


CASH PAID IMMEDIATELY for ladies’ 
and men’s used movements and 
eases; shipments held pending your 
approval. N. Gordon, 769 Lindley 
St., Bridgeport, Conn. References: 
First National Bank. 











Watch Work for the 
Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








WATCH REPAIRING FOR THE TRADE; 
workmanship and service guaranteed; 
also jewelry repaired. George A. Woods, 
51 Maiden Lane, New York. 





SEND ALL YOUR WATCH REPAIRS to 
the Factory P. Tieche, $5 Nassau St.. 
New York, N. Y., repairs and mate- 
rials: quick mail service. 





RELIABLE WATCH REPAIRING up to 
a standard; quick service for mail orders. 
Fel Cherin Co., 104 Fifth Ave., New 

ork. 





FOR BEST RESULTS send your watch 
repairs to C. B. Liddell, 409 Merchants 
Bank Bldg., Syracuse, N. Y.; price list 
and references cheerfully given; our 
service will please you. 








FOR QUICK SERVICE and skilled work- 
manship send your wattch work to Ed- 
ward Herzberg, 809 Greenleaf & Crosby 
Bldg., Jacksonville, Fla.; satisfaction 
guaranteed. 





EXPERT CLOCK REPAIRING for the 
trade; we repair all kinds of electric 
clocks, chime, French, ship clocks, ete. ; 
satisfaction guaranteed. Supreme Clock 
Repair Co., 80 Nassau St., New York. 





BEST SERVICE, reasonable charges; 
each job receives personal attention by 
efficient workman; Arthur L. Talley, 
Master Watchmaker. 
— Co., 332 N. Envoy St., Dallas, 

‘ex. 





GUARANTEED watch repairing (no 
cleaning machine), expert watch- 
makers; promptest service; trial 
order will convince. S. A. Peck & 
Co., 55 East Washington St., Chi- 
cago, IIl. 





HIGH CLASS watch repairing for the 
trade; guaranteed results that will hold 
your confidence at prices that are mod- 
erate: excellent references furnished ; 
out of town accounts solicited ; Holmes 
Protection. Haskel Melnick, 19 Cliff St., 
New York. 





MASTER REPAIRERS and Rebuilders of 
antiyue and foreign clocks; cutters of 
wheels, pinions, barrels, etc.; experi- 
mental work and models made; French 
clock material, mainsprings, suspen- 
sions, buchons and taper pins; dials and 
dial painting. Greenwich Clock and In- 
strument Co., 2 W. 47th St., New York. 





ACCURATE HAIRSPRING vibrating: 
flat, 65 cents; breguet, $1; send 
wheel and bridge; this price applies to 
all makes and sizes; we unconditionally 
guarantee our hairspring vibrating to 
run from on time to within three 
minutes a day; also balance staff fit- 
ting, $1; try us once and judge for 
yourself. The H. & T. Steffes Co., Box 
711, Springfield, I1l. 








Special Order Work and 
Repairs for the Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








GIBBS JEWELRY REPAIR & ART 
Shop, 1903 State St., Harrisburg, Pa., 
Charles F, M. Gibbs; all new work and 
repairing guaranteed; twenty-four hour 
repair service. 





SILVERSMITHING; small shop in New 
Jersey wants work; we specialize in 
sterling silver cigar, cigarette and jewel 
boxes, frames and flat and square wares; 
we can handle all kinds of silversmith- 
ing and hard soldering. For further in- 
formation address “A., 2592,’ care 
Jewelers’ Circular-Keystone. 


To Exchange 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








FOR EVERY pocket watch, gold-filled 
case you send us we will send you a 
new chrome case of the same size. 
B. Lowe, Wolverine Hotel, Detroit, Mich. 





FOR SALE OR EXCHANGE—used move- 
ments, Elgin, Waltham, Illinois, Hamp. 
den; 16 or 18 size 15 J., $1.50; 7 J., $1; 
12 or 3/0 size 15 J., $2; 7 J., $1.50: ¢ 
size each 40 cents; Swiss Movement, any 
size, 50 cents; send check, scrap or we 
will ship C.O.D.; scrap vs. movements: 
for one pound of gold-filled scrap troy 
weight we will send a selection of 25 
of the above movements, or for one. 
half pound we will send_12 movements; 
satisfaction guaranteed. B. Lowe, 
Wolverine Hotel, Detroit, Mich. 








To Let. 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 








AT 35 MAIDEN LANE factory space for 
jewelry manufacturing now available at 
reasonable rates. Apply premises, phone 
John 4-1485, New York. 





OFFICE SUITABLE for stone setter or 
watchmaker with stone dealer and cut- 
ter; good light. Inquire Room 1207, 22 
W. 48th St., New York. 





LIGHT ROOM TO LET, six windows, 
suitable for manufacturing or other 
purpose; rent $45. M. Waslikoff, 44 W. 
48th St., New York. 





TO SUBLET; about 885 square feet space, 
second floor, 21 Maiden Lane, New 
York: will divide, convenient, accessible 
location. Inquire Room 22 








Wanted To Rent 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 





PLATINUM JEWELER would like to 
rent bench space in New York City. 
Address “W., 2671,” care Jewelers’ Cir- 
cular-Keystone. 








Miscellaneous. 


Minimum charge (25 wards) $1.50 
Additional words, 5 cents a word 








PATENT ATTORNEY secures patents, 
trade-marks, copyrights; call or send 
me your sketch or model: confidentia! 
advice; literature. Z. H. Polachek, 
1234 Broadway, New York. 

















BROTHER CLOCK REPAIRER, a postal 
will bring you my marvelous new way 
how to bush a clock without taking it 
apart. Reick, Jeweler, Centreville, 

ichigan. 








LEARN WATCH REPAIRING by doing 
it; thorough training under expert in- 
structors. For information write 
Standard Watchmakers Institute, 111 
West 111th St., New York. 





WATCHMAKERS! increase your ability 

through the ey recommended 
books: ‘‘Rules and Practice for Adjust- 
ing Watches” and ‘Practical Balance 
and Hairspring Work”; circulars free. 
Walter Kleinlein, Waltham, Mass. 
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According to figures specially compiled by THE JEWELERS’ CIRCULAR- 
KEYSTONE from the reports of the 1933 Census of Distribution, Jewelry 
Store sales in 1933 declined 67 per cent from the 1929 total of $536,- 
280,000. There were 28 per cent less jewelry stores in 1933, decreasing 
from 19,998 stores in 1929, to 14,313. The average annual sales per 
store in 1929 amounted to $26,817; in 1933, $12,231. New York State 
still claims the lion’s share of the nation’s retail jewelry business, with 


Jewelry Sales of $175,066,000 in 1933 


1933 sales volume of $33,510,000, or 19.14 per cent of the total. This 
represents a decrease from 22.49 per cent of the total in 1929, which 
then amounted to $120,602,000. The portion of the consumer’s dollar 
spent in retail stores which went to the jeweler was substantially less in 
1933. In 1929 the jeweler took $1.09 of each $100 spent in stores of 
all types. In 1933 but 70 cents of each hundred dollars’ sales went to 
the retail jeweler. 





| | 
| | 












































| Number of Jewelry | Net Sales by Jewelry Percent Decline Percent of Total | Percent of Total 
Division and State | Stores Stores in Sales Retail Sales Done | Jewelry Store Sales 
(000 omitted) 1929 — 19383 by Jewelry Stores 
1933 1929 1933 1929 | Jewelry | All 1933 1929 1933 1929 
; | Stores Stores 
United States.......... 14,313 19,998 $175,066 $536 , 280 67.4 49. 70 1.09 100.00 100.00 
New England.......... 1,132 1,555 16,670 | 41,898 60.2 43. aaa 1.11 9.52 7.81 
oe re 147 187 1,120 | 2,432 53.9 40. .61 .79 .64 .45 
New Hampshire...... 82 105 557 | 1,352 58.8 39. .50 .73 .32 25 
WeMmeanG. ..... sess. 56 82 447 | 1,130 60.4 48. .57 .74 .25 .21 
Massachusetts....... 560 790 10,094 | 24,211 58.3 42. 84 1.18 5.77 4.51 
Rhode Island........ 49 97 999 | 3,944 74.7 47. 60 1.24 .57 .74 
Connecticut......... | 238 294 3,453 | 8,829 60.9 44. 80 1.15 1.97 1.65 
Middle Atlantic........ | 3,276 5,024 53,090 | 180,245 70.6 48. 80 1.42 30.32 33.61 
Co) | 1,710 2,637 33,510 | 120,602 72.2 47. .90 1 By 19.14 22.49 
New Jersey..........| 478 636 5,077 | 13,860 63.4 45. .50 .75 2.90 2.58 
Pennsylvania....... .| 1,088 1,751 14,503 | 45,783 68.3 51. 77 1.20 8.28 8.54 
East North Central..... | 3,145 4,387 33,922 | 116,151 70.8 53. .64 1.03 19.38 21.66 
Ro Sie Kae ws anal 789 1,139 9,876 | 31,474 68 .6 50. .68 1.10 5.64 5.87 
Ps oc ice ne et 393 522 3,507 | 11,315 69.0 53. .61 .92 2.01 2.11 
SR | 927 | 1,332 10,311 | 37,981 | 72.8 53. .60 1.02 5.89 7.08 
Michigan Renesas tion | 537 775 6,448 | 24,457 73.6 57. .68 1.10 3.68 4.56 
Wisconsin........... | 499 619 3,780 | 10,924 | 65.4 50. 61 ‘39 | 2.16 | 2.04 
West North Central....| 1,986 | 2,586 14,900 | 43,704 | 65.9 50. .56 .83 8.51 8.15 
Minnesota........... | 449 545 3,269 8,512 61.6 44, .56 .81 1.87 1.59 
0 ee) 414 556 2,535 7,810 67.5 51. 53 .80 1.45 1.46 
0 429 598 4,332 | 14,445 70.0 48. 57 .99 2.47 2.69 
North Dakota. ......| 98 105 617 | 1,413 56.3 54. .57 .60 .35 .26 
South Dakota........ | 86 117 547 | 1,340 59.2 58. .51 .52 31 .25 
Nebraska............ | 218 289 1,480 | 4,349 65.9 51. . 54 77 .85 81 
_ | ea Ae | 292 376 2,120 | 5,835 63.7 56. .64 78 1.21 1.09 
South Atlantic......... 1,324 1,774 18,687 | 44,103 57.6 41. 5 1.05 10.67 8.22 
Delaware............| 34 47 432 | 1,182 63.4 44. .75 1.15 .25 .22 
Maryland OR ee 177 226 3,530 | 7,292 51.6 38. .92 1.18 2.01 1.36 
District of Columbia. .| 79 104 2,131 | 4,695 54.6 28. .88 1.39 1.22 .88 
_ Saas | 209 266 2,871 | 6,794 57.7 40. .80 1.13 1.64 1.27 
West Virginia........ | 1438 211 1,223}  4,079| 70.0 46. 50 91 -70 76 
North Carolina...... .| 216 252 2,257 | 4,614 61.1 44, .62 ey i 1.29 .86 
South Carolina... | 106 134 1,065 | 1,835| 41.9 | 38. 57 61 61 34 
Georgia A eee | 183 266 2,353 | 5,539 57.5 45. .67 .87 1.34 1.03 
RESIS 177 268 2,825 8,073 65.0 43. .98 1.60 1.61 1.50 
East South Central... .. | 560 758 5,948 18,118 67.2 53. .58 .83 3.40 3.38 
Kentucky........... | 171 252 1,706 | 4,986 65.8 48. .56 .85 .98 .93 
Tennessee........... 158 201 2,235 7,143 68.7 49. .68 1.11 1.28 1.33 
a doe ok | 148 185 1,475 4,136 | 64.3 53. 59 78 84 77 
Mississippi.......... | 83 120 532 1,853 71.3 66. .38 45 .30 .35 
West South Central..... 1,000 1,322 10,636 31,345 66.1 53. 61 .84 6.08 5.85 
ey | 124 157 777 2,166 64.0 56. 43 .52 45 .41 
Louisiana............ | 142 204 1,764 5,253 66.4 45. .67 1.10 1.01 .98 
Oklahoma........... | 219 289 1,612 6,015 73.2 57. ae. | 15 .92 1.12 
Sees | 515 672 6,483 17,911 63.8 53. 67 .88 3.70 3.34 
Miowmteim............. 497 617 4,635 12,650 63.3 52. .62 .81 2.65 2.36 
Se | 89 96 625 1,789 65.1 54. .56 .73 .36 .33 
a a a ik elt ara 70 89 485 1,253 61.3 48. .55 .74 .28 .23 
Wyoming............ 36 45 277 743 62.7 46. .50 .72 .16 .14 
0 ee 169 205 1,759 4,367 59.7 50. .74 .93 1.00 81 
New Mexico......... 31 45 228 800 71.5 55. .42 .67 13 .15 
ee | 43 60 451 1,279 64.7 62. .59 .64 . 26 .24 
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Ee 15 14 211 | 510 | 58.6 43. .73 1.01 .12 .10 
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Oregon Sa ateral axel ess 164 236 1,303 | 4,283 | 69.6 51. .58 .94 .74 .80 
California........... 978 1,388 12,895 | 35,606 63.8 47. .75 1.10 7.37 6.64 
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Merchandise 





Market Notes 








A Fountain Pen for Jewelers 

A quality fountain pen, “Wing-Flow,” in effective design 
especially suitable for jewelry store merchandising, is offered 
by the Chilton Pen Co., as having captured the modern trend 
in styled lines. A gold inlay in black combines the richness of 
precious metal with a lustrous ebony texture, giving newness 
and smartness, while retaining every element that makes for 
good taste and permanency. The success of Chilton pens as 
excellent sellers in the jewelry store is evidenced by the en- 
thusiasm of those retailers who have found them fast moving 
and profitable items. A feature of this pen is the unusually 
large ink capacity, found by dealers to be a highly important 


selling point. 





“Domestic Science” Designs a Salad Fork 


In collaboration with the engineers of the Good Housekeeping 
Institute, Oneida Community, Ltd., designers have originated 
“Today’s Salad Fork,” the result of a scientific examination 
of this important eating implement, and the careful planning 
of a fork which embodies several new utility features. Im- 
provements regarded as important by Oneida include (1) tines 
of greater strength, (2) a stiffer cutting tine equipped with a 
cutting edge, (3) a careful adjustment of handle length, to pro- 
vide proper leverage, and (4) well-designed contour from 
handle tip to end of tines sufficiently flattened to permit straight- 
line pressure, as in a knife. The new Tudor salad fork is 
available in Madelon, June, Barbara and Skyline designs. 
Oneida advertising plans for spring include mass coverage 
magazines aggregating fifteen million circulation, featuring a 
four for $1 salad fork offer. Other copy will present generally 
the Tudor patterns, with strong price appeal. 





International’s New Patterns 


“Simplicity” and “Springtime” are the two new sterling flat- 
ware designs now being presented to the market by the Simp- 
son, Hall, Miller & Co. branch of the sterling silver division of 
the International Silver Co. The one, as its name implies, 
relies on the rare beauty of simple outline and graceful model- 
ing for its appeal, while the other—Springtime—is richly orna- 
mented with a flower motif taken from the Renaissance period. 
National advertising publicizing these designs to the consumer 
will appear in class magazines—Vogue, Harper's Bazaar, 
House & Garden, House Beautiful and Fortune, and supporting 
local copy will be run in Sunday rotogravure sections of news- 
papers in the country’s big buying centers. Numerous dealer 
helps, folders, price lists, display pieces, and an attractive chest 
for window use, are available to dealers to aid their pro- 
motional efforts. 





Color Dramatizes Watson Selling Effort 


Effectively contrasting and harmonizing color combinations 
give unusual interest to the Watson Sterling price list folders 
recently made ready for distribution. It represents a con- 
tinuity of dramatization, as there is a distinctive color scheme 
used in the advertising for each pattern, repeated in all pro- 
motional literature. The note struck for Dorian, and Dorian 
Rose, is an eggshell blue, while the Colonial Fiddle pattern 
combines a French gray tone with yellow. 





Store Modernization 


The Pittsburgh Plate Glass Co., makers of Pittco store fronts, 
have published an interesting review of stores whose fronts 
have been remodeled with their help under the title, “How 
Modern Store Fronts Work Profit Magic.” The brochure in- 
cludes copious illustrations of stores of all types, including jewelry 
stores. Among the latter is pictured the new Michaels store in 
Bridgeport, Conn. Coincident with issuing this booklet, the 
glass company offers a pamphlet, “Your Stake in the National 
Housing Act,” which contains a discussion of how the retail 
merchant may take advantage of this law in financing altera- 
tions and repairs. 
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New Cigarette Box 


Joining the already imposing list of noted American de- 
signers—the Gerths, Lurelle Guild, and others—who are creat- 
ing the new and smart specialties of the Chase Brass & Copper 
Co., now comes Rockwell Kent, famous as artist, writer, ex- 
plorer, and for divers other achievements, as originator of 
a cigarette box done in bronze, with a figure in low relief 
in the usual Kentian manner. The Chase people have arranged 
several of these boxes in an interesting group as a window 
display suggestion, with an attractive card bearing the artist’s 
picture and descriptive copy. 





New Jewelry for Men 


Morse, Andrews Co., Attleboro, Mass., men’s buckle manu- 
facturer, is placing on the market a number of new items in 
men’s jewelry, among which are the “Ritz” combined collar 
and tie holder and a novel scarf pin and chain tie holder. 
Initial orders from wholesalers, through whom the company 
distributes exclusively, are indicative of the assured popularity 
of these new items. 


New Dealer Aids 


No progressive operator in the jewelry field can have over- 
looked the increasing emphasis Art Metal Works, Inc., are 
placing upon the use of dealer aids. So complete and effective 
a series of point-of-sale aids have they prepared for their trade, 
that the retailer who uses them properly must increasg his sales 
of Ronson products. The care with which these various helps 
are created is well exemplified by a new display fixture which 
has just been announced to its authorized distributors. This 
display fixture has been designed to stimulate the sale of 
“Touch Tip,” a lighter for home and office use. The new 
Penciliter is also backed by many dynamic types of selling helps. 





Engraving Sales Help 


The A. C. Becken Co., wholesale jewelers of Chicago, have 
issued “The Becken Standard Book of Engraving,” a clever 
new idea which will appeal to jeweler and customer alike. It 
consists of a paper-cover book, 8 by 11 inches, giving all letters 
of the alphabet for 97 different styles of engraving. The styles 
are printed in black on transparent gelatin paper backed by 
slip sheets. The value of this idea is at once demonstrated when 
the article to be engraved is placed under the desired letter or 
monogram on the transparent sheet. The spoon or other article 
shows through with the letter in position, giving an excellent 
idea of how the engraving will look when finished. 





Old Art Revived 


According to Professor Clarence Sprague of Decorative Arts, 
New York University, the process of fusing together onyx of 
various colors was until recently a lost art, known only to the 
European craftsmen of the 16th Century. But today Charles 
Schlickman, 204 E. 21st Street, a Viennese marble cutter, now 
in the United States, seems to have rediscovered the secret, and 
is now making up lines of jewelry in attractive combinations 
of onyx of various colors and shapes. 





Genesis of Cultivated Pearl 


Leys Christie & Co., 67 Nassau St., importers of cultivated 
pearls, has available for use in display by retail dealers a 
limited number of animated displays showing the progressive 
stages of production in the cultured pearl industry. The instru- 
ment consists of a large book of eight pages which are turned 
automatically by an electrically operated hand. Lights at 
top illuminate the illustrations of the fisheries, etc. These dis- 
plays may be had for one week periods. 
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YOUR KEY MAN 


He, the Retailer, Has To 
Be Sold First......., 
His Personal Recommenda- 
tion To The Customer 


Is a Powerful Influence, 


TT |) 4 Chilton Publication 


HE gets the Jewelers’ Circular-Key- : 
stone. It guides and stimulates his recommenda- 
tions. Editorially it gives the dealer the key to 
new selling points, its pages unlock the door to 
better merchandising. The Jewelers’ Circular- 
Keystone turns the lock to every dealer’s prob- 
lem—from store methods of overhead reduction 
and modern goods display to customer contact 
and training floor salesmen. For 66 years the 
Jewelers of America have used this key to better ' 
business. 


Give the Jewelers’ Circular-Keystone the “key” 
position on your advertising program, because 
it covers virtually every worthwhile retail 
jewelry store in the United States. 
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